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“TEXACO LUBRICATION’ 





TLAS CRANKSHAFT, INC., takes 
pride in the fine quality of its 
products — and whatever helps to 
maintain that quality is highly prized. 
That is why Atlas has been using 
Texaco Soluble Oil in its grinders for 
a good many years — getting fine re- 
sults in finish, rust prevention, emul- 
sion stability and cleanliness. 

But Atlas is particularly pleased 
with the service that goes with Texaco 
products. Mr. Norman Nesbitt, Pur- 
chasing Agent, writes: 


“A Texaco Lubrication Engineer 


cNGINEERING SERVICE IS 
REALLY ‘ON THE BALL’” 


—Norman Nesbitt, Purchasing Agent, 


| 


calls on us regularly and confers with 
our engineers and operators. When, 
a couple of years ago, our water con- 
dition changed, your engineer got to- 
gether with ours and recommended 
changing from Texaco Soluble Oil D 
to Texaco Soluble Oil HW, to avoid 
possible adverse effects from increased 
water hardness. We followed his ad- 
vice and have continued to get fine 
results. 

“This is the kind of foresighted- 
ness in stopping trouble before it 
starts that makes me say that Texaco 


Atlas Crankshaft, Inc., Fostoria, Ohio 


Lubrication Engineering Service is 
really ‘on the ball’. We appreciate it, 
as I am sure your other customers do.” 

Skilled Texaco Lubrication Engi- 
neering Service is famous everywhere, 
Put it to work in your plant — along 
with Texaco Cutting, Grinding and 
Soluble Oils — and step up produc- 
tion, reduce unit costs. 

Just call the nearest of the more 
than 2,000 Texaco Distributing Plants 
in the 48 States, or write: 

The Texas Company, 135 East 42nd 
Street, New York 17, N. Y. 


TE. XACO Lubricants, Fuels and 


Lubrication Engineering Service 
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INTERNAL COOLING LEG A Grinnell feature which 
permits the use of a plain thermostatic trap for 
draining condensate. 

PITCHED U-TUBES Built-in pitch of U-tubes provides 
complete drainage of condensate and elimination of 
destructive water hammer. 

CONTINUOUS RATED CAPACITY The combination 
of Thermolier’s internal cooling leg and the built-in 
pitch of tubes assures continuous rated capacity. 
BUILT-IN EXPANSION PROVISIONS Every tube is 
an expansion bend of the U type to allow for inde- 
pendent expansion and contraction of each tube. 
TUBE-TO-HEADER CONSTRUCTION Safety and dur- 
ability assured by unique tube-to-header construction. 
EASE OF ERECTION Exclusive with Thermolier are the 
adjustable swivel couplings which provide an easy, 
cost-saving method of hanging the unit. 

SIMPLE PIPE CONNECTIONS The supply and return 
piping connections ore on the same side to assure 
compactness, neatness and economy in installation. 
MOTORS Thermolier motors are built specifically for 


unit heater duty. They give maximum operating 
efficiency with minimum power cost. 
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Grinnell Company, Inc., Providence, Rhode Island . 





























With THERMOLIER... 
the Grinnell Unit Heater ... you get 


a4 oo ’ = A s*iT 
OUS RATED CAPACITY 


The practical advantages of unit heating, of course, are well 
known. But in order to get maximum economy and efficiency, 
certain engineering and structural features must be present in 
the unit heater of your choice. 


when buying unit heaters 
Pe sure yo 
get this 
ee 
-oomOt this! 
P i = 
= = ih aS 
= SS LV Cay 
Horizontal Textile Velocity Vertical 
Delivery Model Nozzle Delivery 


Take provisions for draining off condensate. Failure to provide 
freedom from collected condensate in the heating element can 
interfere with heat output and adversely affect capacity. 

A Thermolier Unit Heater successfully handles this drainage 
problem with its pitched U-tubes and internal cooling leg, through 
which all the condensate passes. In fact, condensate cooling is so 
efficient with Grinnell Thermoliers that a thermostatic trap — 
the simplest and least expensive of all traps — can be used with 
every model. Condensate temperature is lowered to the point 
where the trap is always draining — giving Thermolier Unit 
Heaters their continuous rated capacity. 

Check Thermolier’s advantages at left. For more details, call 
your local Grinnell distributor — or send for catalog. 


GRINNELL 


L\TERS 


Manufacturer of: pipe fittings * welding fittings * forged steel flanges * steel nipples * engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 





Coast-to-Coast Network of Branch Warehouses and Distributors 
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Price Indices and Buying Habits 


HE revised Consumer Price Index of the Bureau of Labor Statistics, popu- 
larly known as the “Cost of Living Index” has been on trial a little more 
than six months, and it has not fared very well in this test. Throughout the 
second quarter, while prices generally were declining, the Index was steadily 
advancing, and indicated that every element of living cost except transportation 
costs was headed upward since the beginning of the year. 


The BLS Index has long been recognized as one of the most reliable of such 
compilations. The present statistical basis is probably as broad and _repre- 
sentative as possible, comprising costs of food, clothing, fuel, rent, and other 
basic family needs in 46 representative areas, weighted to reflect normal con- 
sumption in families of moderate incomes, The recent revision of factors and 
weightings was intended to enhance the accuracy of the old index in the light 
of new living standards, new scales of income, and changes in commodity 
market relationships that had occurred over the years. 


The integrity of the index is not questioned. But there are certain factors 
which no general index can accurately show. 


For example, how, except by averaging, can the index reflect the fact that 
even on its own selective and weighted values, food prices were down in 9 of 
the cities while they were higher in the other 37? But the consumer in Atlanta 
or Youngstown does not buy on national averages. 


How can the statisticians arrive at an accurate consumer cost figure on items 
where price cutting is the order of the day—as it is in a number of fields—and 
where actual prices may range from list to 40% off list, depending on the 


individual trading skill of the buyer and the cash and inventory position of the 
dealer? 


Most important, how can the index, with fixed commodity weights, account 
for the natural month-to-month fluctuations in the buying habits of the house- 
wife (who probably operates on a fixed food budget anyway) in feeding her 
family more beef and poultry, whose prices have declined, and passing by the 
cuts of pork and lamb, whose prices have advanced? 


Industrial buying is subject to all these indeterminable variations, and more. 
With myriad types of industries and products, there is no average—either 
qualitative or quantitative—of company requirements and purchases. Buying 
power and competence in negotiation vary widely. And with improved fore- 
casting and the flexibility of inventory policies, industrial purchasing and con- 
sumption may not be done on today’s index at all. 


Elsewhere in this issue, a progressive purchasing executive stresses the im- 
portance of maintaining an individual company index, based and weighted ac- 
cording to specific needs and charted according to actual purchases. That 
point has been made before, and the techniques have been described. For 
the purchasing agent who is confused, and perhaps misled, by existing general 
indices, the suggestion is worth repeating. 
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Automatic torque testers, used in New Departure in- 
strument bearing manufacture are ultra-sensitive . . . 
reduce to a minimum any possibility of human error. 
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Precision 

begins with an 

ideal at New Departure... 

an ideal to achieve the ultimate 

in perfection. Here, engineering, 

research and production follow this 
pattern for precision, and the products 

of their combined effort—both component 
parts and completed bearings—are subjected 

to countless tests and inspections. In fact, 
many of the instruments used in gauging the 
accuracy and precision of the bearings were 
designed and developed by New Departure 
engineers, and some are exclusive with New 
Departure. The sensitivity of this equipment 
is revealed in instances where the sphericity 
of the cups and cones is held within limits 
measured in millionths of an inch. And the 
tolerances for other parts... balls, seals 

and separators...must meet the highest 
standards. Remember . . . wherever 

ball bearings are best for the 

job, the best ball bearings 

are made by New 

Departure. 
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NEW DEPARTURE 


BALL BEARINGS 


NEW DEPARTURE « DIVISION OF GENERAL MOTORS « BRISTOL, CONNECTICUT 
Also Makers of the Famous New Departure Coaster Brake 
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This issue’s important features 
summarized for the busy reader 


9607] |-ong range planning, product develop- 
ment and engineering design for tomor- 
row’s output and activities, are a concern 
of every forward-looking management. 
And a necessary part of that consideration 
is the assurance that the materials needed 
for carrying out those plans and making 

those products will be available when tomorrow comes, 
in sufficient quantity and at a reasonable cost. That is 
where Purchasing Research can make an important, con- 
structive contribution to company planning, projecting 
probable supply and demand, forecasting price ratios 
among competitive raw materials, and alerting supplier 
industries to the capacity that will be needed to meet 
future buying schedules. Turn to page 81 for the story 
of such a research program that has already produced 
worthwhile results for one leading company. 


Two important Legal Questions for every purchasing 
agent are these: When do I| have a valid contract? And, 
having a contract, can it be rescinded for good cause? 
Basic considerations bearing on these two questions are 
presented in the articles on page 92 and page 118. 


Further on the subject of contracts, in 
these days of uncertain and changing 
costs, where long delivery times are in- 
volved, the practice of Escalation pricing 
seems to be with us still. Aside from the 
fact that the commitment itself is variable 
under such arrangements, there is a real 
purchasing problem in establishing a sound basis of 
competition and evaluating comparative bids so as to 
have reasonable assurance of selecting the one that 
promises greatest ultimate value and economy. No 
buying group has had more experience with this prob- 
lem than the purchasing men in government. The article 
on page 86 places that experience at your disposal. 





Packaging is an important part of the purchasing pro- 
gram in the majority of manufacturing companies. But 
while much attention has been given, and much progress 
made, in this field, the subject of Packaging for Incoming 
Shipments, which affects every buyer, has been relatively 
neglected. Here is a purchasing detail with a high 











potential of greater efficiency and lower costs in han- 
dling and storage, and one in which the cooperation of 


suppliers can readily be enlisted. The article on page 
114 tells how. 


Conventional systems of inventory and materials con- 
trol are based on known production or use schedules 
and predetermined standard stock quantities. What 
happens when a company operates on a Requirements 
Purchasing Policy? The article on page 97 tells how 
the control principles and records can be adapted to 
such a situation effectively with only minor changes 
in standard procedures and forms. 


There is a notable tendency among multi- 
plant organizations, with operations at 
many scattered locations, to place the 
purchasing responsibility at the point of 
use and close to the plant management at 
each location. But for consistency in com- 
pany policy and methods, for purposes 
of over-all control, and to retain the advantages of total 
purchasing power, such Decentralized Buying must be 
supplemented by a strong and alert central organization 
to guide and assist plant buyers in the interest of the 
company as a whole. Turn to page 70 for the story 
of a successful, growing company that has been built 
on the policy of decentralized management, and how 
it handles the purchasing function. 





Do you buy Stainless Steel — regularly or occasionally ? 
In either case, you'll find helpful basic information 
in the article on page 77. 


Changing business conditions raise new problems for 
the purchasing-sales relationship. Turn to page 75 for 
an appraisal of today’s Industrial Salesmanship. 


Are you making full use of these monthly departmental 
features compiled especially for the purchasing agent? 
The Washington Previews (page 13) keep you informed 
on current developments in governmental policy. An- 
other section is devoted to Office Equipment and Forms 
(page 173). Informative Trade Bulletins and Catalogs 
listed on page 19 are yours for the asking. New Products 
and Ideas are also reported (page 126). 











COMING—IN NEXT MONTH'S ISSUE 


Buying Plant Equipment — Effective Staff Meetings — New Forms and Uses of Rubber 
A “One Writing” System of Requisitioning and Ordering — Appraising Vendors 
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PRINCIPAL 


PLATES 


Vacationing? 


Stop in to see us, if you pass our way 


Whether you head for the Golden Gate, the 
Great Lakes region or the Atlantic Coast, 
you’re almost certain to pass within hail- 
ing distance of a Ryerson plant on your 
vacation this summer. 

If you are in the vicinity of any of the 
fifteen Ryerson plants strategically located 
across the country from Boston to Spokane 
—we would be happy to have you drop in 
for a visit. Bring your wife along, so she 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK 
PITTSBURGH * BUFFALO * CHICAGO «+ MILWAUKEE «+ 


* BOSTON « 
ST. LOUIS « 


can see what you mean when you say 
“immediate steel.’’ The ladies, too, seem 
to enjoy going through a steel service 
plant. 

And remember, while you’re away from 
your desk we will make a particular effort 
to meet the steel needs of your associates 
when they call. 

Have a grand vacation! And again— 
stop in for a visit if convenient. 


PHILADELPHIA * CINCINNATI « CLEVELAND ¢ DETROIT 
LOS ANGELES * SAN FRANCISCO + SPOKANE ¢ SEATTLE 


RYERSON STEEL 


PRODUCTS: 
° SHEETS ° 


CARBON °* 
TUBING °* 


ALLOY 
4-WAY 
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(Photograph Courtesy Canadian Nationa! Railways) 
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A much used—and misused— word of many meanings 





2ER Vice 


By Leonard R. Watkins 


FTER being engaged in buying 
for some time, the professional 
purchasing agent may almost come 
to hate the word “service”. No other 
single word is used more frequently 
in his work every day, but it has 
been so many different meanings— 
and so many exaggerations — that 
it often becomes absolutely intangi- 
ble or merely a catch-all term. 
Unfortunately, we have evolved in 
our language few, if any, satisfac- 
tory commercial synonyms for the 
word “service”. But what it is really 
intended to represent is a very 
significant and important element 
of almost every purchasing trans- 
action. Let us attempt to illustrate 
what service actually means in its 
simple commercial application. 





THE AUTHOR is a purchas- 
ing man of wide experience. 
Mr. Watkins advanced through 
every rank from Buyer to Pur- 
chasing Agent in the General 
Purchasing Department of 
Western Electric Company, 
Inc., New York. For the past 
several years he has been Vice 
President of Williams Press, 
Inc., one of the largest publi- 
cation printers in the country. 
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A housewife has her choice of 
buying from any one of three neigh- 
borhood grocers. Grocer A offers 
slightly lower prices than either B 
or C, but makes no home deliveries. 
Grocer B has a more diversified 
line of goods than A or C, but car- 
ries no charge accounts. Grocer C 
is the highest priced of the three, 
but makes home deliveries and 
carries charge accounts if desired. 

Thus, in each case, there are cer- 
tain advantages — and limitations. 
“Service” in the case of Grocer A 
is really lower price, which may 
perhaps have been made possible by 
“self service” methods of. merchan- 
dising in which the customer per- 
forms for himself some of the func- 
tions assumed in other stores. Gro- 
cer B’s principal “service” is a 
greater merchandise selection. The 
main “service” element of Grocer C 
is credit and delivery convenience. 
Which of these is the most important 
to a particular housewife? 

Of course there are other grocer 
“service” elements that could be 
stated, such as the number and con- 
duct of salespeople, convenience in 
arrangement and accessibility of 
stock, specialization in some particu- 
lar department such as fresh fruits, 
vegetables, meats, or fish. Any one 
or all of these will have some weight 
on the housewife’s decision on where 
she will trade. 

Now let’s look at the comparable 
situation in industrial buying. 

An industrial buyer of products 
to be shipped directly from a seller’s 


main plant, in carload lots, to his” 


own main manufacturing plant is 


not interested in hearing about the 
wonderful “service” the seller is 
able to render through warehouses 
located all over the country. But 
any buyer making purchases for 
several different plant locations will 
consider local warehouse service of 
prime importance. Neither of these 
buyers wants representatives of the 
seller’s company constantly visiting 
his plants to “check up on product 
performance” or “show the boys all 
the latest wrinkles”; but they both 
want to know that the seller can 
have properly qualified men on the 
job quickly if they are needed to 
get the product in proper operation 
or to correct troubles occurring in 
its use. 

Sound procedure for the repair 
or replacement of wrong or defective 
products is a service of real value 
to every buyer. Offers of “service” 
through extended credit may be re- 
sented by a buyer where fixed com- 
pany policy is to pay all accounts 
in ten, fifteen, or thirty days from 
invoice dates “on the nail”. To an- 
other buyer, such service may be “of 
the essence of his company’s re- 
quirements”. ; 

Some types of “service” can be- 
come a sales liability rather »than 
an asset when their component ele- 
ments are not needed, or are ac- 
tually resented, by a particular 
buyer. 

The best service rendered or re+ 
ceived consists of supplying a uni- 
formly satisfactory prodiict, in per- 
fect condition, when jand where 
needed, at a price profifable to both 
buyer and seller. 
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Procurement for ten widely scattered plants 





Equipment purchases range from standard laboratory glassware and delicate instruments for 
the research and quality control laboratories to huge kettles for cooking synthetic resins. 
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Decentralized Purchasing with 


EICHHOLD Chemicals, Inc., has 

had one of the most sensation- 
ally rapid growths of any American 
business concern in the past quarter 
century, a period that has seen many 
outstanding examples of industrial 
growth. The company began manu- 
facturing operations only in 1927, 
two years before the great depres- 
sion, with one plant in Detroit 
manufacturing synthetic resins for 
surface coatings. It now operates 
ten plants in this country, scattered 
on a nation-wide basis. It also has 
19 foreign subsidiary or affiliated 
plants, one or more on each of the 
five continents. 

Today, besides manufacturing syn- 
thetic resins for the paint industry, 
it is also a major producer of chemi- 
cal pigments, industrial chemicals, 
and phenolic plastics. Its sales in 
1927, its first year, were 364,000 
pounds of materials. Its sales today 
are in the neighborhood of 450,000,- 
000 pounds, or more than a 1200% 
growth in a little over a quarter of 
a century. 


Importance of Purchasing 


In .his sensational growth, due 
recognition is given by Reichhold 
management to the important part 
the Purchasing Department can play 
in the over-all success of a company. 
From its early beginnings, the 
company has emphasized the im- 
portant role of the purchasing agent. 
Reichhold has never committed the 
grievous error of some—even big— 
concerns, of regarding the purchas- 
ing agent as simply a buyer of ma- 
terials and supplies. 

On the contrary, he is regarded 
as a coordinating link in which his 
purchasing activities and judgment 
not only keep production lines mov- 
ing smoothly by having the right 
materials and equipment always 
available, but also contribute sub- 
stantially to the company’s pros- 
perity and progressive growth. 
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By A. Wyn Williams 


Centralized Control 


Reichhold believes that the pur- 
chasing agent must be cognizant not 
only of what the company is buying, 
but also of why it is being pur- 
chased. In the chemical industry, 
because progress is so spectacularly 
fast, the purchasing department 
must keep abreast, and even, if pos- 
sible, ahead of research and de- 
velopment. Only thus can it antici- 
pate requirements when new proc- 
esses are developed almost over- 
night. Therefore, the purchasing 
agent must have an over-all view 
of the company’s current problems 
and those likely to arise in the im- 
mediate future as well. 


An Executive Function 


That is why the chief purchasing 
officer of Reichhold Chemicals is a 
full ranking member of the mana- 
gerial team, with the official title of 
Vice President in Charge of Pur- 
chases. H. W. Mason, Jr., who holds 
this office, is at all times in full touch 
with company policies and company 
problems. He sits in on departmental 
meetings dealing with any matters 
in which his department is affected, 
whether directly or indirectly. He 
attends executive meetings dealing 
with any and all such matters as 
company development plans, finance, 
traffic, etc. 

This enables the purchasing de- 
partment to execute its functions 
with an all-around conception of the 
company’s requirements and plans, 
and not with a limited view of just 
plain buyer of materials and sup- 
plies. And it is all the easier, because 
of his background, for the chief pur- 
chasing officer of Reichhold to have 
this broad and intimate understand- 
ing of what is required of his de- 
partment. For Mason, during his long 
service with the company, has passed 
through practically every depart- 
ment: production, research, techni- 
cal services, engineering, and traffic. 
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Purchasing Organization for 
Reichhold Chemicals, Inc. 





H. W. Mason, Jr. 


Vice President 
in Charge of Purchases 










































































AZUSA PLANT ELIZABETH PLANT 
J. R. ZELLER F. H. WIEBESIEK 
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Herbert W. Mason, Jr. 
Vice President in Charge of Purchasing 
Reichhold Chemicals, Inc. 


This comprehensive knowledge of 
hat makes the company a smooth 
king, composite whole is made 
equisite by Mason in selecting his 
vn assistants. He tries to recruit 

them from other departments of the 

mpany, preferably from those with 
nowledge of sales. 


Large Volume Requirements 


[he purchasing job for the ten 
estic plants of Reichhold is not 
minor affair. It involves around 

540 million annually, spent for over 
‘000 separate items, purchased from 
ore than 600 major suppliers. The 

ns range from paper clips, or gas 

«xs for men handling dangerous 

ing chemicals, to tank car lots 

and chemicals. The quanti- 

of some materials purchased as- 

ne gargantuan proportions. Just 
an example, the company pur- 
ases each year more soybean oil 
s produced in the whole state 

Michigan, or as much as would 

a structure forty feet square and 

gh as New York’s Empire State 

ding. 
would require a train of tank 
more than ten miles long to 
aul the formaldehyde used in a 
ar. If Reichhold bought its annual 
equirements of steel drums in one 
nth, a carload of drums would 
ive to be shipped oftener than 
very twenty minutes, twenty-four 
yurs a day, throughout a thirty- 
day month. It requires more 
two million full grown pine 
ees to produce the resin used each 
ur by the company. More than 
1,500,000 tons of coal have to be 
ned and processed to produce the 
iphthaline used by Reichhold in 
ifacturing phthalic anhydride. 


1+ 


Drums containing the crude oil used 
to produce the petroleum solvents 
that the company uses in a year, 
would solidly line a road more than 
1.600 miles long. Such enumeration 
could continue almost endlessly. 


Decentralized Operations 


Such a massive purchasing pro- 
gram proceeds with the utmost 
smoothness because the founder 
of the company, Henry H. Reich- 
hold, has always been a strong be- 
liever in decentralization. This 
policy has been consistently ob- 
served as the company has grown 
from a relatively small single plant 
operation, to its present volume and 
multi-plant type of operation. And 
decentralization of operation, in 
manufacturing as well as purchas- 
ing, is credited with being the con- 
trolling factor in the company’s 
rapid expansion. Such a policy is 
of two-fold benefit so far as pur- 
chasing operations are concerned: 

1. Locdlizing purchases, as far as 
possible, for each of the ten plants 
eliminates the pyramiding of freight 
costs. 

2. Decentralization gives scope to 
individual initiative and enables on- 
the-spot knowledge of conditions to 
be exploited. Competent people on 
the spot are, in the view of this 
company, more likely to purchase 
more advantageously than those who 
exercise their aloof judgment from 
an ivory tower. 

Consequently, the purchasing or- 


ganization has been set up so that 
each of the ten plants has its own 
purchasing agent, fully competent 
and authorized to buy all raw ma- 
terials, equipment, and supplies for 
that plant—with certain specific ex- 
ceptions. There is centralized pur- 
chase from the head purchasing of- 
fice in New York of: 

(a) Certain raw materials (such 
as vegetable oils, for example) which 
may be used in large quantities— 
and the emphasis is on “large’— 
by more than one plant. 

(b) Materials that are currently 
in short supply on domestic mar- 
kets, including imported materials. 

The reasons for this are obvious. 
Basic raw materials needed in huge 
volumes, or those in short supply, 
generally have to be contracted for 
on a long term basis to insure ade- 
quate and reliable deliveries as re- 
quired. This calls for the buying 
specialist who has made a close 
study of such markets and who is 
familiar with trends in those mar- 
kets to time purchases properly, pro- 
vide the necessary coverage, and 
take advantage of the most favor- 
able contract prices. It also avoids 
the possibility of having the several 
plants drive prices up by competing 
against one another for supplies. 
Further, centralizing such purchases 
facilitates central releasing of such 
raw materials against contracts, so 
that a plant suddenly finding itself 
short of a particular material c?n 
be supplied without going into the 
spot market. 


Supply purchases include drums and containers, work gloves, and gas masks to protect work- 
men handling fuming chemicals. 
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In all other cases, the various 
plants do all their own buying, deal- 
ing with the local sales representa- 
tives of their suppliers. Maintain- 
ing these close contacts with district 
sales offices of suppliers, according 
to Mason, results:in better service 
for the individual plants, as the 
sales force in these offices will bend 
over backwards and exercise per- 
sonal initiative to develop business 
and cultivate good business 
tionships. 


rela- 


Standard Procedures 


Similarly, the purchase of engi- 
neering supplies and plant mainte- 
nance materials is done on a local 
j basis, with a central company engi- 
neer acting in a supervisory capacity. 

At the Detroit and Tuscaloosa 
plants, two of the biggest, the pur- 
chasing department is a_ separate, 
full time responsibility. In the other 
plants — at Azusa, Brooklyn, Chi- 
cago, Charlotte, Elizabeth, Jackson- 
ville, San Francisco, and Seattle — 
purchasing is combined with other 
managerial functions, such as plant 
superintendent or production man- 
ager. But it cannot be too strongly 
emphasized that, as a matter of 
policy and practice, the purchasing 
department in each of these smaller 
plants exercises complete autonomy 
in respect to purchases of materials 
and supplies, without reference to 
the head purchasing department in 
New York. 

Procedures are standard through- 








Chemical purchasing has complications. Bulk chemicals are 
bought in tank car lots, but steam equipment must also be 
procured to soften resins that have hardened in the tanks. 


out the organization. Purchase or- 
ders, for example, are uniform, the 
same form being used by all ten 
plant purchasing offices, as well as 
by the head purchasing office; 
identification of the issuing office is 
done by inserting prefix letters ac- 
cording to an alphabetical code for 
each plant in front of the serial 
order number — for example, “E” 
for Elizabeth, “D” for Detroit, “SF” 
for San Francisco, etc. 

Purchase orders are made up with 
seven copies, with distinctive colors 
to facilitate distribution. Four of 
these copies are used for the con- 
ventional processing and records at 
the plant where orders are issued 
and supplies are received. The other 
three serve in central controls and 
records as follows: 

One copy is sent to Mason in New 
York as a matter of information, 
but is not permanently filed or re- 
tained. 

One copy is sent to the Central 
Accounting office, in Detroit. 

One copy is sent, for record pur- 
poses, to the central purchasing file, 
also at Detroit. 


Central Controls 


These latter procedures suggest 
that, while emphasis has properly 
been placed on the independent 
buying authority delegated to the 
plant purchasing offices, the central 
purchasing office at headquarters 
does have an important role in the 
over-all scheme beyond the special 
contract negotiation already men- 


tioned. This responsibility includes 
close central coordination of pur- 
chases and strict central inventory 
control, which is effected in the fol- 
lowing manner: 

1. Each day the head purchasing 
office in New York gets a report 
from the Treasurer’s office showing: 

a. Cumulative product 
the month. 

b. Cumulative raw materials pur- 
chased for the month. 

c. Cumulative miscellaneous pur- 
chases for the month (i.e., every- 
thing from pencils and erasers to 
industrial gloves or filing cabinets, 
all of which are, of course, pur- 
chased locally). 

The report on item (c) is only 
of cursory, supervisory interest to 
Vice President Mason. The reports 
on items (a) and (b), however, are 
closely followed. From these, Mason 
determines the percentage relation 
of raw materials to sales. From his 
experience he knows that raw mate- 
rials should bear a flexible particular 
relation to product sales. If the per- 
centage relation shows a _ sudden 
jump, it may mean that justifiable 
bulk shipments of raw materials 
have been received, or that too big 
inventories are starting to build. 
The jump in ratio is a warning 
signal; analysis in the light of his 
knowledge of underlying conditions 
gives the interpretation of such situ- 
ations. If the indication is that in- 
ventories are getting out of balance, 
it will then be time for the central 
purchasing office to step in and 


sales for 


Instrumentation is a major purchasing responsibility in a chemical process 
plant to control manufacturing operations. This installation controls phthalic 
anhydride production at Detroit. 
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ise its supervisory powers. 
Every month Mason receives 
sM punch cards showing pounds 
1w materials used at the plants. 
purpose of this check is to 
v whether there is any change 
trends. If, for example, the plant 
Elizabeth had been purchasing a 
tain material locally and 
idenly it was found from the 
nthly reports that volume of this 
material was building up at 
or more of the other plants, 
would be an indication that 
ew development in manufactur- 
and requirements was taking 
ce, and that this material should 
tically reviewed. It would then 
question for Mason to decide 
ether the purchase of this raw 
terial should be continued locally 
vhether it should be assumed by 
entral office in accordance with 
outlined earlier in 


raw 


principles 
article. 
[he chemical industry is progress- 
so rapidly that new processes 
1 new products, involving new 
are developed almost 
ernight, and the existing balance 
equirements at the various plant 
ations is subject to constant 
Hence the monthly check 
aw materials used at each plant 
vital importance. 
Every day the head purchasing 
as previously noted, receives 
of purchase orders placed 
ch plant. This is for information 
the purpose being to check 
t each plant is purchasing price- 
n a proper manner and is not 
of line with what other plants 
paying for comparable materials. 
Every six months the head of- 
gets computed figures of pur- 
uses tabulated by: 
Supplier. 

Total amount of 
tht by each plant. 
Thus, while each plant maintains 

widest practical autonomy in its 
irchases, the central purchasing 
ffice at all times is in fu!l touch 
ith the over-all company situation, 
to exercise supervisory cen- 
control whenever inventories 
eaten to get out of balance or 
*n new situations arise to justify 
lification of the company’s set 
ey of decentralizing purchase 
erations. 


terials, 


inge. 


each item 


the chemical industry, mate- 


have 


to conform to 


strict 





} iality 
product 


emendous 


through 


specifications to maintain 
quality and to avoid the 
wastage inherent 
spoilage. The purchasing 


lepartment therefore relies on the 
ympany’s Central Control Labora- 


tory at 


Detroit to draw up quality 


Many special requirements 
must be supplied. This huge 
kettle for cooking 50,000 
gallons of resins in a single 
charge at the Elizabeth 
plant is the first outdoor 
kettle installation ever de- 
veloped. It cost half a mil- 
lion dollars. 
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Standby supplies and equip- 
ment are important. This 
is a bank of 126 cylinders 
storing carbon dioxide which 
the company manufactures 
for its fire control system. 


specifications and to test samples 
from suppliers to see that these 
specifications are met. But decen- 
tralization still operates insofar as 
deliveries of materials are con- 
cerned. Each plant tests samples 
from each shipment received, in its 
own raw material control laboratory. 

It is this policy of utmost decen- 
tralization in all departments, in- 
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ye Urea crystals are one 
he of the materials 
=. which are purchased 
~ abroad, as well as 
from domestic 
sources. 





cluding the purchasing, but with 
close central supervision and con- 
trol, that is largely responsible for 
the success and growth of Reichhold 
Chemicals, Inc., after starting from 
scratch twenty-seven years ago, to 
become a dominant factor in the 
production of synthetic resins and 
in other branches of industrial 
chemicals. 
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How Can INDUSTRIAL 
SALESMAN SHIP 
Meet Today’s Problems? 


With the return of the buyers’ market, critical attention is again 





being focused on selling in general and the salesman in particular. 
Will traditional sales techniques be sufficient in the competitive era 
approaching? Are salesmen who are working today competent 
enough to apply either the old, tested methods or new ones devised 
to meet changing times? We asked purchasing men all over the 
country for their opinions on the current state of industrial sales- 
manship and what, if anything, should be done to improve it. The 
combined answers follow. 


—————e 















Has there been any noticeable in- 9 
ase in the number of salesmen call- . 
ngon your department in 1953? 
10% 25% 33% 50% 
Please estimate the following, 9 or less OF Over 
sed on present experience: 4 





a) What proportion of present sales Majority of sales calls are routine 
would you classify as merely 


routine ? 








b 


What proportion of calls reflect 
attempts to regain business that 
was lost, or neglected, during the 
recent period of shortages? 


in 
on 
7 
0) 
m 
> 
7, 
Zz 
q) 
O 
i. 
ea 
O 
Zz 





” 


c 






¥ : i ime is spent in “mending f ts 
What proportion of calls repre- inte tp bape , re 
sent sound, aggressive competi- 
tive selling to win new customers 


or increase present business ? 


19 








What proportion of calls do you 
consider truly constructive in the 
way of providing information, 
technical assistance, or practical 
suggestions for product improve- 
ment or cost reduction? 


























© Would you say, generally, that 9 
there has been any noticeable change 

: : : a No Change 67% 
in the quality of industrial salesman- g 
ship to which you have been exposed ? 

Poorer 8 8% 

©} Do you believe that the popular af | 
expression, “Salesmen have forgotten s 
how to sell”, is a fair statement? 


© Do you feel that the competitive 9 
era we are now entering will be strong 

¥ N 9% 
enough to force a general return to ° 


basic selling techniques? 








Undecided 4 3% 


© A recent survey states that during 9 
the past 10 years the number of sales- 











men in the country has increased only ” Yes i 32% 
18%, while the volume of goods sold 

has increased 80%. Assuming that the 

sulesmen are competent, do you think No am 68% 
this indicates a need for more salesmen 

than are working today? 


@ In your opinion, could this situa- a 4 
tion be met more effectively by better 
sales management and sales traitfing 


than by inereasing the number of aa i *t 


salesmen? 








Undecided 4j 4% 


a ei 








——W HAT THEY SAY — 


loo many salesmen make routine calls just to ‘shoot the bull’ in 


“I believe, in general, that today’s salesmen are better trained 
ill purchasing departments.” 


and technically informed and their product more intelligently 


; : : presented than in any past period of history.” 
men trying to recover business lost or neglected during 0 ; led witl 
tages are wasting their time. A supplier is of no value to us Since demand for many years has exceeded supply, coupled with 
less he can deliver at all times.” crippling government controls, the art of good salesmanship has 
’ ; . : almost died. Even though competition is becoming more active, 
The general run of salesmen today are ‘catalog’ carriers. Con- 


excellent markets remain. However, they can be obtained only 


ctive selling is done by the overworked ‘technical represent- through constructive, aggressive salesmanship.” 


ve’ available only when the potential market is a good one.” 


“There are too few salesmen who have the authority to speak 
If sales forces have increased sales by 80% with only an 18% for their company and make agreements their company will 
crease in personnel, Pd say they were doing a darned good job.” abide by.” 
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Economic procurement and utilization 





Purchasing Stainless Steel 


URCHASING ésstainless steel is 

no more complicated than buy- 
ing grades, types, and forms of other 
materials. There are, however, cer- 
tain common-sense considerations 
which can effectively aid an alert 
buyer, make his efforts toward 
economy and efficiency more ef- 
fective. The following suggestions 
are made with this in mind. It is 
important to note, however, that 
they do not pretend to give the 
purchasing agent the whole story, 
nor do they take the place of the 


expert know-how and_ good-will 
that every mill and supplier is 
anxious to extend him. 

Stainless steel can be had in 


virtually all the shapes, forms, and 
conditions in which other metals 
are available. An informed purchas- 


Slotted wedge bar-type screens of stainless steel are used in this 
coal preparation plant for dewatering and sizing. (Types 430 and 
302). The corrosion resistance of stainless keeps the screens free 
from the rusting that occurred on carbon steel screens formerly used. 
Service life was increased by as much as two years. 
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ing agent must, therefore, come to 
the buying of the alloys with a 
certain amount of background 
knowledge as to the advantages and 
disadvantages of obtaining the ma- 
terials as mill products such as bars 
wire, sheet, strip, plate, tubing, or 
as torch-cut blanks, or other pre- 
worked products. 

It is important for the purchas- 
ing agent to realize that in stainless 
as in other materials, there will be 
variations from specified size in 
standard mill products. The prod- 
uct will vary as to thickness, 
weight, width, length, camber, flat- 
ness or other dimensional para- 
meters. If the purchaser needs a 
bar for machining, for example, he 
must be sure that it is large enough 
for the finished part to be gotten 


ecially Prepared for the readers of PURCHASING through the 
tee Stainless Steel Producers, American Iron and Steel Institute 


from it despite the minor out-of- 
round variations which must be ex- 
pected. If collets are to be used, 
the more accurate cold-finished bar 
may be preferred to a hot-round 
one. 

The purchasing agent is the liaison 
between his production department 
and the suppliers of stainless. He 
represents the suppliers to the shop 
by being sure that the shop orders 
the proper, most available sizes and 
makes allowances for delivery 
schedules. On the other hand, where 
there is reason to expect constant 
use of particular grades and forms 
of stainless, he sees to it that his 
shop’s requirements are held on 
hand at the local warehouse. Suf- 
ficient warning to the supplier will 
insure the shop’s having the proper 


Typical stainless steel shapes available for architectural purposes 
such as store fronts and building entrances. Stainless (Type 430, 
which is currently available for home building purposes) has also 
been successfully used for gutters and downspouts, and for a variety 
of attractive, durable, and easy to clean interior fixtures. 





















MOST USED GRADES OF STAINLESS STEEL 


(Based on AIS! 1952 ingot Production Figures) 





AISI 





1952 PRODUCTION FORMS GENERALLY TENSILE STRENGTH 
GRADE (NET TONS) PRODUCED CHARACTERISTICS psi 
Type 430 Bar, shape, wire, sheet, Good corrosion resistance; good fabricating 
17 chrome 288,893 strip, plate, tubing, pipe qualities. Excellent rolled finish; magnetic; 70,000-85,000 
non-hardenable. (Ferritic) 
Type 304 Bar, shape, wire, sheet, Excellent corrosion resistance and _ fabric- 
18-8 128,167 strip, plate, pipe, tub- ability. Low carbon content for superior weld- 85,000- 105,000 
ing ing and drawing. Non-magnetic (austenitic) 
Type 302 Bar, shape, wire, sheet, General all-purpose: excellent corrosion re- 
18-8 73,230 strip, plate, pipe, tub- sistance, ductility. Non-magnetic (austenitic) 85,000- 125,000 
ing 
Type 321 Bar, wire, sheet, strip, Contains titanium; especially recommended 
14-11) Ti 66,540 plate, tubing for parts fabricated by welding which can't 85,000- 115,000 
subsequently be annealed, Useful in the 
800-1650°F range. Non-magnetic (austeni- 
tic) 
Type 316 Bar, wire, sheet, strip, Most corrosion resistant of all stainless 
18-8) Mo. 40,577 plate, pipe, tubing grades. Superior creep strength at elevated 80,000- 100,000 
temperatures. Non-magnetic (austenitic) 
Type 410 Bar, shape, sheet, strip, Excellent mechanical properties with definite 
12 chrome 38,068 plate tubing corrosion resistance. Hardenable, magnetic 65,000- 100,000 
(martensitic) 
Type 416 Most machinable of all grades; hardenable, 
12 chrome) fm 33,958 Bar, wire magnetic; corrosion resistance like 410. 75,000- 100,000 
(martensitic) 
Type 303 Free machining variation of Type 302; ex- 
18-8) fm 32,118 Bar, wire cellent corrosion resistance; non-magnetic 90,000- 105,000 
(austenitic) 
Type 403 Selected quality stainless especially for steam 
12 chrome) 24,953 Bar, wire, sheet, strip turbine blades and very highly stressed parts. 65,C00- 110,000 
(martensitic) 
Type 310 Bar, wire, sheet, strip, High heat resistant properties, resistant to 
24-19) 19,669 plate, tubing corrosion; non-magnetic (austenitic) 95,000- 125,000 





Below, stainless steels have won wide ac- 
ceptance in food processing industries. J. D. 
Ferry Co., Harrisburg manufacturer, con- 
verted to Type 430 for its potato chip ma- 
chines, for tank covers, side panels, salter, 
chip chute, and vapor vent stack. Fabrication 
included brake forming 34” stainless plate, 
beveling, roll forming, and welding. The com- 
pany plans to continue using Type 430 even 
if restrictions are lifted. 


Right, vitamin processing is done with " 
the help of stainless steel Tolhurst i 
centrifugal at Merck & Company’s = 
Rahway, N. Jj. plant. Feed pipes are 

also of stainless steel. Type 304 is { 
used in this equipment, fabricated by 
American Machine and Metals, Inc., 
East Moline, Ill. 
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material at the proper time. 

With stainless in particular, close 
cooperation between the shop and 
the warehouse can save the plant 
time and money. It is to the com- 
pany’s advantage to maintain its 
inventory at the lowest possible 
level, yet it is important not to be 
caught’ short in an emergency. 
Knowledge of where the available 
supplies of a particular grade can 
be located on short notice is 
valuable. 


in- 


Watch Shop Specifications 


In his relations with his pro- 
duction people the purchasing agent 
should make sure that they do not 
ask for more stringent material re- 
quirements than are _ absolutely 
necessary. Special qualities, finishes, 
sizes, treatments, or combinations of 
these can of course be obtained in 
a mill shipment. However, it is 
reasonable to assume _ additional 
cost and slower delivery for such 
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requirements. Demands more rigid 
than standard practice require 
special set ups. Such popular grades 
of stainless as the chromium-nickel 
Types 302, 304, 316 or 347, or the 
straight chromium Types 410, 416, 
430 are almost always on hand in a 
wide variety of commercial forms 
and can be gotten quickly. 

It is wasteful to specify a finish 
higher than No. 1 or No. 2 if the 
parts to be made are to be worked 
on by spinning, deep drawing, severe 
cold-working, and the like. And, 
of course, if the part is to be heat 
treated after fabrication, the finish 
is completely destroyed. 

Again, special chemical analysis, 
mechanical or physical testing, 
special quality requirements all add 
to the cost of producing stainless 
and therefore the cost of buying it. 
This is of course true of any ma- 
terial, and stainless is no exception. 


This is not to say that the pur- 
chasing agent should attempt to 





























Gutters and downspouts of Type 301 and 
Type 430 stainless steel have been exten- 
sively used in modern housing developments, 
and show no evidence of corrosion after more 
than a year in service. 


- 


Waste can be held to a minimum by proper 
planning of the blanking operation. It is 
often necessary to try out a number of lay- 
outs on the drawing board to determine which 
layout requires the least amount of metal. 
In this example, a single blank cut from 
rectangular pieces of sheet requires 375 sq. 
in. of metal, but an economical layout on 
continuous strip 3242” wide yields a blank 
from 210 sq. in., or 80% more blanks from 
the equivalent metal. (Illustration by cour- 
tesy of International Nickel Company, from 
the book “Forming of Austenitic Chromium- 
Nickel Stainless Steels”’.) 


lower the shop requirements for a 
particular product; however, he 
should see that no more restrictions 
than are necessary should be im- 
posed. 


Shop Practices Can Help 


Sometimes special shop equipment 
for handling stainless can pay off. 
If the company uses a great deal of 
narrow strip of varying widths, it 
is to the advantage of the produc- 
tion people to obtain and use slit- 
ting equipment. If this is done, they 
can then purchase strip in wide coils 
and slit it to their own requirements. 
Since special sizes need not be pur- 
chased to special order, there are 
fewer sizes to stock, a quicker de- 
livery of material and costs are kept 
down. Moreover, waste can be held 
to a minimum since there is no need 
to use a strip of the wrong size 
because of the temporary shortage 
of the correct size strip. 

Finally, the purchasing agent can 
work closely with his production 
people to encourage them to design 
their parts and their handling tech- 
niques to get the most out of pur- 
chased materials. With a little fore- 
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ight, actual blanking practice— 

laying out of the sheets — can 

ye done in such a way that waste 
held to a minimum. 


Special Buys 


[he purchasing agent usually ob- 
ns standard and special mill prod- 
from the local supplier and/or 
e mill itself. But there is no rea- 
why he should not also take 
idvantage of special buys of dis- 
tressed materials or possibly some- 
ne else’s remnants or scrap. Thus 
lises punched out of auto wheel 
lecorations make fine round blanks 
certain small products. 
Then, too, it may be very smart 
nvestigate the advantages of buy- 
dises or torch-cut blanks from 
mill itself. Certain savings can 
be realized on shipping discs rather 
than strip or sheet and of course, 
the reduced handling of scrap can 
1 significant item. 


Shipping Instructions Important 


The purchasing agent is also con- 
cerned with the protection of pur- 
chased material during shipment. 
Stainless can be purchased with 
either paper or plastic or other ad- 
herent protective films which can 
be removed after fabrication is com- 
plete. It may be a distinct advantage 
to order stainless so protected, es- 
pecially if the product requires a 
lot of handling and considerable 
welding. Such a coating would pro- 
tect against weld splatter and cut 
down on final finishing costs. 

On the other hand if the material 
must be annealed or machined, such 
a protective coating is unnecessary 
and wasteful. 

The agent’s decision as to how 
the material should be wrapped is 
also important. Depending on his 
requirements, stainless can be 
strapped on skids, boxed or wire- 


banded. The kind of finish pur- 
chased, the eventual use of the ma- 
terial, the distance shipped and type 
of transportation will determine how 
the material should be wrapped. 

Thus billets to be forged need 
not be paper wrapped, and small 
shipments going to the purchaser 
by truck need not be as carefully 
protected as those coming long dis- 
tances by freight. Thin sheets or cut 
strips regardless of finish ought to 
be boxed to protect corners and 
edges. Heavy bars or plates, how- 
ever, certainly need not be boxed 
and can even be shipped loose. 

In short, an informed purchasing 
agent cooperating with his suppliers 
and his shop can lower his com- 
pany’s materials costs at the same 
time he prevents waste, delay, and 
customer disappointment. His know- 
how and alertness can go a long 
way to make any stainless steel pro- 








duction operation a_ success. 








W. T. “BILL” REYNOLDS, whose portrait appears on the 


cover of this issue, is Director of Purchases and Stores for the Los 
Angeles Transit Lines. The 2,000 purchasing agents who attended 
the National Convention at Los Angeles in May will recognize him as 
the friendly, unobtrusive, and highly efficient General Convention 
Chairman who directed the very complete preparations for that meet- 
ing and saw to it that the arrangements and assignments were carried 
through smoothly and on schedule. His philosophy in the acceptance 
and performance of that responsibility is summed up in the comment: 
‘People always get more out of a meeting when they are in the 
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Cover Portrait 


right frame of mind. We have a good program. My job is to make 
it an agreeable and happy experience as well. Anything we can do 
for you?” 

Mr. Reynolds was born in London, England, and had his early 
schooling there, graduating in time to serve with Royal Fusiliers 
in World War |. He came to the United States, by way of Canada, 
in 1922, and entered the employ of the Los Angeles Railway 
Corporation, in the Stores Department, the following year. In ad- 
dition to learning on the job, he resumed business studies at U.C.L.A., 
in material procurement, business law, and accounting, followed by 
a full law course. He became Superintendent of Stores for L. A. 
Railway Corp. in 1938, was appointed Purchasing Agent for Los 
Angeles Transit Lines in 1945, and advanced to Director of Purchases 
and Stores in 1948. 

An active member of the Purchasing Agents Association of Los 
Angeles, he has served on its Board of Directors. since 1949, and 
currently holds the office of First Vice President, in line to head 
NAPA’s second largest local group next year. He has contributed 
generously of his time and talent in educational activities. For 
several years, he taught classes in purchasing and storeskeeping for 
the Southern California Retail Lumbermen’s Association, and has 
lectured before purchasing classes at the University of Southern 
California, University of Redlands, and Arizona State at Tempe, 
among others. His articles on various phases of purchasing and stores 
activities have appeared in many trade and business magazines, 
and he has appeared on meeting and convention programs of many 
business and professional associations. 

His principal recreational hobby is gardening, including the 
“Churchillian” style brick laying. He is a proud grandfather, end 
finds time and enjoyment in working on a variety of worthwhile 
community and public service projects. He has served on several 
Municipal and State examining boards. 

For some time, Mr. Reynolds conducted a weekly newspaper column 
under the title, “The Gist of It’, from which the following observa- 
tion is taken as being particularly appropriate to his own career: 

“To warrant eminence, one should clothe the mind as well as the 
body. A tuxedo adds no value to a scarecrow.” 
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The function of purchasing research 





By C. Willard Bryant 


Manager of Material 
General Electric Company 
Schenectady, N. Y. 


URING World War II, when the 
D output of U.S. industry reached 
an all-time high, many material 
studies predicted that U. S. resources 
of many commodities would soon 
be exhausted, or at least would be 
unable to maintain a _ continually 
expanding rate of growth. At the 
end of the war, however, with the 
fairly substantial decline in in- 
dustrial production, the problem of 


material shortages was virtually 
forgotten. 
Since then, due to the rapid 


growth in the demand for civilian 
products together with a moderate 
defense program, the level of U. S. 
production has almost reached its 
World War II peak levels, and the 
threat of material shortages has 
again assumed a place of major im- 
portance in management planning. 
Of particular concern to users such 
as the General Electric Company 
are the copper and aluminum short- 
ages in the United States, the tem- 
porary shortage of titanium, and the 
world-wide shortage of nickel. 

General Electric, in developing 
its purchasing program, has recog- 
nized the need to appraise material 
supply and demand on a long range 
basis in order to determine the po- 
tential impact of continuing short- 
ages on manufacturing schedules. 
The “Purchasing Research Pro- 
gram” is the company’s answer to 
the need for better materials in- 
formation. 

Since it is expected that there will 
continue to be steady increases in 
living standards and productivity, 
many economists are now confident 
that during the next decade our 
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Ralph M. Bleak (left), who directed the Purchasing Research project in its formative stages, 
discussing one of the materials studies with Richard A. Griffith and Lloyd E. Brown, analysts. 


U. S. production record of World 
War II will be substantially ex- 
ceeded. 


Can't Rely on Marginal Sources 


It has already become apparent 
that the growth in domestic output 
of some raw materials is inadequate 
to keep up with the growth in de- 
mand for that material. Manage- 
ment has long recognized the pro- 
duction limitations of an inadequate 
supply of skilled labor or a shortage 
in plant and equipment. They have 
also recognized the limitations tem- 
porarily imposed by the cyclical 
material shortages which result 
from the operation of the funda- 
mental laws of supply and demand. 
Today, however, there is a _ real 
need for management to recognize 
a new type of material shortage— 
the shortage created by a chronic 
lack of new resources which can 
be exploited when there is growth 
in demand. Our economy has al- 
ready witnessed a growing need to 
exploit marginal mineral deposits 
to cope with demand requirements. 


This development of marginal (and 
in many cases, submarginal) re- 
sources promises to produce a com- 
pletely new pattern of market 
prices which will be bound to 
change the historical relationships 
among competing materials. 

The United States government 
has guaranteed outlets for many of 
these marginal operations at floor 
prices. This fact may affect the 
market price pattern temporarily. 
Upon the expiration of these agree- 
ments, however, the market price 
will determine whether or not these 
marginal operations will continue. 
Competing materials will have an 
important effect on the operation 
of marginal producers, since they 
are an important factor in estab- 
lishing a market price level for any 
given material. 

Most of the newly developed U. S. 
copper deposits will probably prove 
to be marginal, based on anticipated 
price levels. It does not appear 
that there will be any large scale 
increase in the mining of domestic 
ores after present known expansion 


81 















































. GE Weighted Index 
‘ - 5 
225 (1941 = 100) ; 
c - al The significance _ of 
= | <« maintaining a price in- 
) - 7 dex of commodities se- 
200 — "7 lected and weighted to 
5 *e a reflect actual company 
a a. *o ot eedy = usage is indicated in the 
“a ee oon pocet teehee « chart, showing how ma- 
175 \ at - terials critical to G-E 
fe, . 7 requirements have de- 
 e a 2 viated from the pattern 
a CVwiwea Index of a and trend of a general 
150 TC : . (1926 100) commodity index. 
Industrial Prices a 
ee 
0 E 
1949 1950 1951 1952 1953 
rams are completed. The most materials studies were conceived in the company, each one of which 
ymising areas for future expansion 1948 by William A. Sredenschek, is specially weighted to reflect 
in Africa and Chile, where later manager of G-E’s Materials _ its overall importance to G-E’s 
.wn vast resources exist. Since and Purchasing Services Depart- purchasing program. Prices used in 
U. S. eannot exert economic ment, who is now with the G-E this index are the prices actually 


political control over these foreign 
intries, their reliability as sources 
supply is not as assured as do- 
mestic sources. 
In the ease of iron ore, Venezuela 
ow boasts one of the richest de- 
posits in the world, and there are 
wealthy deposits still to be tapped 
n Labrador. Processes for remov- 
s iron from domestic taconite ores 
ire being developed to supplement 


the productivn of iron from limited 
vailable supplies of high grade 
lomestic ores. 


Through purchasing 
nanagement is 


research, 

advised of the 

hanges necessary to assure steady 
ipplies, together with anticipated 
ce trends. 


Keeping Buyers Informed 


The changing complexion of our 
ynomy places a heavy responsi- 
bility on the shoulders of the pur- 
lasing agent. Management will 
‘k to its purchasing organization 
only for the traditional ability 
purchase “the right material at 
the right time and at the right 
ce”, but also for long range ma- 
ils planning which will antici- 
vate the areas of chronic materials 
shortages in sufficient time for 
essary changes in design or the 
levelopment of adequate  substi- 
For example, General Electric’s 
program to change design to escape 
effects of materials shortage 
is shown in the elimination of most 
nicke] applications, except in the 
ease of defense projects. 
The purchasing research program 
and its specialized philosophy of 


the 


Apparatus Sales Division. The Pur- 
chasing Research Unit was organ- 
ized five years ago under the di- 
rection of Ralph M. Bleak, who is 
now manager of marketing research 
of G-E’s Atlantic District, in Phila- 
delphia. Mr. Bleak is an economics 
graduate of the University of Cali- 
fornia and a graduate of the Harvard 
School of Business Administration. 


From the beginning, the Pur- 
chasing Research Program has 
drawn heavily on economic data, 


but the interpretations have always 
emphasized the purchasing view- 
point. Several regular economic re- 
ports were established which are 
disseminated to G-E’s decentral- 
ized purchasing offices with the pri- 
mary purpose of keeping purchas- 
ing agents and buyers up to the 
minute on economic conditions as 
they affect the purchasing opera- 
tion. These reports include: 

1. A “Materials Situation” bul- 
letin, which gives a brief account 
of the market situation for each 
of the key materials and compon- 


ents purchased by the company. 
Usually, short term purchasing 
recommendations are incorporated 


in this report. 

2. A “Price Information” bulletin, 
which records the market price 
history of about 100 materials pur- 
chased by G-E’s departments. Short 
term forecasts of price movements 
are usually indicated. 

3. A “Price Index” similar to the 
indices published by the B.L.S. or 
commercial agencies such as Mc- 
Gill’s Commodity Service, except 
that materials making up the index 
are those specifically purchased by 


paid, which can then be compared 
to open market prices as a pre- 
liminary check on purchasing per- 
formance. 

4. An “Advance Ordering and 
Inventory” bulletin, which contains 
suggested lead times and inventory 
levels to be maintained in the light 
of current economic conditions and 
material availability. 


Long Range Studies 


After the beginning of the Korean 
War in 1950, purchasing manage- 
ment recognized the need for better 
information on long term 
ability of certain key materials 
which might be limiting to pro- 
duction schedules—not on the short 
term basis of the armament build- 
up, but rather over the long pull of 
the next eight to ten years. The 
Purchasing Research Unit was ex- 
panded to give this problem special 
emphasis. The first job was to pre- 
pare a 10-year forecast of copper 
supply and demand, which was 
closely followed by a 5-year alu- 
minum forecast. Both of these ma- 
terials are of critical importance to 
G-E and both are the subject of 
considerable controversy regarding 
future availability. 

The value of such reports became 
immediately apparent and it is in- 
dicated that these long range ma- 
terial availability studies will be 
the primary job of the Unit, though 
there is no intention to abandon 
the other studies prepared by this 
group. A 10-year forecast of steel 
availability is now in the works, 
and future plans include similar 
studies on almost all metals, as well 


avail- 
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as_._ textiles, 
lumber, 
ports 


petroleum products, 
asbestos, and others. Re- 
already completed will be 
brought up to date once a year. 
The long range studies are de- 
signed to produce facts and con- 
clusions regarding year-by-year 
availability, and to present the evi- 
dence supporting such conclusions. 
Although there may be some recom- 
mendations as to purchasing action, 
the studies violate report tradition 
by not having a section on “Recom- 
mendations”. If the report indicates 
a future shortage, there are no 
specific recommendations as 
course of action such as listing 
specific substitutes or redesigning 
certain products. Under G-E’s de- 
centralized organization, it is up to 
each department management group, 
after further consultation with pur- 


to a 


chasing, to determine the best 
course of action. 
Because of the nature of these 


long range studies, our Purchasing 
Research people guard against re- 
vealing all the techniques used in 
their preparation. They do admit, 
however, that a major share of the 
work is done by utilizing standard 
statistical techniques for analyzing 
and projecting historical data. 
Another technique which they ad- 
vocate as being of extreme value is 
conferences with key 
people in the industries that pro- 
duce or consume the particular ma- 
terial being appraised. These con- 
ferences provide our Purchasing 
Research people with some measure 
of management attitude toward the 
future, which permits a modification 
of their basic conclusions long be- 
fore these attitudes would be re- 
flected in available statistical series. 

These long range studies also en- 
deavor to appraise key suppliers, 
not in the sense of a typical pur- 
chasing appraisal of performance, 
but rather an appraisal of a par- 
ticular supplier's announced ex- 
pansion program in relation to the 
projected expansion in demand. 
Our Purchasing Research people feel 
that such an appraisal provides the 
company’s purchasing agents with 
the needed background to conduct 
early negotiations with those sup- 
pliers who appear to be falling be- 
hind the expected growth in G-E’s 
demand. If the purchasing agent 
fails to convince the supplier that 


a series ol 


additional expansion is required, 
then there is still time to begin 
development of additional sources 


of supply which will be fully estab- 
lished by the time the need arises. 


Or, if necessary, purchasing can 
recommend to management the 
need to redesign certain product 
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MANAGEMENT TESTIMONY 


on the Value of Purchasing Research 


“It is impossible to make proper decisions regarding the design of new 
products or improvements in existing products without giving con- 
sideration to the future availability of materials and their relative 
costs. We believe that Purchasing Research can provide many of the 
answers to these important questions.” — Harry A. Winne, Vice 
President, General Electric Company. 


“Our expansion program plans for the expenditure of sizable sums of 
money during the next several years, and we could not justify this pro- 
gram without the knowledge that materials will be available to support 
these new facilities. We are expecting that the Purchasing Research 
activity will provide information to assist in making proper decisions.” 


—Arthur H. Vinson, Acting Manager of Manufacturing 
Services, General Electric Company. 





lines in anticipation of future ma- 
terial shortages. 

These reports are circulated to 
the top management of each de- 
partment concerned with the par- 
ticular material, and also to the 
purchasing agents of those depart- 
ments. 


An Educational Project 


Our Purchasing Research Unit is 
not content to merely study busi- 
ness conditions and prepare written 
reports. We feel it is their re- 
sponsibility to assist in educating 
the purchasing agents 
and buyers on the complex econom- 
ic situation. As a result, there are 
frequent conferences and seminars 
with the purchasing agents, where 
full discussions are held on economic 
“facts of buying”. These sessions 
usually involve lengthy discussions 
on how to adapt purchasing tech- 
niques to current economic condi- 
tions. 


company’s 


During fast moving times, when 
prices are fluctuating rapidly, these 


conferences may be held weekly. 
In more stable times, however, 
meetings are held about once a 
month. 


The Manager of the Purchasing 
Research Unit is responsible for the 
over-all planning and supervision 
of study projects, including the de- 
velopment of research techniques 
which can be utilized to improve 
the long range materials studies. 
Reporting to the manager are two 
specialists who perform different 
functions but nevertheless work in 
very close relationship with each 
other in preparing the studies. 


Lloyd E. Brown, a statistical ana- 
lyst, is responsible for the accumu- 
lation, compilation, and analysis of 
a very extensive file of data used 
in preparing the various studies. 
He also directs the preparation of 
the various regular reports which 
have: been previously described. 

Richard A. Griffith, a purchasing 
analyst, is primarily responsible 
for the actual preparation of the 
long range studies. The basic data 
compiled by the statistical analysts 
are further analyzed and are modi- 
fied with the information obtained 
from the many conferences with 
producers and consumers. 

In addition to these specialists, 
there are three stenographer-clerks 
who handle the cataloging and fil- 
ing of basic data, prepare charts, 
type reports, and see to other pro- 
duction details. 

General Electric Company man- 
agement has given a very favorable 
reception to the two reports pre- 
pared thus far, and has indicated 
that studies of this type fill a real 
need. Our Purchasing Research 
people, however, are by no means 
satisfied that their present opera- 
tion is fully adequate. They recog- 
nize that they have made only a 
small beginning in a field that pos- 
sesses a tremendous potential in 
supplying management with better 
tools for long range planning. We 
feel that Purchasing Research is 
opening up new areas of purchas- 
ing responsibility to be developed, 
and we look forward to the day 
when these principles will become 
an important part of every pur- 
chasing organization. 
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Foresight and imagination save dollars 





Purchasing Experimental Equipment 


By Keenan Goodman, Purchasing Agent, Research Associates, Los Angeles 


XPERIMENTAL research work 
is one of the most expensive, yet 
essential, activities that can take 
place in an industrial organization. 
An almost unlimited variety of 
materials, tools, parts, and equip- 
ment must be obtained in relatively 
small quantities. Tests must be 
planned and conducted with exact- 
ing care by the most highly skilled 
engineering personnel. And there is 
always a better-than-even chance 
that the time and money going into 
any given project will serve the sole 
purpose of proving that somebody’s 
bright new idea is thoroughly im- 
practical. 

Consequently, experimental pur- 
chasing is an excellent field for the 
buyer with imagination and a well 
rounded technical background—the 
sort of man who usually finds it 
difficult to adapt himself to routine 
office work. 

A good technical background is 
essential because the buyer who is 
unfamiliar with engineers and their 
work will too frequently find it im- 
possible to “talk the language” and 
get down to the basic problems and 
purposes of the proposed purchase, 
and will be incapable of exercising 
initiative in the selection of vendors 
and their products to do the job. 

Imagination is necessary to mini- 
mize expenditures in the procure- 
ment of merchandise which may be 
in the category of a nuisance trans- 
action for both buyer and seller, 
and which does not merit the usual 
quantity price differentials, cash dis- 
counts, and the like. 

In the purchase of experimental 
materials, the most common mal- 
practice among inexperienced buy- 
ers can be traced to the assumption 
that high prices must invariably be 
paid for small quantities. This as- 
sumption may be justified where it 
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Two war surplus aircraft engines, shown here mounted to serve as a compressor unit, saved 
approximately $15,000 for the writer's company on two experimental projects. 


is absolutely necessary to procure 
materials from distributors and re- 
tailers whose profits depend on small 
quantity sales; but the experienced 
buyer doesn’t overlook the fact that 
most manufacturers of raw materials 
are anxious to encourage the sort 
of experimentation that may develop 
new applications and markets for 
their products. 

For example, prior to the estab- 
lishment of a centralized purchasing 
department, Research Associates 
made it a practice to buy chemical 
products such as polyvinyl chloride 
resins in five and ten pound lots 
from local jobbers at prices averag- 
ing about $2 a pound, or about four 
times as much as the quantity prices 


for such materials. This practice has 
now been replaced with a policy of 
ordering materials, whenever possi- 
ble, directly from the manufacturers 
—many of whom make no charge for 
sample lots weighing less than 25 
pounds, to be used in legitimate ex- 
perimental work. Furthermore, they 
frequently add a bonus in the form 
of advice based on their own ex- 
perience, keeping our researchers 
on the right track and avoiding un- 
necessary duplication of work. 
Result: Our expenditures for ex- 
perimental materials have been re- 
duced from $25,000 to $15,000 annu- 
ally, despite the fact that we now 
use such materials in substantially 
larger quantities than ever before. 
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Many items of standard laboratory 
equipment, such as test tubes, beak- 
ers, vacuum tubes, condensers, etc., 
can be purchased so inexpensively 
in small quantities that there may 
be no apparent need to worry about 
prices. However, it never pays to 
forget that some of these items are 
essential to all types of test work, 
and must be replaced so frequently 
over a period of time that consider- 
able money can be saved by obtain- 
ing competitive bids for quantity 
orders. 

For instance, where it was once a 
practice for Research Associates to 
buy replacement glassware once a 
month, in miscellaneous lots, we 
have been able to obtain quantity 
discounts ranging up to 20% (thus 
saving almost $100 per month) by 
purchasing in advance a year’s sup- 
ply of products such as test tubes 
and beakers. 

Motors, generators, machine tools, 
cryostats, and other relatively ex- 
pensive items of equipment cannot 
be regarded as capital investments 
in the usual sense by the purchasing 
agent for a research organization. 
Aside from the fact that they may 
not be needed for more than a few 
weeks or even days, these products 
are subject to considerable deprecia- 
tion the moment they are delivered, 


Laboratory glassware can be purchased in quantity, at a considerable 
saving, because the items are used in a wide variety of chemical 
experiments and are subject to considerable breakage and replace- 


ment requirements. 


and often cannot be resold for any 
sum remotely approaching the origi- 
nal purchase price after they have 
served their respective purposes. 
Therefore, prior to buying any item 
worth more than $100, the seasoned 
buyer in this field will find answers 
to the following questions: 

1. Is this product the sort of thing 
we can adapt to a variety of our 
future test operations? 

2. Would a purchase of second 
hand equipment be satisfactory? 

3. Do we have existing equipment 
that might be adapted to the pro- 
posed test operations without en- 
hancing the possibility of obtaining 
unsatisfactory results? 

Some items, like multi-purpose 
electronic power packs, can be pur- 
chased new with reasonable assur- 
ance that their cost will eventually 
be amortized. But, due to the often 
unpredictable nature of future ex- 
periments, this writer feels that the 
safest procedure, whenever possi- 
ble, is to be thoroughly familiar with 
vendors who are in a position to sell 
surplus or second hand equipment. 

Several years ago, for example, 
we needed a pair of gasoline engines 
—worth about $6,000 if purchased 
new. An investment in new equip- 
ment wouldn’t have been bad in a 
case like this, because gasoline en- 


gines can be used to perform many 
different types of useful work. But 
after a careful investigation, we de- 
cided to buy a couple of war surplus 
aircraft engines—not only because 
the latter were available for only 
$1,000 each, but because they were 
actually better than the new power 
plants we had been tempted to pur- 
chase. 

The aircraft engines were initial- 
ly used for a period of less than a 
month, and then were put in storage 
for more than two years. 

Those engines would still be in 
storage if we hadn’t decided to do 
a bit of checking after we were re- 
cently asked to buy a compressor, 
worth about $10,000 new. In the pro- 
cess of investigating potential 
sources of second hand compressors, 
we happened upon the information 
that a pair of gasoline engines can 
be adapted to the task of providing 
pneumatic pressure. 

A resultant conference with our 
engineers disclosed that the aircraft 
engines we had in storage would 
suffice, if we were willing to pay the 
cost of special engine mounts and 
accessories. A quick investigation 
disclosed that the required accessory 
items could be purchased for about 
$500. 


We were willing to pay. 


Some experimental units, like this electrostatic generator used in 
atomic energy work, must be custom built at high cost; but they 
are good investments if planned to serve in successive research 
projects over a long period of time. 








A pricing problem for sellers and buyers 





Equitable Escalation 
for Competitive Bidding 


By T. W. Mermel 


Assistant to the Commissioner—Engineering 
Bureau of Reclamation 
U. S. Department of the !nterior 
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ee OMPETITIVE bidding is the backbone of free 


enterprise. Bidding rules are established to give 
all bidders an equal opportunity to obtain contracts 
and to protect the interests and rights of seller and 
buyer alike. 
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With prices of materials and labor 
rising and with no reliable predic- 
tions as to the future, the manu- 
facturers of electrical equipment 
found it necessary to protect them- 
selves on orders calling for deliv- 
ery a year or more in the future. 

Such action was entirely justified. 
Increases in the cost of material and 
labor could spell financial loss to 
those who would bid firm prices. 
Adding a contingency item to the 
bids to cover possible inflationary 
cost increases would result in gross 
inequity to the buyer if the con- 
tingency did not materialize, It was 
to the interest of both the buyer 
and seller to find a bidding pro- 
cedure that would provide an 
equitable safeguard against changes 
in economic conditions. 


Escalation by Index 

Early 1941 one of the large 
electrical equipment manufacturers 
offered a solution. It proposed an 
escalator clause geared to the gen- 
eral trend of prices for materials 
and labor in the electrical industry. 
Bids would be offered at current 
prices, competitively compared, and 
price adjustment made in accord- 
ance with the indexes maintained 
by the Bureau of Labor Statistics 
of the Department of Labor. This 
method of obtaining competitive 
bids was reviewed by the Comptrol- 
ler General of the United States and 
found to be an acceptable method of 
contracting by 


in 


Government agen- 
(20 Comptroller General 695, 
1941). The principal provisions of 
the clause are shown in Exhibit “A” 

The protection provided by this 
type of escalator clause and method 
of bid evalution was fair to both 
industry and the buyer. It assured 


Cies. 
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Example Where Award to Bidder Offering Lowest Price at Time of Award Does Not Result 
in Award to Bidder Offering Lowest Price at Time of Delivery 


Bidder “A” Bidder “B”’ 
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competitive bidding, equitable com- 
parison of bids and_ protection 
price increases without the 
contingencies. Under such 
arrangement the low bidder 
would remain low no matter what 
the index variations would be. 
Originally the index type escala- 
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electrical and hydraulic equipment. 
Later, the hydraulic turbine indus- 
try, while agreeing to the principle 
of index type escalation, indicated 
that its operations were unique and 
therefore required the establish- 
ment of a special index to reflect 
more accurately the special condi- 





tor clause was used for both heavy _ tions in its industry. 
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Several manufacturers of hydrau- 
lic turbines and representatives of 
the National Electrical Manufac- 
turers Association met with repre- 
sentatives of the Bureau of Labor 
Statistics of the Department of 
Labor and agreed to work up co- 
operatively a special index. This 
index was made available as a basis 
of price adjustment and has been, 
and is being, widely and success- 
fully used. 


Price at Delivery 
After World War II the electrical 


equipment manufacturers were 
again heavily pressed with orders 
for electrical production facilities 


throughout the United States and 
abroad. They were also confronted 
with an uncertain economic out- 
look. 

The electrical manufacturing com- 
panies then began to withdraw 
support of the index type 
escalator clause and to take excep- 
tion to bid invitations which in- 
cluded it, by inserting a new type 
escalator clause. In general, they 
offered bids at current prices but 
reserved an option to increase the 
price, generally not to exceed 20%, 
to the price in effect at time of de- 
livery. A typical clause of this kind 
is shown in Exhibit “B”. It soon 
became the only means by which 
the buyer could contract for elec- 
trical equipment even though it was 
not considered equitable. When 
comparing bids under these condi- 
tions it is common practice to evalu- 
ate them on the basis of the maxi- 
mum possible’ escalation. Any 
method of comparing such bids pre- 
sents serious difficulties. 

Time has demonstrated that the 
use of the price-at-time-of-delivery 
clause is not consistent with sound 
business principles of competitive 
bidding. 

A review of contracts entered into 
during the past few years for 
heavy electrical equipment with the 
price-at-time-of-delivery clause in- 
dicates the percentages of escalation 
exercised by the manufacturers 
under this option. (See Table.) 
Various percentages are exercised 
by different manufacturers during 
substantially the same periods. This 
demonstrates that the price-at-time- 
of-delivery clause results in in- 
equitable evaluation of bids and does 
not assure that the low bidder will 
remain low at time of delivery. This 
last statement is further illustrated 
by the example cited in the Table. 

This problem confronts both pub- 
lic and private buyers of heavy elec- 
trical equipment, since they are not 


their 


able to assure themselves of making 
award to the bidder offering lowest 
ultimate cost. 


New Solution Sought 


Discussions with representatives 
of manufacturers of electrical equip- 
ment and a group of Government 
agencies have recently been in- 
itiated in an endeavor to eliminate 
these inequities and place competi- 
tive bidding on a more businesslike 
basis. One of the proposals is for 
the return to the index type escala- 
tor clause. The indexes reflect aver- 
age conditions in various segments 
of the industry and are beyond the 
influence of either the buyer or 
seller, or of any single event in 
any plant. The method provides an 
equitable basis to both parties. A 
clause has been proposed for use 
in bidding on large generators call- 
ing for price adjustment based on 
appropriate BLS indexes. The pro- 
posed clause is shown in part as 
Exhibit “C”. 

Objections have been voiced by 
some members of the electrical in- 
dustry to the use of an index type 


escalator clause. In general the 
principal objections were: 
(1) The present index main- 


tained and published by the BLS 
for the average hourly earnings in 
the electrical industry is not repre- 
sentative of the operations in the 
heavy electrical equipment industry 
because it includes labor engaged 
in the appliance segment of the in- 
dustry. 

(2) The presently published BLS 
Metals and Metal Products index is 
too broad in its coverage and does 
not reflect the correct proportions 
of materials used in the manufac- 
ture of generators, transformers, oil 
circuit breakers and switchgear. 

These objections have been con- 
sidered and are discussed in the 
following paragraphs. 

The composite price index for 
electrical equipment used in the re- 
cently proposed clause has been 
translated into graphic form and is 
shown in Figure 1. This clause pro- 
vides for adjustment of the base 
bid price, in the ratio of 55% labor 
and 30% materials, in accordance 
with the changes of the appropriate 
indexes, This ratio may be varied 
depending on the type of equipment 
covered and the desires of industry. 

The objections cited could be sub- 
stantially met by the establishment 
of special indexes to reflect accu- 
rately the conditions in any seg- 
ment of the manufacturing indus- 
try. The industry would establish 
the elements entering into the com- 


pilation of any index and through 
the cooperation of the Bureau of 
Labor Statistics the indexes would 
be maintained and published peri- 
odically. 


An Appropriate Index 

A study was made of the avail- 
able indexes maintained by the 
Bureau of Labor Statistics cover- 
ing the average hourly earnings of 
labor in the electrical industry. 

The BLS maintains wage data 
covering the earnings of labor in 
the appliance, lamp, and miscellan- 
eous products segment of the in- 
dustry known as BLS Group 362. 
The earnings of those in the gen- 
erating, transmission, distribution 
and industrial apparatus segment 
of the electrical industry are tabu- 
lated under BLS Group 361. Under 
BLS Group 36 the average earn- 
ings of the electrical machinery 
segment of the industry are tabu- 
lated. To illustrate their relation- 
ships these three groups have been 
converted to indexes (1947-1949 — 
100) and are shown in Figure 2. 

A study of the available BLS 
indexes that could reflect a special 
composite index for materials in 
hydroelectric generators was made 
and there was selected a group of 
indexes comprising the components 
used in the manufacture of a large 
hydroelectric generator. For this 
purpose the hydroelectric generator 
was assumed to consist of the fol- 
lowing principal materials expressed 
as percentages of cost: 26% plate 
steel, 44% copper, and 30% steel 
castings. The individual indexes re- 
flecting the price changes of each 
were plotted, together with the 
special composite index for the ma- 
terials of this group. These are 
shown in Figure 3. 

A special composite price index 
for a hydroelectric generator was 
derived from the composite of the 
labor component, as shown in 
Figure 2, and the special materials 
component as shown in Figure 3. 
This was plotted using the ratios 
of 55% labor and 30% materials 
and is shown on the special com- 
posite price index for a hydro- 
electric generator in Figure 4. 

In order to show for comparison 
the differences between the orig- 
inally proposed composite index for 
electrical equipment shown in Fig- 
ure 1 and the special composite 
index for hydroelectric generators 
which was plotted in Figure 4, the 
two are shown in Figure 5. It will 
be noted that in general the same 
trend is followed and that the de- 
viations are minor. Whether price 
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adjustment was based on the orig- 
inally proposed composite index for 
electrical equipment or on some 
specially proportioned index, the 
over-all difference is smaller than 
the accuracy with which bids can 
be prepared. However, if desired 
a special index composed of existing 
or specially created indexes, prop- 
erly proportioned for each type of 
equipment, could be prepared to 
reflect the special conditions en- 
countered in any segment of in- 
dustry. 


Cooperation Is Needed 

The Bureau of Labor Statistics 
has indicated its willingness to co- 
operate in maintaining any index 
which the industry would find ap- 
propriate. However, it involves the 
cooperation of industry in express- 
ing itself as to the components 
which should be included in the 
indexes and the furnishing of the 
data to the Bureau of Labor Stat- 
istics which treats such information 
confidentially. 

In order to uphold the competi- 
tive system and to preserve the 
equality of all bidders, and assure 
that the low bidder at the time of 
award will continue to be low at 
time of delivery, a new escalation 
system is needed. Whether the in- 
dex type escalator clause discussed 
herein, with special indexes, or 
some other method equitable to 
buyer and seller can be discovered, 
remains to be seen. 

For the present, the price-at- 
time-of-delivery clause grants an 
option for the increase in the de- 
livery price to the maximum of 
20% at the option of the seller, 
which is exercised unilaterally. The 
escalator clause tied to an index 
which is beyond the control of the 
buyer or seller appears to be most 
equitable to both parties. It safe- 
guards the seller against increases 
in cost above the usual 20% ceiling. 
It likewise assures equitable treat- 
ment in event of price decline. 

Solution to this mutual problem at 
this time depends largely on the 
cooperation of the seller. Whether 
the purchaser can obtain a recog- 
nition of the inequality during the 
period when demand exceeds sup- 
ply or whether the purchaser must 
await a period when supply again 
exceeds demand before the buyer’s 
interests are recognized is a chal- 
lenge to industry-buyer cooperation. 

To safeguard our competitive sys- 
tem, it would appear that the time 
for cooperation between buyer and 
seller is now. 
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EXHIBIT “A” 


Principal Provisions of Escalator Clause Originally 
Proposed by Electrical Industry 


The contract price shall be adjusted at the completion of the contract to compensate for 
the change in the labor rates during the execution of the contract, but such adjustment shall 
apply to only seventy per cent of the contract price, A base of average hourly earnings 
in the durable goods industry shall be taken as the average of the hourly average earnings 
in the durable goods industry of the month in which the contract is signed and of the 
month previous and the month following. 


The contract average hourly earnings rate for adjustment shall be taken as the average 
of the average hourly earnings in the durable goods industry of all of the months from 
and including the month in which the contract is signed, to and including the month of 
the last contract shipping date. Then seventy per cent of the contract price shall be in- 
creased or decreased in proportion as the contract average hourly earnings rate bears to 
the base average hourly earnings rate as above set forth. 


The base average hourly earnings rate and the contract hourly earnings rate shall be 
determined from the compilations third reading of the Bureau of Labor Statistics as now 
published under the heading ‘Average Hourly Earnings in the Durable Goods Industry” 
(which average includes all the industries listed under Durable Goods Industry) and 
now published monthly in pamphlet form by the Bureau of Labor Statistics, and for 
the purposes of this contract, the same matter, methods, compilations, and inclusions used 
in determining the base average hourly earnings rate shall be used for determining the 
contract average hourly earnings rate throughout the duration of the contract. 








EXHIBIT “’B”’ 
Typical Provisions of a Price-at-time-of-delivery Clause 


_ Firm bids are desired, and when legal requirements, delivery needs, and other considera- 
tions can be satisfied, the purchaser reserves the right to accept a firm bid in preference 
to a bid which provides for price adjustment. All bidders shall indicate whether their bids 
are firm or not by filling in the blank in the price-adjustment clause set forth below. If 


the bidder writes ‘‘none’ or does not fill in the blank in the clause, the bid will be con- 
sidered as a firm bid. 


_ lt is understood and agreed that the portion of the contract price for the generators, 
including spare parts and exclusive of transportation costs, alloc to materials, and 
shop fabrication shall be increased or decreased to conform with contractor's established price 
at time of required shipment and the portion of the contract price for the generators, ex- 
clusive of transportation costs, allocated to field erection shall be increased or decreased 
to conform with the contractor's established price at time of required completion of in- 
stallation, but in no event shall the total of such increases exceed xxx percent of the prices 
stated in article 1 of the contract, exclusive of transportation costs: Provided, That, in the 
event work under this contract is suspended by the contracting officer or by a Government 
order or the contractor is unable to perform any work under the contract due to i 
of a national priorities or materials allocation system, for each full continuous month 
of such suspension or such period of nonperformance, the percentage ceiling will be increased 
one percent up to the month in which the work is again resumed or the contract is ter- 
minated, as provided below. Such increases in the percentage ceiling shall apply only to 
uncompleted and unshipped portions of the equipment covered by this contract: Provided, 
That such increases in percentage ceiling shall not apply to field erection. 








EXHIBIT “C” 


Principal Provisions of an Escalator Clause based on 
Bureau of Labor Statistics Indexes 


Adiuct 
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t for changes in cost. Eighty-five (85) percent of the original contract price for 
each generator shall be subject to adjustment to compensate for changes in cost during 
the period of time covered by the contract. Such adjustment shall be made as soon as the 
necessary indexes are available and following complete installation of any generator. For 
the purpose of such adjustment, the proportion of said contract price allocated to labor 
shall be fifty-five (55) percent, and the proportion of said contract price allocated to 
materials shall be thirty (30) percent. The adjustment for changes in cost of labor shall be 
based solely on the indexes of ‘Average Hourly Earnings Electrical Machinery” as 
compiled monthly and issued quarterly by the United States Department of Labor, Bureau of 
Labor Statistics, and the adjustment for change in cost of materials shalj be based solely 
on the index of average wholesale prices for ‘Metals and Metal Products’’ as compiled 
monthly by the United States Department of Labor. The bases to be used for the deter- 
mination of the adjustment shall be the average of the indexes of average hourly earn- 
ings and of the indexes of wholesale prices, respectively, for the month in which the 
bids are opened and for the month preceding and for the month following. The index 
of average hourly earnings and the index of wholesale prices to be used for comparison 
with the bases of earnings and prices hereinabove established for determining the adjust- 
ment in the contract price for each complete generator shall be the average of the indexes 
of average hourly earnings and of the indexes of wholesale prices, respectively, for all 
the months from and including the month during which the bids were opened to and in- 
cluding the month in which installation (including field tests) is to be completed as speci- 
fied in the contract, as extended by any period of delay found to be excusable under 
terms and conditions of the contract. Provided, That any period during which the contract 
is suspended will be excluded from the period of time used for computation of this ad- 
justment. 
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Canadian trade fair 


reveals active... 
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Buyers from Venezuela discuss mining equipment requirements with a Cana- 
dian exhibitor, assisted by a Trade Fair interpreter. 





The 1953 Canadian International 
Trade Fair at Toronto comprised more 
than 264,000 square feet of exhibit 
space, an increase of nearly 40% 
over last year’s exposition. Substan- 
tially more then half of the space 
was devoted to displays of heavy ma- 
chinery, machine tools, road and con- 
struction equipment. 

There were 1,474 exhibitors, repre- 
senting 27 countries actively compet- 
ing for North American trade, includ- 
ing six countries that had not pre- 
viously participated. The countries 
taking part, in the order of exhibit 
space used, were: 


Canada 
England 
Germany 
United States 
Belgium 
France 
Holland 
Austria 
“India 

Japan 
Sweden 
*lreland 
*Spain 
Scotland 
“Republic of Korea 
Finland 
South Africa 
Denmark 
“Hong Kong 
Italy 
Norway 
Switzerland 
‘Jamaica 
Colombia 
Pakistan 
Guatemala 
Peru 


indicates countries which did not 
exhibit last year. 





International 
Competition 


North American 
Trade 


By A. N. Wecksler 


ANY nations which 

long ago were counted as 
“have-nots”, today are in the mar- 
ketplace with goods to sell and a 
strong will to find buyers. 

Countries which we have been 
aiding with money and with tech- 
nical advice, now exhibit wares of 
all kinds and machines that vie with 
ours in finish, quality and technical 
competence. 

This is especially true in the 
manufactures of European nations. 
For some years now, we have looked 
with complacency — and possibly 
condescension — on the production 
efforts of European countries. Now 
we find the Swiss and British com- 
peting on the U. S. market with 
heavy electrical equipment. We find 
aircraft manufacturers priding 
themselves on their acquisition of 
specialty Swiss machine tools. We 
find the French producing precision 
tools which operate to exacting tol- 
erances — the Germans, the Italians, 
the Belgians, the Dutch, the Japa- 
nese, and the Finns offering to sell 
us machinery. 

This quick turn-about was brought 
home to the North American con- 
tinent at the recent Canadian In- 
ternational Trade Fair at Toronto. 
Purchasing agents from Canadian 
industry and enterprise attended in 


not too 


great number; purchasing agents 
from the United States, and from 
some of the Latin American coun- 
tries, were there too. 

The Canadian fair differs from 
the trade fairs which are so much a 
part of the European pattern of 
doing business. European fairs are 
slanted more toward attracting the 
interest of the general public, of 
attaining a large attendance. The 
Toronto Fair, however, is primarily 
a business fair, and public attend- 
ance is sharply restricted. 

From the point of view of the 
U.S. purchasing agent, there are a 
number of significant factors which 
became apparent at the Toronto 
Fair. Canada has encouraged the 
non-Communist world to exhibit 
their wares, and this is the official 
policy of the Canadian Government. 
Reason for this is that Canada has 
built up huge trade _ balances 
throughout the world. Canada ex- 
ports grain, metals and minerals, 
and these exports constitute a 
major factor in the economy. 

The Canadian dollar—just as the 
U.S. dollar—is a hard currency, 
and since the world must have dol- 
lar balances to be able to buy from 
North America, the official policy of 
Canada is to encourage foreign sell- 
ers to sell their products in Canada. 
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Left, the French Ambassador to Canada and the Commercial Attache 
at Ottawa examine an automatic copying lathe displayed by a French 


machine tool manufacturer. 


Similarly, it is the official position 
of many European 
stimulate their own 
markets in 


countries to 
nationals to 
hard currency 
countries. As an example, a German 
exhibitor of a specialty screw ma- 
chine points out that he has all the 
customers he needs on the European 
continent, but that he is seeking to 
sell his machine in North America 
because his Government wants to 
obtain as much dollar exchange as 
possible. 

This is one of the several factors 
which make the Toronto Fair a very 
revealing window on what may be 
developing as a world-wide com- 
petition for trade. For the economic 
indicators in the U.S. and through- 
out the world point to a drive for 
world trade. 


seek 


Left, an American purchasing agent gets some pointers of machining 
techniques at the booth of a Canadian lathe manufacturer. 
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Right, among the distinguished visitors was Hon. Lester B. Pearson 
(right), Minister for External Affairs and President of the U. N. 


General Assembly, shown here at Swedish electrical exhibit. 


Currently the drive is toward 
creating dollar exhange in this coun- 
try, and it is obvious that the 
European nations and Japan are 
developing to a point where they 
can sell here competitively. It is 
also apparent that in bringing their 
machine tools and equipment to the 
North American continent, they are 
almost in the position of bringing 
the proverbial coals to Newcastle. 

The machine tool industry in the 
U.S., under the spur of World War 
II and of Korea, has developed and 
grown at a pace never before 
reached in industrial history. It is 
fairly obvious that the US. will 
be a difficult market to crack for 
European tool builders. In fact, the 
greater likelihood is that U.S. tool 


builders will compete actively with 


European tool builders for 
Eastern and Latin American 
kets for tools. 

Also, it is hardly likely that US. 
industry will sit back complacently 
and leave Eastern Europe and Red 
China to British and Western Euro- 
pean sellers in the event that ef- 
fective settlements are reached 
between East and West. 

With this in prospect, the Toronto 
Fair had a dual value to the US. 
and Canadian buyer. From the buy- 
er’s standpoint, there were many 
products of interest. There were the 


Far 


mar- 


traditional wares of Europe — the 
handicraft, the fine textiles, per- 
fumes, carvings, glassware — the 


galaxy of homewares that delight 
the housewife. The production of 


(Please turn to page 286) 


Right, successful participation in previous trade fairs has led to 
the establishment of Canadian agencies for German automobiles. 











Contract requires specific intent to buy and sell 





QUOTATIONS AND OFFERS TO SELL 


By Albert Woodruff Gray 


N Ohio steel company submit- 
ted to an Oklahoma con- 
tractor an estimate of the steel under 
a contract for the construction of the 
auditorium and gymnasium of a 
federal training school on which the 
contractor was bidding, as follows: 
“Quotation: We propose to fur- 
nish the following described ma- 
terials required for auditorium and 
gymnasium, Sequoyah Training 
School, Tahlequah, Oklahoma, in 
accordance with the following terms 
and conditions, including those 
printed on the reverse side of the 
sheet.” 

Here followed a list of material 
and prices, aggregating $4,950, with 
the clause, “Prompt acceptance of 
this quotation by you and the writ- 
ten approval of our home office shall 
constitute a binding contract.” 

Three months later, when the 
company refused to ship the steel, 
the contractor sued for what he 
maintained to be a breach of con- 
tract. Upon the trial of the suit the 
Federal District Court awarded a 
judgment against the steel company, 
from which the company appealed. 

In its reversal of the judgment, 
the Federal Appellate Court said of 
this price quotation submitted by 
the steel company, “The quotation 
constitutes nothing more than an in- 
vitation to the general contractor to 
make in writing an offer to the steel 
company to purchase such materials 
at the quoted price.” 


Quotation Misunderstood 


A similar situation arose in a quo- 
tation on the cost of air conditioning 
equipment, made by a manufacturer 
at the request of a contractor for 
the latter’s use in the preparation 
of a bid for the installation of such 


Q? 


equipment in a building at the Uni- 
versity of Illinois. 

Through a misapprehension, the 
sum of $26,450 quoted by the manu- 
facturer was understood by the con- 
tractor as the cost of two units in- 
stead of one. When the manufacturer 
refused to furnish the two units at 
this price, the contractor sued for 
breach of contract. As in the Okla- 
homa case, he insisted that the quo- 
tation furnished by this manufac- 
turer for his assistance in the prepa- 
ration of his bid, was an offer that 
became a binding contract upon 
acceptance. Here too the trial court 
awarded the contractor a judgment 
against the manufacturer, which was 
appealed to the Federal Circuit 
Court of Appeals. 

That court pointed out, in its re- 
versal of the judgment, that were 
quotations to be held by the courts 
as offers that constituted binding 
contracts upon their acceptance, the 
situation would be substantially one 
in which the seller would insure the 
buyer against any disadvantageous 
price change between the date of 
the quotation and the time of pur- 
chase, thus giving the buyer an 
option at the price named in the 
quotation which he could freely dis- 
regard should the materials be later 
available at a price more advanta- 
geous to his interests. 

“There was no certainty that the 
contractor would be a_ successful 
bidder and subsequently a purchaser 
from the manufacturer,” said the 
court. “Certainly the fact that the 
letter was relied on for its accuracy 
did not convert a statement furnish- 
ing information into an offer of sale 


or into insurance against price 
changes.” 
These incidents, in which one 


party to negotiations seeks to trans- 
form a solicitation of trade or a 
response to an inquiry for prices 
into an offer that is a binding and 
enforceable contract on acceptance, 
lack the essential element of intent 
on the part of the one making the 
offer. 


Customer's Order Delayed 


An oil company wrote a customer, 
“Kindly advise us by wire if you 
can use about 1,500 creosote barrels 
between now and January Ist at 95 
cents each, delivered in carload 
lots.” 

To this letter was sent the tele- 
graphed reply, “We accept your offer 
1,500 barrels as per yours of the 
7th.” At the same time this letter 
had been sent to this customer by 
the oil company, similar letters had 
been written others. The telegraphed 
reply was delayed, and before its 
delivery the creosote barrels had 
been sold elsewhere. 

Suit was brought against the tele- 
graph company for the loss claimed 
by the buyer to be the result of the 
delay in this message. In holding 
that the sender of this telegram had 
no ground for a recovery, as no con- 
tract would have been created had 
the telegram been delivered as an- 
ticipated, the North Carolina court 
said, 

“There was no final contract be- 
tween the parties, but only a pro- 
posal for a contract, and there can 
be no contract without both a pro- 
posal and its acceptance. The failure 
of the telegraph company did not 
cause the breach of a consummated 
contract; it only prevented one that 
might or might not have been made. 
The offer must be distinct as such, 
not merely an invitation to enter 
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into negotiations upon a certain 
basis. Again, the offer must specify 
the specific quantity to be furnished, 
as the mere acceptance of an indefi- 
nite offer will not create a binding 
contract. The offer must be one that 
is intended of itself to create legal 
relations and acceptance. It must not 
be an offer merely to open negotia- 
tions which will ultimately result 
in a contract. 

“The letter from the oil company 
was a mere inquiry. It was evident- 
ly a ‘trade inquiry’ sent out by the 
oil company to customers, and did 
not purport and was not intended to 
be a legal offer binding on ac- 
ceptance. The oil company might 
have delivered the barrels and then 
again it might not have done so. It 
might have delivered 1,500 and 
again it might have delivered a 
much less number. Its letter speci- 
fied no exact number and it was 
under no legal compulsion to de- 
liver any.” 


Preliminary Negotiation 


A further feature that serves to 
distinguish quotations — invitations 
to negotiate—from sales offers that 
upon acceptance become enforce- 
able contracts, was pointed out re- 
cently by the Supreme Court of 
Wisconsin. 

“It is difficult to determine when 
a quotation of prices is a definite 
offer and when it is merely a pre- 
liminary step in negotiations lead- 
ing up to an offer,” was the com- 
ment of that court on this distinc- 
tion between quotations and formal 
offers to sell. 

“From the nature of the subject, 
the question whether certain acts 
or conduct constitute a definite pro- 
posal upon which a binding contract 
may be predicated without any 
further action on the part of the 
person from whom it proceeds, or 
a mere preliminary step which is 
not susceptible without further ac- 
tion by such party, of being con- 
verted into a binding contract, de- 
pends upon the nature of the par- 
ticular acts or conduct in question 
and the circumstances attending the 
transaction. It is impossible to for- 
mulate a general principle or cri- 
terion. Accordingly whether a com- 
munication naming a price is a 
quotation or an offer depends upon 
the intention as it is manifested by 
the facts and circumstances of each 
particular case.” 

In this instance a buyer had called 
on a lumber dealer with a rough 
sketch of a proposed building and 
asked the cost of the necessary lum- 
ber. The dealer jotted down his quo- 
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tations on the back of a business 
card. Later when prices had ad- 
vanced and the lumber dealer re- 
fused to deliver at the former quo- 
tations the buyer sued, claiming this 
refusal to be a breach of the con- 
tract represented by this memoran- 
dum. 

“A statement of prices of mer- 
chandise does not become an offer 
to be converted into a contract by 
an acceptance so long as the one 
quoting the prices intends to retain 
the right to sell the articles to any 
bidder or customer,” concluded the 
court, holding that no contract had 
been made. “In order to have such 
an agreement there must be a com- 
plete understanding that one is pur- 
chasing and the other selling. In 
other words, the minds of the parties 
must have met on the terms and 
conditions making up a contract.” 
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Circumstances such as those to 
which the Wisconsin court referred, 


where the quotation by the seller 


was a distinct offer and not a mere 
advertisement, occurred in a Ken- 
tucky case. 

A buyer in St. Louis wrote, 
“Please advise us the lowest price 
you can make us on our order for 
ten carloads of Mason green jars 
complete, with caps, packed one 
dozen in a case, either delivered 
here or f.o.b. cars your place, as 
you prefer.” 

To this the manufacturer replied, 
“We quote you Mason fruit jars 
complete in one-dozen boxes, de- 
livered in East St. Louis, Ill: pints 
$4.50, quarts $5.00, half gallons $6.50 
per gross for immediate acceptance 
and shipment not later than May 
15th, sixty days acceptance or 2 off, 
cash in ten days.” 

The reply of the buyer tele- 
graphed immediately upon receipt 
of this letter was, “Enter order ten 
carloads as per your quotation. 
Specifications mail.” 


The manufacturer on the same 
day telegraphed the buyer, “Impos- 
sible to book your order. Output all 
sold.” 

Sustaining a judgment in favor 
of the buyer in its action for breach 
of contract in this instance, the Ken- 
tucky Court of Appeal said, “In this 
we think there was more than a 
quotation of prices, although the 
manufacturer’s letter uses the word 
‘quote’ in stating the prices given. 
We can hardly understand what was 
meant by the words ‘for immediate 
acceptance’ unless the letter was 
intended as a proposition to sell at 
these prices if accepted immediately, 

“In construing every contract the 
aim of the court is to arrive at the 
intention of the parties. The expres- 
sion in the seller’s letter, ‘for im- 
mediate acceptance’ taken in con- 
nection with the buyer’s letter, at 
what price it would sell the goods 
is, it seems to us, evidence of the 
present offer which when accepted 
immediately closed the contract. The 
buyer’s letter was plainly an in- 
quiry for prices and terms on which 
the manufacturer would sell it the 
goods and the manufacturer’s an- 
swer to it was not a quotation of 
prices but a definite offer to sell on 
the terms indicated and could not 
be withdrawn after the terms had 
been accepted.” 


A General Notice 


A decision of the Wisconsin Su- 
preme Court handed down over half 
a century ago has become authority 
in determining the difference be- 
tween quotations that serve sub- 
stantially as advertisements to 
stimulate sales and offers that are 
the initial step to binding contracts. 

In that transaction the seller 
wrote, “In consequence of a rupture 
in the salt market we are authorized 
to offer Michigan fine salt in full 
carload lots of 80 to 95 bbls., de- 
livered at your city, at 85¢ per bbl. 
At this price it is a bargain. Shall 
be pleased to receive your order.” 

The following day the customer 
telegraphed in reply, “Your letter of 
yesterday received and noted. You 
may ship me two thousand barrels 
Michigan fine salt as offered in your 
letter.” 

The salt dealer refused to ship 
the salt and suit was brought by 
the buyer for what he claimed to 
be a breach of contract. In its de- 
cision of the case the court said, 

“If the letter had said to the buyer, 
we will sell you all the Michigan 
fine salt you will order, at the price 
and on the terms named, then it is 
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Help your company—help yourself 





The Purchasing Agent's Part 


in Standardization 


By Vincent deP. Goubeau, 


URCHASING has come a long 
way from the days purchasing 
were classed as order placers. 

has only been in the past dozen 

years or so that our profession has 
come to be recognized for the science 
that it is. I believe the cause of in- 
lustry’s former lack of appreciation 

the importance of the buying job 
vas twofold: 

(1) First, the fault lay with the 
purchasing men themselves. Let us 
idmit frankly that a great many 
purchasing departments were not 
idequate to do the job. 

(2) The second reason was the 
ack of vision on the part of man- 

ement. Management failed to rea- 
ze that scientific procurement is 

lynamic element of industrial suc- 
ess, and not merely a matter of 
lucing a few cents from the price 
in article, or seeing that it is 
livered on time. The purchase of 
naterials, components and equip- 

ent may represent as much as 50% 

the sales dollar. Such an impor- 

nt element of the company’s oper- 

yn should not be relegated to a 

nor position in the management 

icture. 

Fortunately, both of these faults 
been largely corrected since 
the beginning of the last war, or are 

on their way to correetion. 

Management has become aware of 

the need for a purchasing staff of 

idequate size and strength. If the 
purchasing agent is not equal to the 
equirements of this new concept, 

is replaced by someone who is. 


lave 
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So it behooves purchasing men to 
continue to educate themselves, to 
broaden their horizons, and to make 
themselves generally qualified to sit 
on the management team along with 
such long recognized functions as 
engineering, sales, and production. 


Broad Qualifications 


To measure up, the procurement 
director must possess his full share 
of executive ability. His perspectives 
and horizons should go far beyond 
the day-by-day work of making a 
purchase against a requisition. 

He must be a practical economist. 
He should play his part in the over- 
all management of the company 
with regard to economic conditions, 
material availability, inventory 
goals, and should advise with and 
guide his management in determin- 
ing procurement policy with regard 
to extending or restricting purchase 
commitments. 

He should be concerned with the 
study of personnel. Industry is fast 
learning that a company is only as 
good as its people. The good pur- 
chasing agent must constantly ana- 
lyze the personnel on his staff and 
determine and develop their future 
management potential. 

He should be a student in the art 
of human relationships. Purchasing 
cannot succeed unless it performs 
a satisfactory service to other func- 
tions in the company. This can only 
be accomplished through a spirit of 
hearty cooperation. If the purchas- 
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ing agent engenders this spirit, it 
will be picked up by his subordi- 
nates in their relations with other 
departments. 

Another important phase of hu- 
man relationships is contact with 
the outside world. Good relations 
with suppliers have proven to be 
one of the most desirable assets of a 
purchasing operation. 

Finally, among the broad objec- 
tives of the modern purchasing di- 
rector must be included the contri- 
bution of purchasing to standardi- 
zation. 


Too Many Specials 


Purchasing men over the years 
have suffered from the handicaps of 
buying “specials.” Every experi- 
enced purchasing man knows the 
headaches of using special materials 
rather than “standards.” Your in- 
ventory builds up if you use a dif- 
ferent item for every purpose, rather 
than one item for many purposes. 

Every purchasing agent knows 
that the cost of special items is 
higher because the volume is re- 
stricted. In addition, the number of 
suppliers from whom he can obtain 
a “special” is limited, thus removing 
the free competitive spirit from the 
procurement scene. He recognizes 
the ever-present danger of obsoles- 
cence that lies in the use of special 
materials. 

Whether he realizes it or not, 
therefore, he probably has been 
playing quite a part in trying to 
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effect the use of standard materials 
rather than specials. The only re- 
maining step is to direct his activi- 
ties more systematically—to put 
them on a programmed basis in- 
stead of an informal, 
basis. 


hit-or-miss 


There is nothing new in the prin- 
ciple of standardization in connec- 
tion with industrial Great 
was made under Herbert 
Hoover's direction during his term 
of office as Secretary of Commerce, 
and this progress has continued 
through the effective work of pro- 
fessional] 


use. 


prog! Cs5 


societies in promulgating 
all types and kinds of standards 
With the realization by purchas- 
ing men of the importance of this 
subject, it was natural that it should 
come up for consideration in the 
National Association of Purchasing 
Agents. It was Tom Jolly of the 
Aluminum Company of America, a 
former president of N.A.P.A. and 
then president of the American 
Standards Association, who made 
the suggestion that N.A.P.A. should 
join the A.S.A., and approval was 


formed in N.A.P.A. a standardiza- 
tion committee, with a representa- 
tive to this committee from each of 
the nine districts. At the outset, this 
committee determined that our con- 
tribution would have to be restricted 
to pursuing and assisting rather than 
promulgating standards. We do not 
feel that N.A.P.A. should create 
standards for adoption by A.S.A.— 
that is a job for the technical so- 
cieties. 


Establishing the Function 


The subject of standardization is 
such a broad one that it is only nat- 
ural a good deal of confusion devel- 
ops when the subject is presented to 
an N.A.P.A. member. 

The key question undoubtedly is: 
“What should I do about standard- 
ization in my company?” We have 
endeavored to provide intelligent 
answers. In addition, we hope to 
prepare a manual on standardization 
for distribution to all members. 

The second key question is: 
“Should I, as a purchasing agent, 
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given by the Executive Committee. 

We are a member of A.S.A. on the 
same basis as various technical so- 
cieties and industry bodies. As a 
first step toward a_ satisfactory 
working arrangement, as well as a 
means of assisting purchasing agents 
with standardization, there was 
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form a standardization function in 
my department for the purpose of 
making up standards?” 

If you already have a standardi- 
zation program in your company, 
our answer to that question is “No.” 
Most large companies have some 
type of standards organization. At 


RCA Victor, the Standards Division 
reports to the Vice President and 
Director of Engineering. We believe 
standardizing rightfully belongs un- 
der the authority of the Engineer- 
ing Department. If your engineering 
department prepares specifications 
for purchased items, the standardiz- 
ing function should be attached to 
that department, although probably 
as a separate section. In some com- 
panies, usually small in size, speci- 
fication writing is a function of the 
purchasing department; in that case, 
standardization probably should 
come under the same direction. 

The purchasing department can 
be of tremendous assistance, how- 
ever, in any case, by bringing to the 
standards people information as to 
the cost, availability, and perform- 
ance of standard items which will 
do the work of “specials” which may 
have been specified. 

We have found in our company 
that the most satisfactory approach 
to this collaboration is to develop 
a team arrangement. Our Standard- 
izing Committee is comprised of 
representatives of our various engi- 
neering groups, and purchasing. 
Through the medium of this com- 
mittee, material on the subject of 
standards is constantly being circu- 
lated. 

You have probably found in your 
experience that the standards engi- 
neer, after studying new develop- 
ments for adoption as standards, is 
confronted with the problem of sell- 
ing the operating or design engi- 
neers on their advantages. Here, I 
believe the purchasing department 
can be of great assistance by devel- 
oping figures showing the savings 
or other advantages through use of 
the new item. 


Model Shop Operation 


The item which is on the drafting 
board today is the item which will 
be in inventory tomorrow. The 
model on which we are working 
today may be the product we will 
be producing in large quantity to- 
morrow. In view of this, it is most 
important that purchasing team up 
with engineering on the use of 
standards, wherever possible, in 
early design phases. 

It goes without saying that we 
must maintain an objective view- 
point; that, under no circumstances, 
can we allow ourselves to stand in 
the way of progress. If, in our ef- 
forts to avoid the use of specials, we 
create a reactionary atmosphere, if 
we are so restrictive that we in turn 
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For better service, longer life . . 





Keep Your Air Conditioners 
in Condition 


By David Markstein 


OT long ago, I overheard a pur- 
N chasing agent say to a dealer 
who had called him in regard to an 

conditioning service contract: 
Service these package units? You 
must be nuts to think I’m going to 
waste money like that. They’re 
plug-in appliances. I don’t bother to 
have my refrigerator serviced every 
six months, do 1?” 

He was right in believing that a 
service contract might not be neces- 
a plant’s own trained mainte- 
nance crews can provide excellent 
service. But in looking upon pack- 
ige air conditioners as “plug-in 
ippliances” needing no service, he 
ouldn’t have been more wrong. 

Providing regular service to these 
room air conditioners should em- 
brace two important phases: 

Inspection and cleaning of filters. 


sary; 


Filters are baffles, made of spun 
glass or similar material, designed 
to remove dust, pollen, and foreign 


particles from the air while main- 
taining free circulation. They can 
get pretty dirty in even a short time, 
seriously impairing the efficiency of 
the unit. 

Manufacturers recommend that if 
an air conditioning unit is in regular 
use, and especially if it is used in a 





climate or area where the air is 
heavily dust laden, the filters should 
be inspected at least once a month. 
It isn’t hard; the filters are made to 
be removable. 

For an informal or routine clean- 
ing, simply shake the filter over a 
piece of newspaper or other recep- 
tacle from which the dust can be 
readily removed or destroyed. A 
whisk broom does a more thorough 
job. Such treatment will clear away 
the heavy surface accumulation. In 
many cases that will serve to put 
the filter back into working condi- 
tion for another month, at any rate. 

For a more thorough cleaning, 
some manufacturers recommend 
that the filter be cleaned in warm— 
not chilly—water, following which 
it will need an oil bath. Check with 
the manufacturer or with the dealer 
to find out the proper procedure. 

Many manufacturers, however, 
say the best thing to do is to throw 
away a clogged filter and replace it 
with a new one. The spun glass 
types are made for just that—inex- 
pensive replacement. 

Electrical maintenance. An air 
conditioning unit is run by a motor. 
Like all motors, those in the pack- 
age units require lubrication. See 


that this is attended to every six 
months. But be careful, for motors 
should not be over-lubricated and 
you can get into trouble with too 
much oil, or the wrong type of oil. 

A package air conditioning unit 
also has a condenser. Use a stiff 
brush from time to time for remov- 
ing accumulated dirt, working it up 
and down between the fins. 

We assume that the original in- 
stallation of the unit was properly 
made. If the air conditioner is to be 
moved, a necessary first step is to 
check adequacy of the wiring in the 
new location. Generally speaking, 
any unit with a % hp. or larger 
motor should, electrical engineers 
say, be on a circuit of its own. In 
some cities, local codes require that 
it be so. In any case, a quick way 
to blow fuses and put the unit out 
of operation is to connect an air 
conditioner on a circuit that cannot 
stand the additional load. If in 
doubt, have an electrician, or a rep- 
resentative of the electric light and 
power company, check the situation. 

Also, use the connecting cord that 
came with the equipment, or one of 
the same type and capacity. Never 
use ordinary household extension 
cords with an air conditioner. 
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Flexible procedures aid in planning 





Materials Control System 


for Requirements Buying 


By E. J. Antcliff, Assistant Manager, Planning Department, Gibson Refrigerator Compeny, Greenville, Michigan 


N THE part-peace-part-war econ- 

omy which has. characterized 
American industry for several years 
past, manufacturing operations must 
be flexible enough to adapt them- 
selves to suddenly changing condi- 
tions if a company is to survive. 

The stresses and uncertainties are 
felt most heavily in industries which 
are dependent upon  war-critical 
materials for their normal output, 
and in those which possess the in- 
dustrial skills necessary to defense 
production. As a manufacturer of 
major household appliances, the 
Gibson Refrigerator Company has 
come in for its share of headaches 
on both these counts. 

Founded in 1877, the company 
achieved a position as one of the 
largest manufacturers of ice refrig- 
erators up to 1931, when the firm 
switched its entire production facili- 
ties to the manufacture of electric 
refrigerators. Since that time, the 
company has retained a leading po- 
sition in the ranks of the nation’s 
home appliance manufacturers. In 
1939, Gibson began to diversify its 
output by making electric ranges. 
Postwar products include a full line 
of home freezers, introduced in 1946, 
and home air conditioners, placed 
on the market in 1952. In addition 
to appliances marketed under the 
Gibson name through a national 
sales and dealer organization, our 
firm also produces its full line of 
appliances for several well known 
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Book-type Kardex units that fit conveniently into desk drawers at operating stations ease the 
work of materials planners at Gibson Refrigerator Company. 


national merchandising organiza- 
tions, marketed under the names of 
the firms for which they are made. 

During World War II, and again 
since the outbreak of hostilities in 
Korea, a substantial portion of Gib- 
son’s manufacturing activities have 
been devoted to defense production. 
From 1942 to 1945, our firm was a 
leading producer of troop carrying 
gliders. We also made wing flaps for 
B-24 bombers, parts for bombs, fuel 


tanks, and other war equipment. 
Since 1950, the company has been 
making parts for jet engines, and 
wing flaps and major assemblies for 
the Air Force’s C-119 Flying Boxcar 
and the C-123. 

In all these diverse manufacturing 
activities, the same materials and 
production planning system has 
proved flexible enough to organize 
and control our operations under all 
the widely varying conditions and 
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equirements with which we have 
ad to contend. 
Our materials control system cen- 
s around the use of Kardex units. 
However, our application of the 
records is a little different 

ym that of many other manufac- 
turers, in that we do not attempt to 

e the method for applying a per- 

etual inventory control in the usual 

nse. We use the requirements 
ethod; that is, we buy for require- 
nents only, and do not buy to an 
nventory balance. Thus we use the 
Kardex records as a working tool 
for our materials planning in deter- 

ning our requirements, and as a 
tory record of transactions. 

Our Kardex records, covering ap- 
ximately 15,000 parts, are kept 
book units, which we found best 
our needs because they fit con- 

eniently into the drawers of the 
ks used by our materials plan- 

3y labelling them on the backs 

the binders, it is easy for the 

iser to select the record he needs. 

The visible margins at the bottom of 

the Kardex pockets identify parts by 

1ame and number. Each pocket con- 
tains two 8” x 5” cards. 


Kardex 


The top card contains a record of 
| our requirements of the part, 
howing the model or assembly on 
vhich the needs are based, and set- 
ing up allowances for parts lost to 
crap, service, or spares. The same 
ard also contains sections for en- 
tering information on _ purchases 
against these requirements, and a 
record of engineering changes. A 
balance of the totals of our require- 
ments and our actual purchases of 
the parts serves as a double check 
igainst overbuying or underbuying 
f parts or materials. 

The card which fits into the bot- 
tom half of the pocket covers re- 
eipts of the parts and a record of 
the service withdrawals and of 
scrap. A comparison of the totals on 
these cards serves as a further dou- 
ble check against the service re- 

and established scrap 
illowances, as well as_ receipts 
igainst quantities purchased. 

Space is provided on the card at 
the top of the pocket, for listing the 
vendors from whom the parts can 
be obtained. This serves as a ready 
eference for our materials planners, 
vho need no records other than 
their Kardex files to handle all their 
procurement work. 

On the same card, we have a 
hart listing all the model numbers 

assembly numbers of the ma- 
chines in which the part is used. 
Beneath the model numbers, we 
provide space for entering the quan- 


‘ 


julrements 


tity of the particular part needed in 
the production of each model. In 
the case of refrigerators, for exam- 
ple, we have 30 different models. 
The model numbers are imprinted 
on the form, and beneath these 
numbers the materials planner en- 
ters the quantity of the part re- 
quired for the assembly of each 
model. 

This parts requirement informa- 
tion is supplied by our engineering 
department by the use of an assem- 
bly list. Part numbers refer to engi- 
neering drawings and specifications 
which are made available to sup- 
pliers, or to any of our own per- 
sonnel who require this information. 
The materials planners translate 
these lists in terms of records of 
individual parts in their Kardex 
files. 

With all personnel concerned 
thoroughly briefed on our require- 
ments in making any given product, 
it has been possible for us to ar- 
range a working procedure where 
all activities regarding procurement 
and manufacturing schedules start 
with the Purchase Authorization. 
Production schedules are set up ac- 
cording to lot or shop production 
numbers. Each lot is assigned dates 
for beginning and completion of 
work in the factory. These produc- 


tion schedules are set up long 


enough in advance so that our ma- 
terials planners can have the neces- 
sary parts on hand before assembly 
begins, with a short storage time. 
In this way, we get maximum turn- 
over of inventory. 

The controlling record in securing 
a close inventory control and pro- 
duction control is a “schedule re- 
quirements form” or planning chart. 
These are large cards, 11 x 18 
inches, with plastic channels on top 
and bottom for holding inserts. They 
are ruled off into vertical columns 
and horizontal lines. 

A separate column is assigned to 
each lot or shop production order 
number. The model number of the 
merchandise, and the number of 
units to be manufactured, are listed 
at the top of the chart showing the 
scheduled assembly dates in :consec- 
utive date order. Along the left side 
of the chart, 30 lines are provided 
for a listing of the names, numbers, 
routing, and lead time of all parts 
which are to go into the final as- 
sembly. The quantity of each part 
needed to manufacture the assem- 
bly, plus the estimated manufactur- 
ing loss of each model, is shown in 
the appropriate column on the part 
line. Each materials planner has 
“schedule requirements cards” cov- 
ering the parts he controls. 

(Please turn to page 288) 


“Reaction Selling’ 


ALES training traditionally has 

recognized two alternatives in 
preparing salesmen for an interview: 
(1) the “canned” sales talk, which 
may have to start all over again 
from the beginning if interrupted, 
or may fade into stammering in- 
adequacy if no questions, or the 
wrong questions, are asked; and (2) 
equipping the man with facts and 
relying on improvization for their 
use. A new formula, known as 
“reaction selling”, has been ad- 
vanced by C. L. Lapp, Associate 
Professor of Marketing at Wash- 
ington University and a practicing 
sales consultant. 

Dr. Lapp breaks down the sales 
interview into opening remarks, 
keeping the interview going, cinch- 
ing agreement, and asking for the 
order. The important part of his 
method is the analysis of success- 
ful interviews to note the effective 


selling phrases, sentences, and dis- 
courses tested and applicable in each 
of these major phases, and to 
master them for meeting any speci- 
fic question or situation so that they 
may be put together as the need 
arises rather than relying on any 
formal sequence. 

“Salesmen taught in this manner 
will not have to experiment on 
what to say,” Dr. Lapp declares, 
“but will know what to say and 
when to say it. Such reaction selling 
taught with role playing practice, 
will teach the salesman early in his 
career to do the kind of selling most 
good salesmen finally do after years 
of experience. The salesman who 
learns reaction selling does what is 
the best thing to do in each sales 
situation, and keeps on learning, 
from continuing analysis of success- 
ful interviews, what must be done 
as new situations develop.” 
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What makes a good salesman, buyer, citizen? 





EXTROVERT or INTROVERT ? 


By Leslie F. Robbins, Purchasing Agent, University of Colorado, Boulder, Colorado 


OMEWHERE, recently, I read an 

article about introverts and ex- 
troverts. The impression I got from 
what I read was that the world of 
people is divided down the middle 
into those two The writer 
of the article transparently classes 
himself as an extrovert, and arro- 
gates most of 


classes. 


what he considers to 
be the desirable personal qualities to 
that category, while letting it leak 
out that he pities those in the other 
group, who are irretrievably cursed 
with many symptoms of social hali- 
tosis. Well, mebbe so, mebbe so. 

I'd rather not plead guilty to being 
an extrovert, myself, therefore I 
must be an introvert. Mr. Extrovert 
Writer tried to give me an inferi- 
ority complex, but he didn’t entirely 
succeed. 

Extroverts are supposed to make 
good salesmen, perhaps because they 
are difficult to discourage. (Since I 
am a purchasing agent, I almost 
said “difficult—period.”) If I were 
given to the kind of generalization 
which Mr. Extrovert Writer in- 
dulged in, I might draw the conclu- 
sion that if extroverts make good 
salesmen, then introverts might be 
expected to be good buyers. That 
would be contrary to fact. Objec- 
tivity is one of the attributes which 
the effective buyer must not be 
without. When a buyer starts letting 
his personal opinions of salesmen 
sway his purchasing decisions un- 
duly, as compared with his knowl- 
edge of commodity values, he is 
near the end of his usefulness as a 
purchasing agent. 

According to the aforementioned 
writer, introverts tend to be kill- 
joys, selfish, self-centered, super- 
sensitive, moody, overly devoted to 
introspection, and so on and on. 
Now, if I am to be at all effective 
in rebuttal, I should not be, like 
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him, transparent, and in my coun- 
terclaims I should not appropriate 
all of the main virtues for us intro- 
verts while seeing how many brick- 
bats I can pitch at the extros. I am 
not even going to claim, as some do, 
that since extroversion is a charac- 
teristic of youth, introversion is a 
sign of maturity. 

In the first place, I doubt whether 
so sweeping a division of all people 
into two distinct and _ identifiable 
classes is supportable by the facts, 
even if the facts were practically 
ascertainable, which they probably 
are not. It was cavalier of that 
writer to make such broad generali- 
zations which can neither be proved 
nor disproved. Like everybody else, 
he presumably meets people, talks 
with people, lives with people. The 
personalities of different people af- 
fect him in certain ways, and so he 
expresses what to him seems to be 
the evident basis for division into 
two groups. He lives in his own 
world. The fact that there are many 
other worlds about him that differ 
from the world of his perception 
seems to have escaped him. He’s an 
extrovert, all right. 

Some people are (a) selfish and 
self-centered by almost any stand- 
ard; other people are (b) sensitive 
and diffident as compared with what 
might be considered a well adjusted 
personality. But for our writer 
friend to imply that all or nearly 
all of group (a) will also have (b) 
tendencies, may be entirely too rash. 
I know of many cases which, to my 
way of thinking, do not conform to 
any such rule. 

Then there’s the matter of degree. 
There is probably no_ universal 
standard by which to measure the 
intensity of personality traits of any 
and all individuals so as to be able 
to say, “He’s moody,” or “He’s not 


moody.” Most of us have moods, but 
we differ in degree, one as compared 
with another. When I say, “He’s 
moody,” I usually mean that he’s 


moodier than I am—in my own 
opinion. 
We also differ in the type of 


stimulus which will bring on a cer- 
tain mood—say, a fit of brooding. 
Not only that, but it is true that 
substantially the same situation will 
affect us differently at different 
times. 

Most of us have limits to what 
we can take, in the way of being 
pushed around. Some persons reach 
that limit quickly, while others or- 
dinarily have a greater degree of 
resilience. If Mr. Extrovert Writer 
had happened to be an observer just 
when “introvert” Abercrombie blew 
his top at the office, he may not have 
known that that was the day Mrs. 
A showed him the bill for the new 
fur coat, Junior wrecked the car, 
Susie ran away with a college soph- 
omore, and he just learned that his 
secretary had failed to mail his in- 
come tax return before the deadline. 

Mr. Writer tut-tuts us introverts 
because we don’t readily borrow or 
lend. Well, maybe we’re not in such 
bad company, at that. Mr. W. Shake- 
speare, you will recall, has Polonius 
say to his Laertes, in litera- 
ture’s most classic piece of paternal 
advice, “Neither a borrower nor a 
lender be.” What’s more, the im- 
mortal bard shows himself to be a 
pretty fair psychologist by going on 
to give an objective basis for that 
counsel—you'll probably lose both 
the loan and the friend. 

Extroverts are supposed to be 
easy-going, if anybody knows just 
what that means. But there usually 
comes a time when being easy- 
going just doesn’t go. There are situ- 
ations which call for firmness. When 


son 


Q9 








it point is reached and recognized 
nd acted upon, and if it is our Mr. 
Extrovert Writer who happens to be 
t one who is brought up short 

ith a firm hand, I can hear him 

w, muttering contemptuously, 
Damned Introvert.” 

No doubt, there are people who 
ire too introverted in their ten- 

neies, and others who lean too 

toward the other extreme. More- 
er, I'll concede that almost all of 
have our extroverted moments 
ind our introverted intervals (but 

t with anything approaching con- 
sistency). To whatever extent those 
endencies do classify us, we can 
scuss their attributed pro and con, 
d I, for one, do not believe that 

finger-pointing will be a one- 
way proposition. 

Mr. Extrovert Writer’s action in 

awing up such an_ indictment 
(albeit paternal in tone) shows that 

Extroverts now have a union; 
they are in business as a group; 
have a spokesman. Now the 
ight is out in the open. Now we 
troverts have been fired upon, and 
we can shoot back. They asked for 

All right, fellow introverts, let’s 

the range. 

We've already mentioned the bor- 
»wer. Boy! Is he ever extroverted! 
Maybe he’s a good lender as well— 
sometimes; but he’s sure one poor 
payer-backer. And there’s that one 
who stands and blocks the doorway 

the crowded sidewalk, or who 
holds up the queue at the only tele- 
phone booth, or talks back to the 
picture at the movie, or sings or 
whistles with the professional music, 

) matter how many daggered looks 

me his way from the sufferers 
ibout him. These, my friend, are the 
extroverts. 

Some extroverts build an almost 
mpregnable wall of extrovert out- 
on life about themselves. To 
lint to them, even broadly, that 
some of the things they do bring 
pain and anguish to those who have 
to live with them and work with 
them is like saying “pretty please” 
to a Missouri mule. It just doesn‘t 
communicate. They have to be hit 
by a ten-ton truck before it regis- 
ters. I know one extrovert with 
mpeccable intentions who had to 
be told bluntly to desist from visit- 
ing a sick friend at the hospital 
because the visits were disturbing 
the patient. These are just mild 
samples. 

But a war of attrition or recrimi- 
nation between the Extros and the 
Intros doesn’t promise much in the 
way of a gain to anybody unless, 
perhaps, it shows each of the com- 
batants some of the weaknesses of 


| 0k 


100 


his own position. Extremes in either 
extrovert or introvert tendencies 
yield little profit except possibly 
for those few persons with outsize 
complexes who become recognized 
as geniuses, whose eccentricities and 
excesses are overlooked or excused. 
I think most of us in-betweeners 
had rather be within shouting dis- 
tance of a normal personality, and 
reasonably easy to live with—if we 
can’t be at the zenith of sparkling 
originality, then neither at the nadir 
of mediocrity. 

To me, the greatest promise for the 
future of mankind is the capacity 
of man to change for the better. 
Growth is inherent in all of nature. 
Why not also in human 





nature? 








“Look at it this way, Bevins. If you're the 
salesman you claim to be, would you be 
having so much trouble selling me on the 
idea of a measly little raise?” 


There may be some differences of 
ideas in the world of religion as to 
the source of the power to change 
men’s lives, but the religions which 
have the stuff to survive have all 
offered a real hope for a change for 
the better. I happen to subscribe 
to a faith which does not believe it 
is necessary to wait for death and 
heaven to experience better human 
relations and more purposeful living. 

The science of psychology is mak- 
ing great progress in its ability to 
dissect and analyze and to classify 
knowledge about human behavior 
and human reactions. It should 
eventually be able to vivisect a 
human personality and subclassify 
it down to the most minute trait, 
tendency, and tender emotion. But 
if psychology stops with analysis 
and classification, it will do human- 
ity a great disservice. Establishing a 
person in a classification tends to 
fasten his category upon him like 
a hobble and give him an excuse 
for not doing better. 

The science of psychology, in my 
opinion, owes society at least two 
things in addition to a facility at 
classification: 





a. to give the assurance that any- 
one (and I do mean any one) can 
do better and ought to do better; and 

b. to afford the individual some 
of the intellectual, moral, and spir- 
itual gumption by which to do 
better. 

Surely the one unpardonab‘e sin 
is that of failing to do as well as one 
is capable of doing, for that margin 
of failure is territory lost, and lost 
forever—lost to the individual and 
to society. 

There are several interpretations 
of the phrase “the last frontier.” To 
some, it is the field of technical 
development; to others it is the need 
for social reform. To me, the last 
frontier is the great unexploited 
realm of latent, personal, individual 
capacity to live more purposeful 
and productive lives in terms of 
long-range (some say “eternai”) 
values. 

I should think that the prerequi- 
sites of persona-ity progress would 
include, first, an acknowledgment 
of a lack—and I mean by this a 
real consciousness of real shortcom- 
ings, not just a nod in the direction 
of becoming modesty nor just a 
“nobody is perfect” attitude. Next, 
a real desire to do a more effective 
job ef living and working. It is a 
part ot my philosophy that we are 
placed here to be productive of 
service to humanity in general, and 
to those about us in particular, and 
that the only way we can justify 
having been given the gift of life 
is that we leave the world a little 
better place than we found it. 

That is the obligation side of the 
picture. There is another and per- 
haps a more appealing side: the 
desire for approval. Most of us want 
to be liked rather widely, or at least 
by those whom we like and admire. 
Both of these motives tend to impel 
us in the right direction—one pull- 
ing, the other pushing. We simply 
need to learn how to release the 
natural psychological forces that are 
begging to be used on our behalf. 
The least we can do is to turn more 
of our attention outward, toward 
others, and have less concern in- 
ward, toward ourselves. 

Perhaps the psychologists can tell 
us how best to do these things. They 
will be pretty good if they can im- 
prove on the precepts of the Golden 
Rule, the Apostle Paul, and Dale 
Carnegie. 

Let’s see, we were talking about 
extroverts and introverts. Well, I 
really believe that both of those 
parties could do better, and all the 
rest of us in between. Suppose we 
call a truce and all take a good look 
into a candid personality mirror. 
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most of the 189 industrial executives polled by the 

! ional Industrial Conference Board expect business 
be conducted on a more competitive basis, most of 
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fty-nine per cent of reporting, executives in a wide 
variety of industries predict that dollar sales 
(billings) in the second half of the year will exceed 
those for the second half of 1952. Although 30% re- 
port inventories higher as a per cent of sales than 
a year ago, 39% have lowered their inventory-—sales 
ratios, while there has been no change in the remain- 
ler of the companies represented. Almost half of the 
firms expect to reduce inventories in relation to 

luring the next half year. 
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YEAR % OF CHANGE IN 
ATEST 
LATES LNei@) MONTH YEAR 
Industrial Production Index ........................ 1935-39100 241 24] 204 0 + 18.1] 
Steel Production (Weekly) ................ceeeees 000 net tons 2.169 2.226 316* 2.9 -+-583.2* 
Klectric Power Production (Weekly) ........ mil KWH 8.096 8.096 6.987 0 +. 15.9 
Hituminous Coal Production (Weekly) ...... OOO nettons 6,860 9,125 5.177 24.9 32.5 
Auto, Truck & Bus Output (Weekly) .......... units 156.662 125.264 61,671* +25.6 +154.0* 
Petroleum Output (Daily Average) ............ OOO bbls. 6.396 6.318 5.984 + 1.2 + 6.9 
* Strike period 
] 947 49 — 100 A Federal Reserve Board 000 Cars 
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Dept. Stores Sales Index (Fed. Res.) .......... 1935-39100 92 | 


li 63 
Commercial Failures (Dun & Bradstreet) ..... no. 139 217 156 
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52 '53 
MONTH YEAR % OF CHANGE IN 
pret eet Reto AGO MONTH aN: 
All Commodities (BLS} ... 1947-49—100 109.4 109.8 111.2 0.4 1.7 
Farm Products ..:.................. 1947-49100 95.3 97.9 107.2 2.7 11.2 
Metals & Metal Products .... . 1947-49100 126.8 125.4 121.1 + 1.] + 4.7 
Structural Products ................ 1947-49100 117.9 117.1 113.8 + 0.6 + 3.5 
Steel Billets (Pittsburgh) ... . net ton $62.00 $59.00 $56.00 + 5.0 + 10.7 
Steel Scrap. heavy melting. Pitts . net ton 17.50 40.50 39.50 +-17.2 + 20.2 
Copper, electrolytic ..........0....... ic, 293 1-30 .2934—.30  .241 2 0 + 22.4 
Rubber (rib-smoked sheets) .............. . |b. 237 243% 308), 1.2 - 24.0 
: Federal Reserve Boord 
bil $ erve Boo 
— dowel ~~. >= 
30 4 _ ~. - ee aa = 
Li > a OF ee ee ee le we? 
ene’ Currency in Circulation 
- aa Mi 
——™ Federal Reserve Credit 
24 
22 a ee ee re = = | sae B88 § =e! = = = & Seerer 
| Aug Sept Oct Nov Dec Jan Feb Mar Apr May June July 
2 ‘53 '53 
YEAR % OF CHANGE IN 
ind AGO MONTH YEAR 
Stock Prices (Standard & Poor’s) ................. 1926——100 192.0 188.6 199.8 + 1.2 3.9 
Bank Clearings (New York) ...... . mil $ 8,277 8.050 8.732 1.3 9.2 
Federal Reserve Credit .....0............ccceceeeee . mil $ 25.923 25.741 24,671 + 0.7 + 5.0 
Currency in Circulation ............. . mil $ 30.163 30.003 28,988 + 0.5 + 4.0 








in| no 8) B) So) 18) | 1 3 


Price Movements Still Uncertain; 


No Great Break Foreseen 
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Commodity prices generally set no specific pattern during the past month. Despite the 
rise in crude oil prices. a number of major suppliers on the east coast cut back prices of 
distillate fuel oils and kerosene. Tin fell to its lowest price level since July “50. Agricul- 
tural commodities showed some strength. but a decline in processed food prices kept the 
overall index for farm products and processed foods down. As peace in Korea appears 
more probable, there are some fears of a substantial break in prices 


but there is an 


equal amount of expert opinion that the impact of such a welcome event will have no 
great debilitating effects on commodity markets. 
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HIGH-LOW MARKET OFFERINGS 
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Valve of Manufacturers’ Sales 
Seasonally Adjusted 
(Millions of Dollars) 


Manufacturing industries . 
rable goods industries 
Petemaryy GUGOGNS 2 ccc ccc cme crc cc cceceseces 

Fabricated metals 

Electrical machinery 

achinery (except electrical) 
Motor vehicles & equipment 


Transportation equipment (exc. motor vehicles) se 


Furniture and fixtures 

Lumber products (exc. furniture) 
Store, clay and glass products . 
Professional, scientific instruments 
Other industries, incl. ordnance 
»ndurable goods industries 

Food and kindred products 
Beverages ° : 
Tobacco products 

extile-mill products 

Apparel 

eather and products ...... 
Paper and allied products ... 
Printing and publishing 
Chemitals and allied products . 
Petroleum and cecal products... 
Rubber products 


is 


Book value of Manufacturers’ Inventories 
Seasonally Adjusted 
(Millions of ee 


vrable goods industries 
Primary metals 
Fabricated metals 
Electrical Machinery ... 
Machinery (exc. electrical) 
Motor vehicles & equipment 
Transportation equipment (exc. motor vehicles) 
Furniture and fixtures 
Lumber products (exc. furniture) 
Stone, clay and glass products 
Professional, 


scientific instruments 
Other industries, incl. ordnance 
ondurable goods industries 
Food and kindred products 
Beverages 
Tobacco products 
Textile-mill products 
Apparel 


Leather and oroducts 
Paver and allied products 
Printing and publishing .. . 
Chemicals and allied products 
Petroleum and coal products 
Rubber products 









Manufacturers’ New Orders (Adjusted) 
All Manufacturing industries 





Sales, Inventories and New Orders 





1952 














1953 

May January February March April May 
23,247 24,292 25,170 25,469 26,838 26,314 
11,328 12,195 12,828 12,821 13,490 13,263 
1,934 2,082 2,115 2,150 2,296 2,234 
1,197 1,397 1,481 1,446 1,589 1,480 
1,069 1,256 1,341 1,347 1,316 1,380 
2,033 2,138 2,204 2,137 2,224 2,134 
1,812 2,068 2,164 2,241 2,344 2,342 
817 817 837 786 878 877 
336 305 315 361 373 379 
642 721 766 717 800 767 
509 509 571 585 538 576 
297 312 311 331 365 360 
684 590 723 719 766 734 
11,918 12,097 12,342 12,648 13,348 13,050 
3,312 3,211 3,314 3,480 3,674 3,524 
568 478 465 570 576 632 
311 306 333 325 327 311 
1,148 1,108 1,113 1,127 1,345 1,260 
1,121 1,046 1,038 1,036 1,176 1,143 
274 299 307 292 299 326 
630 736 722 718 720 712 
720 725 754 754 782 775 
1,566 1,667 1,715 1,767 1,808 1,820 
1,846 2,014 499 510 2,146 2,050 
424 507 496 n.a. 


43,144 
23,595 
2,909 
2,432 
3,133 
5,525 
2,674 
2,177 
566 
1,040 
926 
748 
1,466 
19,550 
3,486 
1,321 
1,704 
2,735 
1,543 
575 
1,039 
751 
2,973 
2,544 
878 


43,766 
24,392 


2,566 


19,374 


915 


43,848 
24,480 
3,080 
2,420 
3,137 
5,445 
3,050 
2,609 
544 
1,076 
890 
808 
1,422 
19,368 
3,378 
1,184 
1,738 
2,618 
1,683 
534 
992 
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45,048 
25,421 
3,140 
2,566 
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Non-farm industries employment increased due to 
upswing in Spring construction. Decline in employ- 
ment in manufacturing was less than usual. 
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May personal income rose to March levels after 
slight slackening in April. Salaries and wages con- 
tinued their pattern in steady upward trend. 
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Average earnings show overtime is still widespread 
in manufacturing industries. Wages do not yet reflect 
increases to steel, auto workers. 
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Automobile loans continued to account for major 
portion of gain in total instalment credit—a dollar 
total of 429 millions in month of May. 






















THE PULSE OF BUSINESS 


Straws in the Trade Wind 
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LASEI - of i lave been on lowngrade in the Chi- 
cago area for veral months and prospects aren't getting any 
brighter. That's the consensus among members of the Business 

survey Committ: the Purchasing Agents! Association of Chi- 
cago. "In view of good volume and high BE pe A the group's 
latest repor ids, "profi hould b igher, but boosts in 
steel prices * 1 wage l not allow for more profits 
as competition becom r." 

slP. Ri AGAIN I national product continues upward, with a 
record high indicated for this year. Total value of goods and 
services in the irst quarter of 1953 was running at an annual 
rate of $363.); bi’lion. G.N.P. in 1952 $343 billion, the 
highest figure recorded to that time and 52% over the 1951 
total. Ten years before, in 1942, value of the gross national 
product was $161.5 billion. nee ry estimates for the 
second quarter, according to the ional Industrial Confer- 
ence Board, show a further rise to 8368 billion. "But," says 
the Board, "the figures suggest that inventory is becoming an 


increasingly bearish factor in the short-term business 
look." (Note; Figures above are revisions of earlier 
JOBLESS FEW IN '52 — Unemployment last year dropped to a new 





out- 
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postwar 





low, according to figures just released by the Bureau of the 
Census of the Department of Commerce. nly 1.7 million were 
out of work, compared with 1.9 million in 1951 and 3.1 mill- 
ion in 1950. Total civilian employment in 1952 remained at 
record levels, averaging 61.3 million for the year 
ALUMINUM OUTPUT CONTINUES CLIMB -— Primary aluminum production in the 
_ United States set another monthly record in May with a total 
210,953,111 pounds. This topped the previous high, set 
in March of this year, by about two million pounds, and was 


31% over the May, 1952 output. 

STEEL SHIPMENTS SOAR Total shipments of 
products by steel companies in May 
record, exceeded only by the amount 
ing to American Iron & Steel Institute. 
total for five months this year to 35,] 
of 3.7 million tons or 11.7% over the 
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the second straight month. 
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Service lifts the sales percentage 





CUSTOMER MAINTENANCE 


.....€ Salesman’s Challenge 


By Cason Rucker, Sales Engineer, Lovisville Drying Machinery Unit, Process Equipment Division, General American Transportation 


Corp., Louisville, Kentucky 


GOOD customer is like a fine 
yee of machinery. To take ad- 
vantage of the maximum potentiali- 
ties, both require constant main- 
tenance and attention. However, 
there is in both cases a delicate bal- 
ance to be maintained in the type 
and frequency of the maintenance 
that is applied. 

There are some salesmen whose 
whole philosophy and approach are 
based on the query: “Do you want 
to place an order today, Mister?” 
To be successful with this technique, 
the salesman must have.a fine sense 
of timing and a long pair of legs— 
the timing to be sure that he is 
making adequate calls without be- 
coming a nuisgnce—the long legs to 
enable him to make many calls. That 
sort of selling is based almost en- 
tirely on the law of averages, with 
no particular thought being given 
to any one account. 

Even though all selling is pri- 
marily based on percentages, it is 
still possible for the salesman to 
weigh his percentages to improve 
results, and to receive a volume of 
orders entirely out of proportion to 
the number of calls made. This is 
accomplished when the salesman 
considers himself as a consultant 
first, and only then as a salesman. 


The Salesman-Consultant 


A consultant will learn the needs 
of his customer and base his sales 
approach on satisfying those needs 
with his product. If his product will 
not satisfactorily answer the need, 
he will be the first to admit it. But 
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he will not stop at this point—he 
will make alternate suggestions. 
Then, regardless of who makes the 
sale, it will be as a result of his 
advice and he is the one who will 
receive the real credit— not in the 
immediate sale, but in the building 
of a sound and receptive customer 
relationship. Sometimes he will even 
talk himself out of a sale by show- 
ing how existing equipment in the 
plant can be remedied or improved 
to perform satisfactorily at a con- 
siderable over-all saving to the cus- 
tomer. Such credit invariably pays 
off in future sales, either to this 
particular customer or to the cus- 
tomer’s friends. 

This suggestion applies not only 
to cases where the salesman’s own 
equipment or product is concerned. 
A voluntary service call to improve 
the performance of a competitor’s 
products — particularly when the 
competitor could not solve his own 
problem—can make a lasting friend 
of a customer. Once the consultant 
approach has been made, an impres- 
sion has been created that will not 
be forgotten—partly because of the 
effort itself, but, more importantly, 
because very few salesmen work 
that way. The problem then is to 
make sufficient calls, either in per- 
son or by letter, to satisfactorily 
maintain that contact without allow- 
ing it to cripple the rest of the sales 
schedule by using up a dispropor- 
tionate amount of time that logically 
belongs to cultivating other cus- 
tomers. 

The consultant approach eventu- 


ally brings a salesman so closely to 
the actual operations and policies of 
a customer that a complete feeling 
of mutual confidence is built up. 
This confidence will often bridge 
over the involuntary neglect of 
maintaining the routine of calls that 
had been set up as being most ex- 
peditious. Nevertheless, when such 
delays are occasioned, it is good 
sales practice to maintain the con- 
tact on schedule, either through let- 
ters or by telephone. 

Every call or contact should have 
a purpose. One very satisfactory 
method is to pass on to customers 
new ideas to help their operation. 
However, no matter how big or im- 
portant the customer is, the sales- 
man must never violate the confi- 
dence of another customer. Pri- 
marily, it is unethical. Furthermore, 
it is a practice that can easily de- 
stroy its own purpose. It takes only 
one or two such slips to make the 
customer who receives such infor- 
mation wonder how many of his 
own secrets are being passed along 
to others. That is the end of a rela- 
tionship as trusted consultant. To 
advise successfully, the salesman 
must have the facts, and one who 
is known as a “Big Mouth” is sel- 
dom given access to such facts. 


Live Prospects 


All salesmen remember the easy 
sale that was made as the result of 
a blind call or the chance meeting 
with a party who happened to be 
interested in the salesman’s type of 
product at that particular moment 
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However, 


that’s coincidence. To 
maintain a consistent series of sales 
over a period of time, the one es- 
sential is a good working list of live 
prospects. 

By “live prospect” is meant a 
prospective customer who may pur- 
chase the product, either tomorrow 
or twenty years from tomorrow. The 
best prospect is a satisfied customer, 
for then the salesman stands an ex- 
cellent chance of being called in on 
both plant expansions and eventual 
replacements. In addition, the satis- 
fied customer is sure to tell others 
of his satisfaction with a product. 

To gain a satisfied customer, the 
salesman must make sure that his 
product behaves as well or better 
than stated in the sales talk. The 
performance promise and guarantee 
must be fully understood at the time 
of sale, and stated in writing. To 
insure such performance, the cus- 
tomer must be given every assist- 
ance to make sure that the product 
is installed correctly, and be fully 
instructed and trained in the correct 
method of operation. Many com- 
panies supply free “installation 
check-up service” to insure trouble- 
free operation. In accomplishing 
these objectives, a close feeling with 
the men “on the floor” is often de- 
veloped. This can be of considerable 
assistance in the future, in case any 
types of “bugs” should develop in 
the equipment and its operation. 


Follow Through 


The salesman, however, cannot 
be responsible for all contingencies. 
The customer, after having received 
the benefit of first class equipment 
and full instruction, must on his 
own part use good judgement in the 
installation, operation and main- 
tenance of the equipment. Such an 
understanding. at the outset, will 
often avert future misunderstanding 
and bitterness. 

It is sometimes difficult for the 
salesman to keep his feet on the 
ground and talk that way when hot 
yn the trail of an order. However, 
it is a challenge to him to make the 
sale without becoming overly opti- 
mistie about the product when he 
feels that such promises will result 
in an order. This is particularly true 
since, once the order has been 
placed, he is prone to be racing off 
after another order with no thought 
of sweeping the loose ends together 
himself. 

Such “one shot” or “hit and run” 
selling can be effective, but it com- 
pletely destroys itself on repeat 
ealls. In spite of all understandings 
at the time the order is placed, it is 
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still the salesman who shoulders the 
burden of the proof. He must in- 
variapiy do his best to adjust any 
troubles to the satisfaction of the 
customer. He must not let himself 
get into the position of “the corpse 
who had the right of way”. 

Once the customer is fully satis- 
fied with his purchase, it is the 
salesman’s job to start thinking of 
the day when the customer will ex- 
pand or replace his present facili- 
ties. Periodic check-up calls will 
maintain this feeling of satisfaction. 
Any performance troubles must be 
immediately straightened out. 

News of trouble gets around. It 
is equally true that news of a satis- 
factory installation usually travels 
like wildfire through an industry. 
It frequently happens that a num- 
ber of orders from competitors of 
the original customer are received 
as a result of the original installa- 
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“Bases loaded—two men out—two strikes 
and three balls on the batter. Now here 
comes the pitch—” Click! 


tion. It is sound selling to canvass 
the entire industry after making a 
sale, particularly if the equipment 
in question has been foreign to that 
industry in the past. In a number 
of cases, it is good policy to spend 
more time and to make extra efforts 
to secure an initial installation as a 
means of opening up a new poten- 
tial market. 


Old Customers—New Customers 


Satisfied customers are the back- 
bone of a sales department and pro- 
gram. Experience has shown, how- 
ever, that no matter how good a 
selling job has been done, aggressive 
competition will still absorb some of 





these old friends, for a variety of 
reasons—reciprocity arrangements, 
unknown and therefore unadjusted 
complaints, and (let’s face it) the 
merits of competitive products. 
Therefore a growing organization 
must be constantly enlarging its live 
prospect list and following it up 
punctually. 

This is done by intelligent and 
aggressive sales promotion and by 
means of personal calls and other 
contacts. Where sales territories are 
comparatively small, such follow- 
ups and “door bell ringing” can be 
done personally. A wide awake 
home office sales department can be 
of infinite help by passing along 
specific leads and by keeping the 
various territories informed of 
trends that become known to them 
on a nation-wide scale. 

Where a sales territory is too 
large for routine “smoke stack chas- 
ing” to be effective, the seller must 
lean more heavily on trade maga- 
zines, newspapers, sales letters, old 
customers, old prospects, inquiries, 
and an active imagination, to build 
up and maintain a live prospect list 
of adequate proportions. 

Consistent, widespread advertis- 
ing is essential. It usually helps to 
send personal letters as well. These 
letters should contain not only the 
institutional message of “We are a 
reputable company and solicit your 
business,” but also specific ideas as 
to how the customer can benefit 
himself. A description of product 
improvements, added features or 
performance records, or improved 
operating instructions, may be the 
entering wedge, for these call at- 
tention to new values and oppor- 
tunities for the prospective buyer. 
This can be done in the form of a 
preprinted sheet enclosed with the 
follow-up letter. Mail order houses 
accomplish this with “Between Sea- 
son Catalogs” and offers of special 
buys. All of us, being human, get a 
thrill out of unexpected assistance 
or of thoughtful attention to our 
own problems—even from a sales- 
man—and such enclosures frequent- 
ly pay off. 

These basic methods also allow 
the salesman to present his own 
progressive design improvements 
and product advantages to those in 
the field who are most likely to be 
interested. It is surprising how fre- 
quently dead prospects come back 
to life, and a consistent routine fol- 
low-up will often dig them up. 

New fields must be constantly ex- 
plored. A top grade salesman is one 
capable of digging up business 

(Please turn to page 292) 
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Greater efficiency at lower operating cost 





New Developments in 
Materials Handling Equipment 


By W. G. Hildebrand 


ATERIALS HANDLING in 
connection with receiving, 
storing, production and_ shipping 
operations, is a necessary part of 
industrial activity in every manu- 
facturing concern — and one of the 
major activities, since it represents, 
according to reliable industry esti- 
mates, as much as 25% of produc- 
tion payroll costs. Thus the problem 
of reducing these expenditures of 
manpower, time and money by more 
efficient methods and better equip- 
ment has become a vital considera- 
tion to all companies, big and small. 
The science of materials handling, 
seeking the most effective and eco- 
nomical methods possible from the 
time the loads enter the plant as 
either raw material or purchased 
components, throughout their many 
moves within the plant and until 
the finished product is actual'y 
placed within the outgoing carrier 
on its way to the customer, is being 
given more and more attention by 
management. The development and 
production of handling devices and 
equipment is a very substantial in- 
dustry in itself. Much progress has 
been made, and is constantly being 
made, in this field, and progressive 
management can ill afford to fail to 
give close attention to the many new 
developments and refinements which 
become available to industry each 
year. 

Since materials handling is one 
of the areas holding great possibili- 
ties for cost reduction, cost-con- 
scious purchasing agents are par- 
ticularly interested.. They had an 
ideal opportunity to closely survey 
and inspect the latest models of 
equipment during the Fifth National 
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Dramatic demonstration of the Yale Hydro Sky Lift truck at the Fifth Materials Handling 
Exposition in Philadelphia. As the truck was being delivered to Convention Hall, Miss 
Frankie Salmon of Germantown used it to hand a couple of tickets to the show to a friend 
in an upper story of the Commercial Museum next door. 
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ree of the new industrial 
rk lift trucks introduced 
the Materials Handling 
xposition — Automatic 
Transportation Company's 
Dynamotive”, Baker-Rau- 
lang Company's “Gas-O- 
Matic”, and Clark Equip- 
ment Company's “Fork 
Truck of the Future”. 
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Over-all view of the 
main floor of the Expo- 
sition, showing the wide 
variety of modern ma- 
terials handling equip- 
ment on display. 


Materials Handling Exposition re- 
cently held in Philadelphia. 

The keen interest in this field was 
attested by the fact that the Show 
played host to more than 25,000 in- 
dustrial men from 40 countries dur- 
ing its five-day run. Equipment 
valued at more than $10 million was 
on display in 350 exhibits, and more 
than 3,000 materials handling ex- 
perts were on hand to demonstrate 
the newest techniques. 

The American Materials Handling 
Society, an organization composed 
of users of such equipment, con- 
ducted a series of workshop semi- 
nars in connection with the expo- 
sition. The sessions, which covered 
five basic aspects of materials han- 
dling, permitted each visitor to 
spend up to nine hours in a work- 
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shop discussion of a single aspect 
of his work, or to divide that time 
among a variety of the topics. The 
five topics, each of which was the 
subject of a three-hour seminar on 
each of the three days, were: 
Handling in Process 
Warehousing and Shipping 
Packaging for Improved Handling 
Bulk Handling 
Requirements for 
Study, and Analysis. 


Lift Trucks 


Among the new materials han- 
dling products shown at the expo- 
sition was a radically new fork lift 
truck developed by The Baker- 
Raulang Company, Cleveland. The 
new truck, called the “Gas-O- 
Matic”, achieves many of its operat- 
ing advantages through a unique 
transmission system that needs no 
clutch nor gear shift. It provides 
unprecedented fuel economy, 
smoothness of acceleration, ease of 
maintenance, safety, and operator 
convenience. A month-and-a-half 
trial of a test model of the new truck 
showed a gasoline saving of about 
30%. Baker engineers explain this 
economy by pointing out that the 
Gas-O-Matic’s engine is always op- 
erating at optimum rpm. 

Another new industrial truck in- 
troduced for the first time at the 
exposition by the Automatic Trans- 
portation Company, Chicago, is 


Organization, 


called the “Dynamotive”. It is 
America’s first gas-powered indus- 
trial truck with an electric trans- 
mission. It features infinite-step 
electric transmission, eliminating the 
need for torque converters, clutch, 
overdrive mechanisms, and gear 
shifting, thereby slashing “down- 
time” hitherto associated with the 
use of gas trucks. 

Automatic Transportation Com- 
pany launched a “Profit through 
Savings” program with the intro- 
duction of two other new pieces of 
equipment in addition to the Dyna- 
motive. These included a new line 
of “Standard Skylift” battery-pow- 
ered trucks, and the “Transveyor 
Stacker”, one in a series of electric 
lift trucks expressly designed for 
narrow aisle operation to increase 
effective storage space. 

Allis-Chalmers Manufacturing 
Company, Milwaukee, exhibited 
what is said to be the world’s largest 
tractor, weighing 41,000 pounds and 
having 175 net horsepower. 


New Type Tire 


The Innacush solid tire for field 
change-over purposes was shown for 
the first time at the exposition by 
the United States Rubber Company, 
New York. The new units will be 
offered initially in three sizes, to 
renlace ten sizes of existing indus- 
trial pressed-on solid and pneumatic 
tires. The Innacush is designed for 


One of the heavy duty jobs performed in bulk materials handling by the Allis-Chalmers HD-5G 
diesel-powered crawler tractor with front-end shovel—cleaning up slag in a steel mill. 
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a split wheel that is tapered to 124° 
and is slightly larger than the tire, 
so that there is maximum compres- 
sion when the wheel is bolted to- 
gether. The demountable solid tire 
can be changed in ten minutes or 
less; there is no need for carrying 
extra wheels; there are no pressing 
charges; no _ special training is 
needed for maintenance men; and 
down time is virtually eliminated. 

Twelve items of materials han- 
dling equipment were exhibited by 
the Clark Equipment Company, 
Battle Creek, Michigan. New equip- 
ment shown included the X-70 
“Fork Truck of the Future”, which 
features a fully automatic drive, a 
streamlined body and lighter frame, 
adjustable automotive-type _ seat, 
counterbalanced hood, and greater 
accessibility for maintenance work; 
“Hydratork Drive”, which is a sim- 
ple, rugged unit for gas-powered 
fork lift trucks combining an adapta- 
tion of the power-multiplying torque 
converter widely used in the auto- 
motive field, with a greatly simpli- 
fied forward-reverse transmission; 
LP-Gas powered fork trucks, which 
include a simple modification of the 
engine and installation of a compact, 
field-tested conversion unit to adapt 
standard gas-powered trucks for 
LPG operation. 

A new heavy duty combination 
strapping unit centered around a 
new low-cost stationary dispensing 
reel was introduced by A. J. Gerrard 
and Company, Chicago. The equip- 
ment handles bundling, palletizing, 
crating, and carload bracing with a 
simplicity and ease of operation that 
can effect substantial reductions in 
time, labor, and material. 

One or two men can work safely 
and quickly at otherwise inaccessible 
overhead jobs with an ingenious at- 
tachment on a Yale crane truck, 
shown for the first time at the expo- 
sition by the Yale & Towne Manu- 
facturing Company, Philadelphia. 
Basically, the Yale “Hydro Sky Lift” 
is a gigantic articulated arm which 
can lift 500 pounds from the floor 
and hold it at any point within the 
upper half of a sphere 26 feet in 
radius, measured from the pivot 
point of boom attachment. From the 
Yale crane truck which serves as 
its solid base, it can stretch to a 
working height 34 feet from the 
ground and provide an absolutely 
stable platform in a complete hori- 
zontal circle. The Hydro Sky Lift is 
mounted on a heavy duty chassis 
equipped with specially designed 
hydraulic over-the-side outriggers 
for stability even when the boom is 
fully extended. 


113 


—— 




















| Getting goods delivered the way you want them 








Specifications for 


By Dewitt Haines, 


ing Agent 
11 Tool Products Corp. 
yeles, California 


[E importance of good packag- 
ng methods and materials is 
known and accepted in most 
industries today. Few, if 
reputable and progressive 
ifacturers undertake to produce 

| market a new product without 
attention to the question of 
the merchandise can be most 
tively readied for shipment to 
customers. Great strides have 
made in developing packages 

t protect even the most awkward 
fragile products from damage in 
isit, and keep shipping weights 
| costs to the practicable mini- 


Yet many of the packages received 
the average industrial plant are 
tinct liabilities — from the cus- 
r’s point of view, at least. The 
lor is concerned with getting 

e shipment safely to the customer’s 
eiving platform. But for the 
tomer, that’s not the end of the 
te. He has the job of getting the 
1aterials into the stockroom or to 
production station, which in- 
lves problems of handling, un- 
icking, and storage. If it is too 
ll, there’s a hazard that it may 
mislaid or overlooked while pro- 
tion lines are waiting. If it is 

» large or too heavy, and appro- 
ite handling equipment is not 
ilable, many hours of time may 

be consumed in the process of trans- 
ng the package and its contents 

mm the receiving department to 
storage or production station. If 

s of unusual size or dimensions, 
ere may be problems of storage 
equiring deviations from an orderly 
stem of stores location. If it has 


Incoming Packages 








Most modern factories make extensive use of materials handling and conveyor equipment. 
If incoming packages of purchased materials and parts can be coordinated to fit in with 


such systems, much rehandling of stock can 
duction time may be gained. 


been sealed or assembled with some 
new-fangled gimmick which the re- 
ceiving people haven’t previously 
encountered, so that they “rassle” 
the package open, valuable mer- 
chandise that was delivered in good 
condition may be damaged in the 


be eliminated and valuable hours of pro- 


process of opening the package. 
Obviously, some of these problems 
must be regarded as an unavoidable 
hazard. Bulk and weight are inher- 
ent characteristics of the particu- 
lar shipment, and there are limits 
to the extent to which these factors 
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can be overcome for greater con- 
venience in receiving. There is also 
the economic consideration that 
packaging costs, which are a part 
of product costs, should not be dis- 
proportionate to the value of the 
merchandise itself. However, the 
writer's experience indicates that 
many of the inadequacies of incom- 
ing packages can be avoided if an 
effort is made to let a vendor know 
what types of packages are desired 

- since, after all, the vendor’s prin- 
cipal purpose in packaging his mer- 
chandise is to satisfy his customers. 

Relatively few difficulties have 
been encountered by our company 
due to vendors’ use of certain pack- 
aging materials or methods, but our 
experience in dealing with the prob- 
lems that have arisen has been suf- 
ficient to prove that a telephone call 
or a letter describing such difficul- 
ties, or a discussion with the ven- 
dor’s representative, can be mutual- 
ly helpful — not only because the 
vendors are conscientiously trying 
to give us the best possible service, 
but also because the problems, as 
often as not, originate in our own 
plant and methods. 

For instance, when we recently 
informed a supplier that our men 
couldn’t open his crates without 
damaging the stampings in the pack- 
age, he sent one of his shipping ex- 
perts to our plant, and we learned 


Left, Few industrial items are too big or too small to be handled 
efficiently where appropriate facilities are available. But it isn’t 
always practical to assume that all customers are equipped with 
specialized facilities for handling all of the varied types of products 
purchased. Right, In-plant handling of materials frequently represents 
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that the trouble was due to our em- 
ployees’ attempts to remove metal 
fittings from the crates like nails, 
with a claw hammer, whereas 
screwdrivers could be used for the 
same purpose with greater speed, 
and without damaging either the 
stamping or the crates. 

While this solution seems almost 
ridiculously simple, actually no 
criticism attaches to our people, for 
the fittings were of a tricky, new, 
patented design adopted by the ven- 
dor to improve and speed up his 
own packaging operation, perhaps 
without too much consideration of 
the problems at the receiving end 
in reversing the process, and a little 
special know-how was _ involved. 
This experience ultimately worked 
to our benefit as well, for in addition 
to saving the cost of damaged stamp- 
ings, the information enabled us to 
work out an arrangement with the 
vendor whereby the undamaged 
crates were picked up for re-use, 
at a considerable saving to our com- 
pany on subsequent shipments. 

In the case of many products, 
particularly on small units that are 
purchased in quantity, the dimen- 
sions of the shipping packages can 
be varied as required or the num- 
ber of units to the package can be 
varied to overcome difficulties in 
handling and storage. For example, 
a ton of bolts can be shipped in one 


very large case or in a dozen rela- 
tively small boxes. Why, then, does 
a supplier pack merchandise in con- 
tainers with weights or dimensions 
that cannot be handled conveniently 
by his customers? 

Simply because he is primarily 
interested in delivering his products 
in good condition at the lowest pos- 
sible cost, and usually has no way 
of knowing what sort of packages 
his customers can handle most 
readily. When this is brought to his 
attention, he is generally coopera- 
tive in arriving at a mutually satis- 
factory solution. Manufacturers of 
goods for retail distribution have 
quite generally adopted packages 
of standard and convenient size to 
facilitate handling, storage, and re- 
distribution, which are recognized 
as prime essentials in this sort of 
trade. This has not been so widely 
recognized in respect to industrial 
bulk products, but there are some 
outstanding examples in this field 
as well. For instance, standard pack- 
aging has been adopted by manu- 
facturers of pole line hardware for 
public utility use, on an industry- 
wide basis, through joint agreement 
by producers and buyers, to the 
benefit of both parties. 

Packaging and shipping costs are 
of course important. But since these 
costs are ultimately paid by the 
customer, why shouldn’t the cus- 


more time and cost than transportation from the manufacturer. 
Many firms find it worth while to maintain detailed scale models 
of their plant facilities as a guide to efficient materials handling. 
The purchasing agent can help by arranging to have materials 
shipped in packages appropriate to production layout and facilities. 























mer have something to say about 
the way his supplies are readied 
for shipment? 

We discussed this question with 
several of our vendors, and dis- 
overed that the latter had no ob- 
jections to packaging specifications 
yn our purchase orders so long as 
the specifications were within rea- 
son, and if we did not mind paying 
any extra costs that might be in- 
curred. Thus, cautiously, we issued 
a few orders with package speci- 
fications to find out whether this 
dea would really be practical. For 
the most part, we confined our test 
specifications to details regarding 
the weights and dimensions of the 
containers to be used in filling our 
wrders, bringing these in line with 
yur own handling and storage facili- 
ties. The results, in terms of both 
“ost and convenience, exceeded our 
most optimistic expectations. 

For example, we had been receiv- 
ing one particular type of die cast- 
ings in very large boxes — approxi- 
mately 6 foot cube. These boxes 
were not excessively heavy, but the 
size did present a serious problem. 
We asked the vendor to ship the 
same quantity in four proportionally 
smaller containers. We realized that 


using four boxes in place of one 
would increase the initial cost of 
the merchandise we ordered, but 
we didn’t know that the increase 
would be so slight, nor that our 
gains in terms of ultimate savings 
would be so great. 

Obviously, we were asking for and 
accepting rather a substantial pro- 
portionate increase in the cost of 
packaging, if you consider that fac- 
tor alone. But distributing this cost 
over the unit delivered cost of the 
merchandise, the extra expense was 
surprisingly low, and this is the 
more logical way to calculate it. In 
this instance, the delivered cost of 
the die castings in the large con- 
tainer was about $2,000, on our re- 
ceiving platform. Using the smaller 
cases, the same quantity shipment 
cost us about $2,020. While we may 
have tripled container cost, as such, 
it amounted to only 1% in the cost 
of the delivered merchandise. We 
have found that this is a fair aver- 
age estimate of the additional cost 
entailed in our program of “pack- 
age reform”; in many cases it is even 
lower than this very modest addi- 
tional margin. 

To offset this, we gained several 
very important savings. The large 


cases had to be unpacked in the 
receiving department and _ were 
manually transferred into stores and 
rehandled in issuing them from 
stores to the production station. The 
smaller boxes were readily han- 
dled with our regular lift truck and 
conveyor equipment, and could be 
issued to the production line in un- 
broken case lots, eliminating two 
stages of rehandling. Altogether, we 
estimate a saving of some 20 man- 
hours in the process of getting the 
contents of the packages to the point 
of use. 

Further, we were pleased to find 
that, in reducing wear and tear on 
our employees, we were lowering 
our ratio of intraplant accidents and 
we reduced damage losses attrib- 
utable to repeated handling by more 
than 25%. 

It’s a simple idea, and it can’t be 
applied to everything we buy. Of 
course we still receive packages that 
are bigger, or smaller, or heavier 
than we would like to have them for 
maximum convenience in handling. 
But we are not complaining; those 
cases are the exception now, rather 
than the rule. And who cares wheth- 
er an idea is 100% perfect if it can 
save an estimated $35,000 a year for 
a comparatively small company? 


Legality of Joint Purchasing 


By Local Political Divisions 


Foe many years, and in many sec- 
tions of the country, local city, 
county and state authorities have 
been trying to save money for tax- 
payers by coordinated or joint pur- 
chasing of supplies and equipment. 

A fruitful opportunity for such sav- 
ings exists, for many of the purchase 
requirements for public services, 
maintenance, and the conduct of 
governmental units are practically 
identical among the several political 
divisions, and while the quantities 
individually required may be rela- 
tively small, they bulk large in the 
aggregate. 

In several instances, counties have 
ruled against such purchasing prac- 
tices, claiming they are illegal, and 
in some cases the matter has been 
taken to court for decision. However, 
it is known that more and more 
such coordinated purchasing is be- 
ing done by villages and towns — 
purchasing supplies for their own 
use by getting bids from suppliers in 
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large lots in order to get the favor- 
able quantity discounts, and later 
dividing the shipments among the 
various political divisions partici- 
pating in the arrangement. 

An attorney representing several 
Wisconsin political divisions has 
made a careful search of the Wis- 
consin statutes to determine the 
applicable rulings on this subject, 
and has found the following statute 
still in effect, with no ruling to the 
contrary covering the state as a 
whole, although some local com- 
munities are known to have their 
own regulations on the subject. 

The state statute in favor of joint 
purchasing appears originally in the 
acts of 1939, as follows: 

WISCONSIN STATUTES, 1939: Sec- 
tion 66.30. LOCAL COOPERATION. 
Any city, village, town, county or 
school district may, by action of the 
governing body thereof, enter into an 
agreement with any other such govern- 
mental unit for the joint or coopera- 
tive exercise of any power or duty re- 
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quired or authorized by statute, and as 
part of such agreement may provide a 
plan for prorating any expenditures in- 
volved. (1939 c. 210) 

This statute was subsequently re- 
vised and expanded in the acts of 
1951, as follows: 

WISCONSIN STATUTES, 1951: Sec- 
tion 66.30. LOCAL COOPERATION. 
(1) Any city, village, town, county or 
school district may, by action of the 
governing body thereof, enter into an 
agreement with any other such govern- 
mental unit or units or with the state 
or any department or agency thereof 
including building corporations created 
pursuant to section 37.02 (3), for the 
joint or cooperative exercise of any 
power or duty required or authorized 
by statute, and as part of such agree- 
ment may provide a plan for prorating 
any expenditures involved. 

(2) Any city, village, town, county 
or school district in the exercise of its 
powers may contract jointly with any 
other city, village, town, county or 
school district for any joint project, 
wherever each portion of the project 
is within the scope of authority of the 
respective city, village, town, county or 
school district. 
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Save money by switching 
from 50% to 73% 


ULSI caustic SODA! 


More and more users, who have been savings realized in switching from 50% to 
buying 50% caustic soda, are following 73% concentration. But, regardless of the 
the trend to 73% concentration. This amount of caustic soda you use, we 
practice is being advanced and advocated suggest you investigate the possible sav- 
by Columbia-Southern because of the ings in your Own operation. 
possible savings in delivered cost by con- Following are examples of annual sav- 
verting to the higher concentration. ings, taken from customers’ records se- 
Naturally, your location and the volume lected at random, who converted to 73% 
of caustic soda consumed determine the caustic soda. 
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We believe it will pay you to look into - 
the savings of buying 73% rather than a 
50%. The services of our technical staff \ 
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Put it in writing—and act promptly 





Can Contracts Be Rescinded? 


By Leo T. Parker 


ME weeks ago I received a let- 
from a reader which read 
substantially as follows: “In a re- 
ent article, you cited higher court 
decisions holding that if a purchaser 
fails to promptly complain to the 
eller that purchased merchandise 
does not equal the terms of a 
iaraniee, or the seller breached 
the sale contract otherwise, this de- 
forfeits the right of the pur- 
chaser to rescind the contract. Is 
this so under all situations? I have 
, difficulty now with a seller who 
broke his guarantee and I want to 
know what I should do. I do not 
ant to lose my rights to rescind 
this contract, and yet I first want to 
see if I can locate the merchandise 
elsewhere before returning it to the 
seller. Can I delay in returning this 
merchandise to the seller without 
losing my rights?” 

The answer is: This purchaser 
should immediately notify the seller 
that the merchandise does not con- 
form with the terms of the guaran- 
tee given by the seller. At this same 
time the purchaser should decide 
whether he will demand the seller 
to take back the merchandise, and 
refund the purchase price, or 
whether he will sue the seller for 
the difference between the purchase 
price and the present actual value 
of the merchandise. The purchaser 
may elect between these two 
courses, as he has either of these 
two remedies. However, if the pur- 
chaser intends to return the mer- 
chandise he should do so without 
any delay, unless he can in some 
manner induce the seller to request 
him to give the merchandise another 
trial, or test. 

Yes, under 


x 


ter 


certain circumstances 
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a purchaser may, without forfeiting 
his legal right to rescind the con- 
tract, delay in offering to or actually 
returning to the seller the subject 
of the sale. Very recently a higher 
court rendered an important deci- 
sion to this effect. I shall review 
details of this unusually important 
decision. 


Legal Principles Established 

For example, in Diebim v. Lind- 
burg Cadillac Company, 250, the 
testimony showed facts as follows: 
One Diebim purchased a new Cadil- 


hills. The testimony showed that 
employes in the seller’s service sta- 
tion could not fix the defect, and 
Diebim sued the seller for damages, 
after keeping the new car for several 
months. 

The higher court awarded Diebim 
$1,848.22 damages, saying that auto- 
mobile dealers, and other sellers, 
always impliedly guarantee that the 
automobile, or other merchandise 
and equipment, is reasonably worth 
the purchase price, and fit for the 
uses intended by the buyer. 

Also, this higher court held that 


IT'S A FINE LOOKING CAR BUT IT eye RUN 
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lac automobile, paying $4,274.23 for 
it. Soon afterward he claimed that 
he discovered that water was leak- 
ing into the oil in the crank case. 
Then he traded this car for another 
new Cadillac paying $1,448.82 and 
the allegedly defective automobile. 
Within a few days he claimed that 
the new car would not properly ac- 
celerate, especially when going up 
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a sales manager has implied au- 
thority to make a special and un- 
usual guarantee to a purchaser, and 
that the sales manager’s employer 
is bound by this guarantee although 
it contradicts the printed contract 
supplied by the employer. This is 
so because in the eyes of the law a 
sales manager is a “general” agent 
and therefore authorized to bind his 
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UT voltage loss 


to a minimum 


IT’S THE LAST WORD in efficient, 
flexible and economical power distribu- 
tion from service entrance to distribution 
center, from generator to switchboard 
and from switchboard to distribution 
center. 

Re-designed, inside and out, to assure 
maximum efficiency, @ High Efficiency 
Feeder Busduct has proven, in actual 
tests, that it will -reduce voltage loss to 
less than 2 volts per 100 feet at 80 percent 
power factor. 

Made for either indoor or outdoor in- 
stallation, this new, more efficient method 
of power transmission has smaller size 
enclosures, less weight, and perforated 
sectional covers — top and bottom — for 
maximum heat dissipation. 

Conductors are insulated with var- 
nished cambric tape and plastic type 
tape for maximum protection. Joints are 
electrosilver plated (by immersion) for 
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with re-designed 


high efficiency 


feeder busduct 


better low resistance contact and secured 
by either two or four brass jam bolts that 
fit into elongated fastening holes to allow 
for expansion, and phosphor bronze- 
cupped washers to maintain pressure. 

The fact that sections can be run either 
vertically or horizontally, up and around 
pipes and other difficult angles and 
through walls, floors and ceilings, makes 
this type @ Feeder Busduct even more 
desirable. 

@ High Efficiency Feeder Busduct is 
available in capacities, from 600 to 4,000 
amps., 600 volts single phase for welder 
service, three phase for power, three- 
phase, four wire service for light and 
power. 

For additional details, consult your 
nearest @ representative listed in Sweets. 
He'll gladly tell you more about this 
modern, more efficient system of power 
and light distribution. 
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employer by any and all contracts 


relating to the department of the 
business he is hired and employed 
to manage. 

Another important point of law 
decided by this court involves the 
right of a purchaser to delay un- 


reasonably in returning unsatisfac- 
tory merchandise to the seller. The 
testimony in this case showed that 
the purchaser kept the new auto- 
mobile in his possession for several 
months before he finally demanded 
the seller to take it back and sub- 
equently sued seller for damages. 

As above indicated, the pur- 


I'LL LET YOU HAVE 5,000 
BUSHELS 








claim 


chaser’s for damages was 
based on evidence and testimony, 
first, that the automobile did not 
conform with the sales manager’s 
verbal statements; and second, and 
most importantly, that a seller al- 
ways impliedly guarantees that mer- 
chandise is reasonably free from 
defects, and also that it is reasonably 
fit for the intended uses of the 
buyer. 

In this case further testimony 
showed that the purchaser took the 
automobile back to the seller al- 
most every month to have the al- 
leged defects remedied, and that 
during these various trips he was 
advised by the seller, and his em- 
ployes, to keep running the auto- 
mobile and that finally the defects 
would be repaired. The court laid 
down this law: Although under 
ordinary circumstances, a purchaser 
is under an obligation to promptly 
deliver unsatisfactory merchandise 
back to the seller, yet the seller may 
extend this usual period by any acts 
or promises designed, intended, or 
which actually do cause the pur- 
chaser to believe that his rights of 
rescission are not being forfeited. 

Still another usual, but still in- 
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teresting point of law is illustrated 
by this decision. Namely, a jury will 
decide the issue when contradictory 
testimony is given by both litigants. 
In this case, although the purchaser 
testified that the automobile would 
not properly accelerate, and that 
often when being accelerated the gas 
would cut off and throw passengers 
forward, yet the mechanics em- 
ployed by the seller testified that 
the poor acceleration simply was 
caused by carbon in the motor, 
which caused the valves to stick. 
Nevertheless, the jury did not fa- 
vorably consider this latter testi- 


HERE'S A FAST BUCK 
I'VE GOT A CUSTOMER 





mony and rendered its decision in 
favor of the purchaser, and to the 
legal effect that the automobile was 
defective and that the seller’s im- 
plied guarantee that the automobile 
would render reasonably satisfac- 
tory service was violated. 

For further comparison, see Mizel 
v. Brown, 231 Pac. (2d) 661. Here 
one Mizel sued a seller for the al- 
leged breach of a sale contract to 
deliver to Mizel of 15,090 feet of 
three-inch line pipe. M:zel testified 
that the seller positively agreed to 
sell and deliver 15,000 feet of the 
three-inch pipe at a specified price, 
but the seller testified that he had 
verbally agreed to sell and deliver 
this quantity of pipe only if he could 
conveniently procure it. The jury 
considered the contradictory testi- 
mony and decided in favor of Mizel. 
The higher court approved the ver- 
dict, saying: 

“Where there is a conflict in the 
evidence on material issues in the 
case, and the cause has been sub- 
mitted to the jury under proper in- 
structions, the verdict and judgment 
thereon will not be reversed where 
the evidence reasonably tends to 
support the verdict.” 


Writing Proves Case 


Generally speaking, no effective 
verbal testimony is possible to be 
presenied which is contradictory to 
writings, or memorandums. 

For example, in Jamestown Com- 
pany v. Haffner, 44 N.W. (2d) 491 
the testimony showed that a verbal 
agreement was entered into between 
a buyer and a seller whereby the 
latter was to furnish and install cer- 
tain materials in a large, old house. 
Some estimates of the cost were 
made by the seller, but no written 
agreement was made. The materials 
were furnished and the system in- 
stalled by the seller according to 
the verbal agreement. Payments 
were made by the purchaser on the 
work as it progressed. Duplicate 
sales and credit slips were mailed 
by the seller to the purchaser, and 
at the end of each month statements 
showing just what the purchaser 
owed were sent to him. 

In subsequent litigation the pur- 
chaser contested the amount of the 
final bill, but the higher court held 
that the seller must pay the full 
amount due, as shown by the sales 
and credit slips. The court said: 

“In the case at bar the evidence 
showed that the defendant (pur- 
chaser) received the original copies 
of the sales and credit slips and 
statements at the end of each month 
showing exactly what they owed 
the plaintiff (seller).” 

This court explained further that 
where any writing is submitted, as 
evidence, it will be given first con- 
sideration and relied upon, rather 
than the testimony of verbal state- 
ments, promises or guarantees. 
Hence, purchasers who desire to 
prepare to win law suits should 
reduce all agreements to writing. 


Moral Wrong Not Sufficient 


A decided disadvantage of pur- 
chasers making verbal agreements 
is that many such contracts are ren- 
dered void by the Statute of Frauds, 
a universal law in all states. 

The fact that a moral wrong is 
involved is not important, in the 
opinion of higher courts. 

For illustration, in Ozier_ v. 
Haines, 99 N. E. (2d) 395, the testi- 
mony showed these facts: A seller 
of corn went to a buyer’s place of 
business and sold him 5,000 bushels 
of corn for $1.24 per bushel. While 
the seller was in the office the pur- 
chaser, relying upon the contract of 
sale, called a grain broker on the 
telephone and resold the grain. 
Later the seller refused to deliver 
the corn and the purchaser had to 
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O measure the true value of component parts, successful 

purchasing agents take these four factors into account: 
1. QUALITY (Salesman’s briefcase). He looks for top quality 
—" parts to increase the saleability of his company’s 
product. 
2. SERVICE (T-square and triangle). He looks for parts backed 
by the most complete engineering service to supplement his 
own company’s engineering skill. 
3. PUBLIC ACCEPTANCE (advertisements). He looks for widely 
advertised parts that enjoy top public acceptance. 
4. PRICE (dollar sign). Finally, as a buyer, he looks at the price 
of the part. 

Price alone is far outweighed in importance by the other 

three—quality, service and public acceptance. This formula 
shows you why: 


— quality + service + public acceptance 


price 





Any way you measure it, Timken® bearings give you the 
best value in tapered roller bearings. They have the highest 
quality, the best engineering service and the widest public 
acceptance. The Timken Roller Bearing Company, Canton 
6, Ohio. Canadian plant: St. Thomas, Ontario. Cable 


address: ‘““TIMROSCO”’. 
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HARD OUTSIDE — TOUGH 
INSIDE. One reason 
for the long life of 
Timken bearings: 
re. fp cones and 
rollers are case- 
carburized to give 
a hard, wear-re- 
sistant surface 
over a tough, shock— 
resisting core. 


ON HAND. To help work 
out bearing mounting 
and assembly prob- 
lems, engineers of 
the Timken Company 
are often right on the 
spot when a product 
using Timken bearings 
is put into production. 





SAYS SALES. Found on the products of more 
than 1000 manufacturers, this Timken bear— 


ing equipped labeltells a 
story of extra value that 
pays off in extra sales. 
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chase corn on the open market 
» higher price. He sued the seller 
cover the difference in price at 
hich the corn was purchased on 
open market and the price at 
hich the seller had agreed to sell 

nim 5 
seller defended the suit on 
that verbal contracts 
olving this amount of money are 
writing. The pur- 
ser argued that notwithstanding 
provision of the Statute of 
ids, the purchaser was bound 
his verbal agreement to sell the 
because he knew that the sell- 
resold the grain in reliance upon 
purchaser’s oral contract. The 
haser also alleged that it was 
custom to buy and resell upon 
strength of oral contracts, and 
it the seller was well aware of 

is custom. 

[he higher court held the seller’s 

bal contract void, saying: 

While it is true that law will not 
allow the Statute of Frauds to be a 
shield to shelter a fraud, the breach 

a promise which the law does not 

egard as binding is not a fraud. 
[here does appear to be a moral 
‘rong, but if we attempted to right 
this moral wrong under these con- 
the Statute would be ren- 
lered nugatory. The plaintiff (pur- 
chaser) is presumed to know the 
law, and could easily have protected 
himself, by making a part payment 
on the contract, or by preparing a 
yritten memorandum of the con- 


‘ +7 
act 


I'he 


rounds 


unless in 


qaitions. 


Statute of Frauds 


Also, see Ludlow Company ov. 
Burkland, 338 Ill. App. 255. In this 
case the court held that the Statute 
of Frauds was a good defense and 
the purchaser could not recover 
damages from a seller who refused 
to comply with the terms of a verbal 
contract to sell merchandise. The 
court said: 

‘We recognize that one may be 
estopped under certain circum- 
stances from asserting the Statute 
of Frauds, but the moral wrong of 
refusing to be bound by an agree- 
ment because such an agreement 
does not comply with the Statute of 
Frauds, does not authorize the ap- 
plication of the doctrine of equitable 
estoppel.” 

Another important rule of Statute 
of Fraud law is found in the leading 
case of Ellis Gray Company v. Shep- 
pard, 215 S. W. (2d) 57. This court 
held that a buyer and seller who 
signed a written agreement, within 
the Statute of Frauds. may not by 
mere oral agreement alter or modify 
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any oi its terms and thereby make 
a new contract resting partly in 
writing and partly in parol. In other 
words, a contract can be changed 
or modified only in the manner in 
which it could have legally been 
made enforceable in the first in- 
stance. 

So, therefore, a contract which 
does not meet the requirements of 
Statute of Frauds is a nullity in all 
respects and for all purposes. Fur- 
thermore, the fact that a contract 
is written instead of being verbal, 
does not always render it valid and 
enforceable if the written memoran- 
dum of agreement is not complete. 
In other words it must include all 
of the terms actually agreed upon 
in order to conform to the require- 
ments of the law. Therefore, if a 
written contract must be supple- 
mented by a verbal agreement, both 
agreements may be rendered void 
by the Statute of Frauds. 

For illustration, in Webster v. 
Harris, 222 Pac. (2d) 644, the testi- 
mony showed facts as follows: A 
buyer and seller signed a written 
contract, as follows: 

“Gerald Harris, (seller) will sell 
four million feet of logs, delivery at 
rate of 142 million feet per year, to 
be delivered to M. M. Webster’s 
(nurchaser) sawmill located at 
Harris Station. 

“M. M. Webster (purchaser) will 
buy said logs at market price, or 
woods run ceiling price, and pay for 


YOU SAID YOU'D CUT 
THEM OVER /| 


said logs by lumber scale the tenth 
of each month for lumber marketed 
the previous ~onth. 

“Seller may change from pay on 
lumber scale to pay on log scale. 
Logs would be scaled as delivered 
at mill in lengths 16 to 56 feet long.” 

Soon afterward it was orally 
agreed that the logs referred to in 


the writing were to be cut from a 
particular tract of timber belonging 
to the seller. 

The seller cut and delivered 300,- 
000 feet of merchantable logs. The 
purchaser sued the seller for this 
amount. 

During the trial the facts were 
clarified, as follows: In the written 
contract the seller agreed to sell 
four million feet of logs. The time 
and place of delivery, specifications 
as to length of logs, and price and 
terms of payment were all specified. 
However, nothing was said as to 
where the seller would cut the logs. 
So far the written contract would 
have been valid and enforceable be- 
cause all elements of a valid written 
contract were present. Later, how- 
ever, there was an oral agreement 
between the buyer and seller that 
the logs would be cut from a par- 
ticular tract of land. The legal coun- 
sel for the seller took due advantage 
of this situation and pleaded that as 
the full contract between the parties 
was partly written and partly ver- 
bal, the complete contract was ren- 
dered void by the Statute of Frauds. 
The higher court agreed with this 
argument and in holding the seller 
not liable in damages, said: 

“In order to conform to the re- 
quirements of the Statute of Frauds 
the written memorandum must be 
complete and must include all of 
he terms actually agreed upon be- 
tween the parties. The plaintiff 






(purchaser) was obliged to rely 
upon the alleged oral agreement 
that the logs were to be cut from a 
particular tract. The whole contract, 
not being one which was capable of 
being performed within a year from 
its date, was within the Statute of 
Frauds and the whole of it should 
have been in writing. 
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YOUNGSTOWN 


Cold Finished FOR TOP QUALITY BARS 
CARBON AND ALLOY 


STEEL BARS @ALL steel for Youngstown Cold Finished Bars is of 
Uniformly Yehatiiste lay predetermined analysis—produced in the open hearth by 
in service because— closely controlled blending and refining of raw materials. 


5 a : Rigid control from ore to finished product results in 
Machinability IS uniform dependability. 
outstanding 


Youngstown Cold Finished Carbon and Alloy Steel 
Tolerances are Bars are furnished in standard shapes and sizes, in either 


. coils or straight iengths. For further information, phone 
uniformly close or write our nearest District Sales Office. 
Metallurgical character- 
istics are rigidly 
controlled 


ar a, CO ee 
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é' 4 ) = ‘ 3 y COLD FINISHED CARBON. © .) 
: ii Ss O ta AND ALLOY STEEL BARS 


THE YOUNGSTOWN SHEET AND TUBE COMPANY «...2%ifs:7: 


‘ on, Alloy and Y Steel 

General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 
PIPE AND TUBULAR PRODUCTS - CONDUIT - BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS 
SHEETS - PLATES - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RAILROAD TRACK SPIKES 
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Therefore, it is quite apparent 
that although an original written 
contract is valid, yet if later the 
buyer and seller makes a verbal 
agreement, which becomes a part 
of the whole contract, the complete 
contract automatically is voided by 
the Statute of Frauds. 


Goods on Trial 


Considerable discussion has arisen 
from time to time over the legal 
question: If a purchaser buys mer- 
chandise “on trial” what situations 
nay arise under which the pur- 
haser is obligated to pay for the 
merchandise, although he does not 
want it?” 

According to a recent higher court 
decision, at least three situations 

arise which obligate a pur- 
chaser to pay the full contract price 
for merchandise he ordered on trial, 
and these situations are as follows: 
(1) if the purchaser notifies the sel- 
ler that he will keep and pay for 
the merchandise; (2) if the pur- 
chaser notifies a mechanic, stenogra- 
pher, bookkeeper, clerk, cashier, or 
other ordinary or “special” agent 
that he does not want the merchan- 
dise and asked that the seller take 
it back; and (3) if the purchaser 
delays an unreasonable period of 
time in notifying the seller that he 
will not keep and pay for the mer- 
handise. 

All of these important points of 
laws, and situations were clearly 
explained by the higher court in its 
decision. First, I shall review the 
law applicable to the third and last 
reason, as to why a purchaser may 
be lawfully compelled against his 
will and desires to keep and pay for 
merchandise delivered on approval 
or trial basis. 

Modern higher courts consistently 
hold that where goods are sold upon 
trial or approval, the buyer* may 
subject the subject-matter of the 
sale to a test or trial in a manner 
which will enable him to determine 
whether or not the merchandise ful- 
fills the terms of the contract. If he 
determines that it does not, it is his 
duty to give notice to the seller of 
this fact and of his rejection of the 
merchandise for this reason. In other 
words, retention and use of the mer- 
chandise after receiving it, or after 
testing it, without giving notice of 
disapproval, converts the trial con- 
tract into one of absolute sale. 


Unreasonable Delay 


For example, in Dimos v. Stowe, 
71 S. E. (2d) 187, the testimony 
showed facts as follows: One Stowe 
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is a plumbing, heating and retriger- 
ation contractor and he became the 
representative or distributor for 
certain cooling units. On August 
24, 1948, Stowe and a Mr. Peck, 
the manufacturer’s representative, 
called upon one Dimos who oper- 
ated the New York cafe for the 
purpose of selling him a cooling unit 
for his place of business. 

On this date an oral contract was 
entered into by Stowe and Dimos 
whereby Stowe would install one of 
the units in the restaurant, on trial 


WORKS PRETTY GOOD,EH ? 














for a period of one week. It was 
verbally understood that if, upon 
completion of the test, Dimos found 
the unit would satisfactorily pro- 
duce cool air during normally hot 
weather, then payment for the unit 
was to be made by Dimos to Stowe 
as agreed. 

The installation required three 
days and was completed on Sep- 
tember 4. After the installation had 
been completed the weather became 
cool and did not admit of a satis- 
factory test. Therefore the trial 
period was agreed to be extended 
until such time as there should be 
hot weather, or the summer of 1949. 
Stowe sent a mechanic to disconnect 
the water in the unit in the fall of 
1948, to prevent freezing during the 
winter. In spring of 1949 Stowe went 
to reconnect the water to the unit 
but was told not to do so by Dimos 
because it could be taken care of by 
some one at the cafe. 

Dimos failed to give Stowe any 
notice of dissatisfaction at any time 
during the fall or winter of 1948-49, 
or during the spring or early sum- 
mer of 1949. 

On August 1, Stowe billed Dimos 
for the unit, and on August 2nd 
Dimos wrote Stowe that he did not 
want it and ordered its removal. 





Then Stowe filed suit against Dimos 
to recover the full purchase price 
of the unit. During the trial Dimos 
testified that he instructed Stowe’s 
mechanic, named Fadley, as follows: 
“IT don’t want you to service the unit; 
I am not going to buy it. I don’t 
want it.” In holding that this notifi- 
cation did not relieve Dimos from 
keeping and paying for the unit, the 
higher court said: 

“Dimos (purchaser) contended 
that he told Fadley in the spring of 
1949 that he did not desire to keep 
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the unit. Fadley’s testimony clearly 
demonstrates the extent of his em- 
ployment. He was a mechanic and 
carpenter. His limited employment 
gave him no right to bind Stowe 
(seller) in any contract. He was not 
the business representative of Stowe 
and had no authority to act in his 
place and stead. His acts were con- 
fined to what he was directed to do.” 

Dimos further testified that when 
he agreed to allow Stowe to install 
the cooling unit he did so purely on 
the supposition and agreement that 
if he did not like it Stowe would, 
without argument or controversy, 
come and take out the unit. In fact 
in answer to the question whether 
he had given notice to Stowe that 
he did not want the unit Dimos 
testified: “The unit belonged to Mr. 
Stowe and not to me. Mr. Stowe was 
supposed to come and get the money 
or get the unit, and I figured it was 
his unit, it was not my worry.” 

It is important to know that the 
higher court held that Dimos must 
keep the unit and pay the full con- 
tract price, plus interest. The court 
stated important law as follows: 

“Here the cooling unit was in- 
stalled by the seller at considerable 
trouble and expense, the wunder- 


(Please turn to page 289) 
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OVING PARTS 


a Pesco Hydraulic Pump 


breliability—less chance of pump malfunction 


This SIMPLICITY OF DESIGN is 
important for these reasons! pless maintenance 


less cost for overhaul 


Wess weight . . . less noise 


Add Pesco Simplicity of Design to Pesco’s exclusive, 
patented “Pressure Loading” principle, which results in 
volumetric efficiencies up to 97% and torque efficiencies up 
to 90%, and you have two important reasons why so 

many industrial and aircraft manufacturers have 


standardized on Pesco pumps. 





PRODUCTS DIVISION BORG-WARNER CORPORATION 


24700 NORTH MILES ROAD BEDFORD, OHIO 
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New Products 


Device Gets Power to Machines 
Easier and Faster 





\n easier method of getting power 

m overhead busway to machines 

yw is offered by an improved 

e developed by the Trumbull 

tric Dept., of General Electric 

C Plainville, Conn. Working on 

ame principle involved in plug- 

nto a wall socket, the Flex-A- 

ig taps power from heavy current 

Trumbull FVK Flex-A- 

wer busway for machines and 

current-consuming equipment. 

tallation is made easier and faster 

1ew hanger clips which hold the 

in position while screws are 

htened to anchor it firmly to the 
wer housing. 


D 


Water Suction Hose Is 
Strong, Light In Weight 


\ horizontal braided water suc- 

n hose has been designed by the 
Quaker Division of H. K. Porter Co., 
Philadelphia, Pa., for both pressure 
| suction handling of water. The 

is reinforced with two layers 

f braided rayon cord, plus a helix 


f high tensile spring steel wire. 
The layers of reinforcement are 
126 


separated by a layer of rubber fric- 
tion to eliminate internal chafing of 
the reinforcing cords and wire. The 
result is that the “Revole” hose is 
light in weight. It will not kink or 
collapse, maintaining full opening 
in any position, and can be ground- 
ed to eliminate static electricity. 


Heavy Duty Stapler Gives 
Speed With Economy 





A heavy-duty, duplex-head box 
stitcher, designed for continuous 
high speed stapling of large corru- 
gated and solid fiber cartons, drives 
and clinches two staples 24%” apart 
with each stroke, and has a rated 
speed of 250 strokes a minute. A 
throat depth of 25” makes it possi- 
ble to staple containers up to 4’ wide 
and the duv ex head cuts the re- 
quired number of strokes in half. 
The stitcher is suited to the needs 
of high volume producers who must 
have a speedy secure fastening and 
yet maintain low cost in their carton 
closing operations. There are 3 
models. Made by Bostitch, 1009 Me- 
chanic St., Westerly, R.I. 





“0” Ring Seals Feature 
Simplicity of Design 





Simplicity of design is an impor- 
tant quality of new “O” ring me- 
chanical seals for rotating pump 
shafts being introduced by the Gar- 
lock Packing Co., Palmyra, N.Y. 
The small number of parts affords 
easy manufacturing adaptability of 
this improved seal to withstand any 
liquid, whether mild, harmfully cor- 
rosive, or extremely hazardous, on 
rotating pump shafts. They are fur- 
nished in Type O, an unbalanced 
seal for pressures up to 200 psi; 
and in Type OB, a balanced seal 
for pressures up to and over 1000 
psi. Both can be supplied with sin- 
gle or multiple spring and in either 
pin- or sleeve-drive construction. 


Coating for Electroplating 
Racks Reduces Maintenance 


Maintenance costs of racks, fix- 
tures, and anode hooks used in 
electroplating baths can be reduced 
by a plastisol coating. Kote-Rex 
Grade L, made by Hanson-Van 
Winkle-Munning. Matawan, N.. 
Because it is unusually tough and 


(Please turn to page 130) 
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to grind... YOURS: 


f Your business, in mass production of parts or finished 
assemblies, is the problem of generating close tolerance 
sizes, of producing high surface finishes, of removing stock. 


The business of CARBORUNDUM is the exclusive ability to 
Ou ge recommend and furnish you the specific type of abrasive 


product which will give you highest quality at lowest cost, 


on every operation you perform. 
Take snagging, for instance, With abrasives there are at 
least 9 different ways to remove stock at high rates. That 


means the odds are 9 to 1 there’s a better, lower cost way 


| than the one you're using now. How can you be sure? By 
asking CARBORUNDUM...for CARBORUNDUM alone has a com- 
plete, branded line of grinding wheels and abrasive belts and 
tumbling and polishing grains...and only CARBORUNDUM 


can recommend without bias, on the sole basis of what's 
best for you. 


based on Or suppose you're manufacturing shears... you must 


remove scale with tumbling nuggets— finish with abrasive 


[| a belts— sharpen with grinding wheels — polish with abrasive 

| abrasive grain. CARBORUNDUM alone can give you one-source control of 
abrasive quality, on every type of abrasive you use... quality 

that’s constant, identical, dependable—thus economical. 


Several ways to do one operation? Call in CARBORUNDUM. 
Several processes on one part? Call in CARBORUNDUM. 


\ Either way, you win. 





aan 
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Call your CARBORUNDUM Salesman or Distributor today ! 


He's your best bet for complete stocks, prompt delivery...and best of all, experienced 
counsel on every new development in the entire field of abrasives. He’s in the yellow pages 
under “Abrasives” or “Grinding Wheels.”’ Phone him today—it’s to your profit! 


Ready now—your free copy of the new big COATED ABRASIVE SELECTOR catalog...containing detailed recommenda- , 
tions for both machine and hand sanding operations on tough and soft metals, glass, plastic, wood. Phone for it today. 








... the ONLY source for EVERY abrasive product you need 
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EASY! AND You'll 
FIND OUR TAB IS A 
WHOLE LOT LOWER. 
WE PICK UP AND 


DELIVER TOO! A 
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WE CAN’T MAKE 
THE DAY 48 
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OFFICES IN PRINCIPAL CITIES + GENERAL OFFICES: LOCKHEED AIR TERMINAL, BURBANK 8, CALIFORNIA + CABLE: FLYTIGER 





IT’S 0. K. WE CAN 
GAIN A FULL 
WEEK IF WE 
SHIP BY AIR. 








MISSION ACCOMPLISHED. 
NOTHING SLOW ABOUT 
TIME, TIDE AND 

US TIGERS. 


“— 
HEY, MAC! 
LET’S GET THIS 
STUFF LOAPED 
FOR L.A. 





describing Flying Tigers’ unique 
Advance Manifest System. 
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(Continued from page 126) 
ductile, it will withstand rough 
treatment and abuse. It has a dielec. 
tric strength of 600 v per one mil 
thickness at thicknesses of 20 to 25 
thousandths of an inch, and a di- 
electric strength of 125 to 150 v per 
one mil thickness at thicknesses up 
to 4%”. An electroplater can him- 
self apply the coating to his racks 
and fixtures. Only equipment re- 
quired is a tank for dipping and a 
curing oven. 


Comfortable New Respirator 
Eliminates “Blind Spots” 





The inexpensive, single-cartridge 
“Gasfoe” respirator, made by Mine 
Safety Appliances Co., Braddock, 
Thomas and Meade St., Pittsburgh, 
Pa., combines not only economy and 
comfort but eliminates “blind spots” 
for the wearer. It prevents the 
closed-in feeling of which workers 
complain in making excuses for not 
wearing respirators. All seven parts 
of the respirator are independently 
replaceable, so that long service is 
assured. The cartridge, which con- 
tains treated charcoal fill, is designed 
to protect the wearer against nui- 
sance concentrations of organic va- 
pors, and certain acids having ob- 
noxious but relatively harmless 
odors. 


Swivel Caster Without King Boit 


Lansing Company, Lansing, Mich., 
says faster hauling with greater 
loads, particularly by industrial 
trailers, is made possible by its 
swivel caster that does not need a 
king bolt. The new design principle 
employs a swivel plate floating with- 
in a bearing assembly that carries 
both radial and thrust load. Named 
the Dean caster, it eliminates the 
major cause of caster failure by 
eliminating the center pin. The 
caster provides, in addition to longer 
life and reduced maintenance, much 
greater swiveling freedom under 
heavy loads and greater resistance 
to shock. Another feature is the 
caster’s waterproof swivel. 
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U-COTE FITTINGS 
| RESIST RUST AND CORROSION 


h.. AT NO EXTRA COST—you can buy black 
os malleable fittings protected by U-Cote, an 
ia 
its 
a ing. U-Coted fittings have been subjected 

















exclusive Union Malleable protective coat- 


“ to laboratory tests many times more severe 
ies 
ed that U-Coted fittings will protect you 
he 
by 
he business and industrial use, U-Cote de- 


than normal usage — and it’s a proven fact 
against rust and corrosion loss. For home, 


* serves first consideration. 
5 
er 


i A COMPLETE LINE OF FITTINGS DISTRIBUTED 
THROUGH WHOLESALERS ALL OVER THE WORLD 
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ever see 
yourself 
in a gear 


If you require gears having 

faces and shafts of mirror-like 

smoothness, you'll be interested in 

this Cincinnati Gear service. Superfinishing 

is available to provide gears with surfaces 

of minimum microinch tolerances. This is just 

one of the many “extra” services we offer 
. another reason why more and more 

gear buyers rely on The Cincinnati Gear 

Company for all their custom gear needs. 








INTERNAL 
SPIRAL BEVEL 
HELICAL 
HERRINGBONE 
*CONIFLEX BEVEL 
SPLINE SHAFT 


*Reg. U.S. Pat. Off. 
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309 Belmont Avenue, Brooklyn 7, N. Y. 
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ALi METALS - ALL ALLOYS -ALL FORMS 


Dickens 2-4900 





Industrial Floor Finish 
Is Slip-Resistant 


Accidents from falls on slippery 
floors are less likely, claims West 
Disinfecting Co., Long Island City, 
N. Y., if its water-based industrial 
floor finish, “Gripsheen”, is used, 
Primarily a_ solubilized synthetic 
resin, this new protective floor fin- 
ish is said to have unusual slip- 
resistant qualities and an extremely 
high gloss without buffing. It pro- 
vides the highest possible traction 
on any kind of floor, including ter- 
razo. It is extremely wearable, is 
quick to dry and easy to apply. One 
gallon will cover 1500 sq. ft. of floor 
area. Small areas may be patched 
without having to refinish the entire 
surface. 


Steel Strapping Kit Can Be 
Carried From Job to Job 


A completely self-contained steel 
strapping kit, which can be carried 
from job to job in plants, shops, 
storage yards, etc., is being put on 
the market by the Brainard Steel 
Division of Sharon Steel Corp., 
Griswold St., Warren, Ohio. Called 
the Utilikit, it contains a 300 ft. coil 
of steel strapping in a cardboard 
dispenser, 1000 strapping seals and 
three basic tools: stretcher, sealer 
and snips. It is ideal for the small- 
volume user of steel strapping. 


New Self-Locking Fastener 
Replaces Grooved and Dowel Pins 


A self-locking, spring-pin fastener 
is being produced by Standard 
Pressed Steel Co., Jenkintown, Pa., 
to replace tapered, grooved and 
dowel pins in all kinds of assem- 
blies. It is vibration proof, absorbs 
shock, is easy to insert and remove 
and eliminates expensive reaming 
operations. The spring pin, which is 
heat-treated, is as strong as a solid 
cold-rolled steel pin of the same 
diameter. It is a stock item in stand- 
ard and light-duty wall thicknesses, 
in diameters from 1/16”'to %” and 
in a wide variety of lengths. Heavy- 
duty pins are a special. It can be 
used almost anywhere for fastening 
two components. 
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Here’s usable beauty for exacting service . . . wear- 
resistant, hard, bright and strong throughout! 
SUPERIOR STAINLESS forms smoothly and easily 
because it is uniform in every physical quality: 
facts proved by the mile in mouldings manu- 


facture every day. @ May we serve your stainless 


CORPORATION 
a steel strip applications? 














Photo Courtesy Shell O11 Co. 


TAINLESS 
TEEL TUBING= 
PECIALISTS 


For expansion, replacement or 

new construction, look to Mur- 

ray for your pipe and tubing 

requirements. Welded or seam- 

less stainless pipe or tubing and 
' a wide variety of fittings are 
available from warehouse 
stocks. 





If you have a pipe or tubing 
problem, the experience of our 
| specialists and the research fa- 
| cilities of our suppliers are at 
! 
| your service. 
Other Murray products include carbon 
steel tubing and pipe for mechanical 
and pressure purposes; welding and 


screw type pipe and tube fittings. Tube 
bending, swaging, upsetting. 


a,» WRITE FOR CURRENT 
“2S TUBE STOCK BULLETIN 

! 

! 

! 

! 


AB MURRAY (0+ 


STABLI 


7244 








eer H,N. J. U McKEESPORT, PA. 





Please mention PURCHASING Magazine when writing to advertisers. 





Announce Five New Models of 
Rapid-Start Fluorescent Ballasts 


Five new models have been added 
to its line of rapid-start fluorescent 
lamp ballasts by the special trans- 
and ballast department, 
Electric Co., Schenectady 
N. Y. Included are a two-lamp 
T'12 ballast for the company’s new 


former 
General 
2d; 
1Z 
one amp 100 watt rapid-start lamp, 
a three-lamp 48T12 ballast and 
three odd voltage ballasts for two 
18T12 lamps. The 72T12 and 
18T12 ballast models are for outdoor 
They will operate lamps at 
temperatures down to 0 F. The one- 
amp 100 watt lamp is for street 
lighting. The lamp-ballast combina- 
tion with increased lumen makes it 
desirable for industrial and outdoor 
lighting. The three odd voltage bal- 
lasts meet requirements of 227-, 


236-, and 208 v fluorescent lamps. 


the 


use. 


Induction Die Heater Takes 
Only 4 to 10 Minutes 


Magnethermic Corp., Youngs- 
town, Ohio, announces a new line of 
60-cycle induction die heaters to 
preheat extrusion dies. While con- 
ventional heating methods require 
60 minutes or more for preparing a 
die, with induction heating a small 
or a medium size die can be pre- 
heated in 4 to 10 minutes. The 
smallest unit in production is rated 
at 15 kw. This heater handles dies 
for most standard presses up 
through 1500 tons. The heater op- 
erates on either 220 v or 440 v, 60 
cycle. Electrical wires are the only 
connections necessary. The opera- 
tion is automatic. An operator de- 
presses a button and the heater 
goes to work instantly, heating die 
to a pre-determined temperature. 


New Low-Pressure Valve 
Has Resilient Seat 


A long needed requirement of de- 
sign and operating engineers for a 
foolproof valve for low pressure 
service has been met by Keystone 
Tool Corporation, P. O. Box 6716, 
Houston 5, Texas. The valve is an 
improved butterfly type, which de- 
rives its versatility from its resilient 
neoprene seat. This enables it to 
hold pressure or vacuum and makes 
it capable of being shut off com- 
pletely against suspended solids. 
Neoprene has been used for the 
seat because, of various rubbers 
tested, it proved resistant to the 
greatest number of chemicals and 
oils. It also exhibited high strength 
and abrasion resistant, important 
factors in handling slurries. 
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SIZE AND 
SPHERICAL ACCURACY 


PERFECTION 
OF SURFACE 


UNIFORMITY 





DEPENDABLE 
PHYSICAL QUALITY 
Ca yout 


BEST BALL BUY 


If you have a metal ball 
problem, why not let Strom 
solve it for you. Whether for 
precision ball bearings or 
for one of many other ball 
applications ... Strom will 
supply the right ball to meet 
your requirements. For 

more than a quarter century, 
industry has looked to 

Strom for metal balls of 
unsurpassed quality. 
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oO Nichrome. 


bie tees 


since then... 
The Standard of Quality 
for Electrical Alloys 


When Driver-Harris introduced Nichrome* in 1908, depend- 
able electric heat became possible for the first time. And with 
each passing year, Nichrome looms larger as the ideal alloy for 


producing electric heat in domestic and industrial equipment. 


Its consistent dependability and unique performance have 
earned it a world-wide reputation—and made it the standard of 
quality for electrical alloys. That’s why today, the great majority 
of heating elements of all types—in applications ranging from 
electrical home appliances to large industrial furnaces—are 
made of this excellent alloy. 


Naturally, we take particular pride in our trademark: Nichrome 
—granted solely and wholly to us by the United States Patent 
Office forty-five years ago. Representing a series of superb heat- 
ing and resistance alloys, developed and produced only by 

Driver-Harris, this trademark symbolizes long life and 
» trouble-free operation to manufacturers everywhere. 


\ Sole producer of Nichrome®, Advance®, 
Karma®and over 80 other alloys for the elec- 
trical, electronic and heat-treating industries, 


lf 


*T.M. Registered in United States Patent Office 
by Driver-Harris Company August, 1908 


Driver-Harris Company 
BS Oe JERSEY | 


PAN} , LTD., Hamilton, Ontario, Canada 
nN s in 38 COUNTRIES 


Manufactured and sold in Canada ty The B 
Factories: U.S.A., CANADA, ENGLAN 






Avucust, 1953 Please mention PURCHASING Magazine when writing to advertisers. 135 














ome, SR wie 
aed ? 


we 
ae 


with 





wiping. towels... 


ey 2 





“I decided long ago to stop buying scrap rags and 
waste by the pound and switch to Kex wiping towels 
because a lot of the stuff we were getting wasn't 
usable. It had no uniformity and the men had to pick 
and choose the right piece for every job. That isn’t 
true with Kex—every square inch is usable. 


“After the first few months of using Kex Service my 
month-end cost for wipers was down substantially! 
The men have a uniformly-sized, absorbent towel for 
every job. And we don’t run the risk of scratching or 
damaging delicate precision machinery.” 


YOU DON’T BUY A THING — just pay 
a low monthly rental. Kex towels are dis- 
tributed nationally —for complete informa- 
tion, see your Classified Telephone Directory for nearest 
Kex distributor, or write Kex National Service, 295 Fifth 
Avenue, New York 16, N.Y. 





"“KEX” ‘service 


REG. US. PAT. OFF. 





It isn’t Kex unless it’s imprinted with the Kex name 
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Capacitor-Start Capacitor-Run 
Single Phase Motor 


A single-phase motor that is both 
capacitor-start and capacitor-run js 
availab.e from the Westinghouse 
Corp., Box 2278, Pittsburgh 30, Pa. 
Called the CAP-2, it is made in 5. 
742-, and 10-hp ratings and is a4 
pole, 220 v, 60 cycle motor. The 
motor operates efficiently at near. 
unit factor, and its design is such 
that starting current is reduced 
about 25%, with the same high 
starting torque. Where three-phase 
power is not available, the new 


motor will permit the use of larger 
single phase motors for such appli- _ 
cations, for example, as air con-/ 
ditioning units. The motor will not} 


spark. 


New Plunger Potentiometers For 
Electronic Control Applications 





Ward Leonard Electric Co., Mt. 
Vernon, N.Y., has developed plun- 
ger potentiometers for industrial 
electronic control applications such 
as constant cutting speed machine 
tool drives, winder drives and pro- 
cessing machinery as well as numer- 
ous “dancer roll” systems. In the 
case of constant cutting speed ma- 
chine tool drives, the potentiometer 
interprets the position of the cutting 
tool for the electronic control sys- 
tem. When driven by a flat or rotary 
cam actuated by the cross feed 
mechanism, the potentiometer may 
interpret position as a linear or 
non-linear function, depending on 
shape of cam used. The plunger re- 
quires only %” linear movement for 
complete petentiometer traverse. 


New Electrode Designed 
For Hard-Surfacing Work 


The Welding Dept., General Elec- 
tric Co., Schenectady 5, N.Y., has 
developed an electrode designed for 
build-up work and hard-surfacing 
applications wherein the deposited 
metal can be machined or flame 
hardened. Designated G-E_ type 
W-98, it is a heavy-covered flame- 
hardening rod that can be used in 

(Please turn to page 140) 
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THE REAL COST OF SHELVING 


IS THE ERECTED COST 


reasons why 


De Luxe 
Steel 
Shelving 


costs you 
less 


1) Fewer Parts— DeLuxe has 


designed one part where 
ordinary shelving uses three. 
Example, our bin-type 
“T-Beam” upright. Fewer parts 
mean fewer man hours to 
install. 


oe) 80% Less Bolts— DeLuxe 


shelving uses patented, 
boltless shelf brackets, thus 
requires no tools for either 
installation or adjustment. 


©) 100% Adjustable—Shelves in 


each section are independently 
adjustable, without disturbing 
other contents. DeLuxe 
shelving erects on the spot, 

in position where you want it 
... the only shelving that 
does all this. 


There is a Deluxe factory representative in 
your area who will give you our engineer- 
ing, planning and layout service without 
obligation. Write today for free catalog. 


NZD 





De Luxe Metal Furniture Co. 
309 Struthers St., Warren, Penn. 


For over 25 Years Manufacturers of: Storage Shelving 
Library Shelving » Storage Cabinets « Shop Equipment 


1() 
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(Continued from page 136) 

all positions. The arc is of the 
steady-spray type. The electrode is 
recommended where a higher hard- 
ness deposit is desired than that 
obtainable with electrodes used for 
under layers. Although type of ma- 
terial involved and welding condi- 
tions can affect it, hardness of the 
deposited metal will be approxi- 
mately 250 Brinell as welded and 
it flame hardens to about 350 
Brinell. 


Portable Electric Jig Saw 
Is Versatile, Easily Operated 





A portable electric jig saw, the 
product of The Black & Decker Co., 
Towson 4, Md., will do the work of 
a jig saw, a sabre saw, keyhole saw 
and most saw band operations. Cap- 
able of being easily held and guided 
with one hand, it is supplied with 
five different types of blades for 
cutting both hard and soft wood, 
plywood, ferrous and non-ferrous 
metals, rubber, leather, plastics, 
composition boards and insulation 
material. It can be mounted within 
seconds in an accessory table for 
bench work. A notable feature of 
the saw is its ability to make cuts 
in wood without a drilled entrance 


hole. 


New Packaging Material 
Protects Delicate Surfaces, 
Articles 


Articles with highly polished wood 
surfaces (such as furniture), with 
highly polished metal surfaces (such 
as various instruments), and deli- 
cate articles of any kind (such as 
in the electronics field) can now be 
shipped with less risk of damage 
by use of a new packaging material. 
It is “Chippaflex-Kimpak” a product 
of Chippewa Paper Products Co., 
Inc., Chicago, Ill. This Chippaflex 
lined with Kimpak (a development 
of Kimberly-Clark Corp.), combines 
the advantages of the outside shock 
resistance of Chippaflex flexible cor- 
rugated and the inside soft, non- 
abrasive cushioning of Kimpak in- 
terior packaging. It come in various 
forms. 





UNIFORM CLASS 3 FIT 


BOLTS-NUTS 
STUDS 


@ Carbon Stee! @ Silicon Bronze 


@ Alloy Steels @ Noval Brass 


@ Stainless Steel © Mone! Metal 


You can depend on a uniform Class 3 
fit when you mek aitia 4. Me iila-tele t-te, 
iclii ila Mees iiclale loins, tems or spe 
cialties — all wtucket products are 
elaatigeh i-th i folalelol ge Mmmm! 
mensions or to your specifications 
al -tehMeiag-cohilale MA ALAM la-taltielameelalicel lite 


modern equipment 


BETTER BOLTS SINCE 


7) MANUFACTURING COMPANY 


327 Pine Street . Pawtucket, R. | 
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“Standard KIMPAK we 


The new economical, general purpose interior packaging material 

















Now — the unmatched protection of KIMPAK* 
ata price that challenges low-cost materials. 
That's the remarkable advantage of new 
“Standard” kimpaK — Type 301! 

And this latest addition to the KIMPAK line 
is designed with these general-purpose fea- 
tures to meet your particular needs: 
Complete range of standard thicknesses 
Widest selection of standard backing papers 
Plain or embossed at the same low price 
Available in rolls or sheets 
Widths from 2” to 60” 

No other interior packaging material com- 
ares with New “Standard” kimpak — Type 
1.To convince yourself, contact your KIMPAK 

distributor or mail the coupon today. 


as ao 
MAIL COUPON ALL SIZES! 
. ROLLS OR SHEETS Y 


— 


VF _— 








KIMBERLY-CLARK CORPORATION 


a ~ iL Dept. D-83, Neenah, Wisconsin 
& SOs ; 
A Product of We are interested in further information about new 


“Standard” Kimpak — Type 301. 
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TOUGHNESS that’s 
Easy to Handle 
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INDUSTRIAL HOSE 


Toughness! Combined with flexibility and light 
weight! Whatever the job, whatever the liquid, 
gas or substance—Quaker has a hose that’s exactly 
right for it! Always as light in weight as working 
conditions will permit, always easy to handle and 
no trouble to use! Engineered to withstand any 
‘“‘punishment”’ it’s called on to take, Quaker hose 
resists high pressures, twisting, bending, deterior- 
ating liquids and abrasion. For long wear, low 
upkeep, top value— insist on Quaker! 

Write for name of nearest distributor 


Belting, Hose, Packing and 


Moulded Rubber of every 
% BY construction for every need. 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 


Branches in Principal Cities 
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Wheel Pipe Cutters Feature 
Ruggedness and Accuracy 


A new line of wheel pipe cutters, — 


coated with a tough, long-wearing, 
oven-dried lacquer finish, has been 
announced by Beaver Pipe Tools, 
Inc., Warren, Ohio. They are ayail- 


able in two sizes: No. 2 for %” to & 


2” pipe and No. 4 for 2” to 4” pipe. 
Rugged but light, the shape has 
been specially engineered for added 


working comfort, balance, speed and 4 


easy handling. Changes in cutting 
design permit power to be applied 


directly to the cutter wheel and & 


there is no wasted pressure or effort, 
The cutter wheel, being close to the 
slide track of the guide block, cuts 
down slide block wobble, making 
for finer pipe-cutting accuracy. 


Trailer-Type Sweepers 





Two trailer type sweepers, for 
sweeping dirt, trash, brickbats and 
snow at any angle to left or right 
of center up to 30° are announced 
by Little Giant Products Inc., Peoria, 
Ill. One sweeper is_ self-powered 
and driven by an aircooled engine 
developing 15 hp at 1600 rpm. It is 
available with either a seven or 
eight foot broom. The other sweeper 
receives its power from the power 
take-off of the pulling tractor or 
jeep. It is operated by one man who 
controls the operation of the seven 
foot broom from the tractor seat. 
Sprinkler attachments are available 
with both. 


Platform Lift Moves Materials 
From Floor to Floor 


Materials can be moved from floor 
to floor by means of a platform lift, 
where limited space prohibits use 
of an inclined belt conveyor. Called 
the “Vertical Lift” by the makers, 
The Rapids-Standards Co., Inc. 
Grand Rapids, Mich., the platform 
hoist will raise and lower 800 lb. 
loads at standard 15 fpm speed, or 
300 lb. at 30 fpm. The platform can 
be lowered to within 6%” above 
floor level, and raised to a top height 
of 20’. Micro limit switches are ad- 
justable to stop the platform ac- 
curately at any point in the top and 
bottom range of travel. Steel plat- 
form is 24” x 30” but smaller and 
larger models are available. 
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AUTOMATION STARTS WITH WESTINGHOUSE MOTORS AND CONTROLS 





* © 














How Westinghouse 
works with you to select 
motors and controls best suited for each job 





Careful planning and proper application of motors understanding of your particular needs. 
and controls become even more important as more Thirty-seven strategically located Manufacturing 
production processes become automatic. From 126 and Repair Plants bring you local factory service. 
ofices, Westinghouse offers you exactly this type of Fully equipped and expertly manned, they quickly 
comprehensive planning and assistance in applying handle any motor or control servicing need. Then, 
motors and controls. too, there are the well-stocked Westinghouse Ware- 
Qualified Westinghouse engineers will gladly work houses, so located as to assure speedy delivery of 
with you in studying your motor and control prob- genuine renewal parts. 
lems. They’ll offer suggestions and, if you like, rec- Literature available— Considering the applications 
ommend equipment best suited for your needs. These of motors and controls? Ask your local Westinghouse 
engineers are specialists in various fields. In every representative to give you 101 Case Histories of 
industry, the knowledge and experience of a Westing- Life-Line* Motors, booklet B-4769-A. Ask, too, for 
house engineer will prove valuable. This assistance is the, complete-line booklets on Westinghouse controls, 
available on local as well as national and international ] 51 and B-5882; or write Westinghouse Electric 
levels, making possible close cooperation and full 'S P. O. Box 868, Pittsburgh 30, Pa. J-21745 


*Trade-Mark 
you can BE SURE... 16 1S 
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Buy standardized, precision-made HALLOWELL 
Steel Collars from your distributor’s stocks. You'll 
save time and money by picking up the telephone 
and placing your order. Deliveries are prompt. 


42 stock sizes—for shafts from *\"' to 3’’ diameter, 


inclusive—all positively positioned on the shafts 
by UNBRAKO Self-Locking Socket Set Screws, the 


screws that won’t work loose. 


Write for literature, and the name and address of 
your nearest HALLOWELL industrial distributor. 


SPS, Jenkintown 31, Pa. 


Ohe Hc (eae  W START FOR THE FUTURE 
HALLOWELL POWER TRANSMISSION DIVISION 4 


. JENKINTOWN PENNSYLVANIA 
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There's one way to keep hot-weather 
production at the peak . . insure an 
abundant supply of cool, refreshing 
water for your workers in plant or 
office. You can do just that with Halsey 
Taylor Electric Coolers and fountains. 
Trouble-proof, economical, health- 


sate. Write. 


THE HALSEY W. TAYLOR CO., WARREN, OHIO 


Halsey Taylor 


DRINKING FOUNTAINS 





F-27 
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Adjustable Slip Type Clutches 
Prove Overload Protection 


Torque-limiting clutches which 
are ideally adaptable as overload 
protection devices in the power 
drives of many types of industrial 
machinery where the torque capacity 
of the drive does not exceed 260 lbs., 
are announced by Morse Chain Co,, 
7601 Central Ave., Detroit 10, Mich. 
They are lower in cost than stand- 
ard roller chain shear pin sprockets. 
Time losses in repairing shear pin 
devices are completely eliminated 
and the cost of replacing shear pins 
is avoided. The clutches are mount- 
ed on drive shafts with a standard 
keyway and setscrew arrangement. 


Paging Unit Needs No 
Special Wiring 





Paging of key personnel around 
plants is greatly facilitated through 
a portable unit which is plugged 
into a-c power outlets at locations 
within the building to receive coded 
signals without special wiring. Sig- 
nals are received effectively regard- 
less of the noise level or distance 
from stationary signals. With the 
system, personnel ordinarily paged 
are assigned a code number which 
indicates cadence in which the in- 
dividual signal will operate. Follow- 
ing the individual’s paging code, 
special signals may be sounded to 
indicate reason for paging. Made by 
International Business Machines, 590 
Madison Ave., New York 22, N.Y. 


Fire Protection Package 
For Factories, Schools, Etc. 


For those establishments which 
do not have fire protection facili- 
ties already provided in the original 
layout, a complete fire protection 
package introduced by Elkhart Brass 
Mfg. Co., Inc., Elkhart, Ind., may be 
the answer. A wall cabinet with 
satin-finish extruded aluminum door 
and trim can be installed after 
plastering so that they are kept free 
from damage during construction. 
The cabinet contains a 2% gal, 500 
lb. tested brass drawn fire extin- 
guisher, fireman’s axe and a fire- 
man’s spanner wrench. 
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UDYLITE 


The best supplies consistently produce superior results 
in Cyanide Copper plating. That’s why the Udylite Cor- 
poration maintains complete laboratory control over all 
supplies! Every item bearing the Udylite name receives 
a rigid inspection and constant spot checks to assure 
uniformity and top quality. 


Get the best Cyanide Copper supplies, money will buy— 


Brn ease 


uy 
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Udylite barrel-plating installation at Union Switch & Signal, Swissvale, Pa. 
Millions of nuts, bolts, washers and small parts are processed here annually. 


PIONEER OF A BETTER WAY IN PLATING 
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CYANIDE COPPER SUPPLIES ARE BEST! 





@ Udylite*Copper Ball Anodes—manufactured to pro- 
vide maximum anode surface and area. They are long- 
lasting . . . there’s no waste. 

e@ Udylite Ball Anode Containers — These assure an 
efficient copper solution. They use anodes to the last 
scrap ... are more efficient. 

@ Udylite Rochelle Salts — These salts undergo rigid 
quality control methods . . . which assures uniformity, 
regardless of the quantity needed. 

@ Udylite Cyanides — Laboratory-tested and closely 
controlled to conform to the high Udylite standards. 

When you think of Cyanide Copper supplies, think of 

Udylite for availability and finest service. Call your tech- 

nical representative or write direct to THE UDYLITE Cor- 

PORATION, DETROIT 11, MICHIGAN. West of the Rockies: 

L. H. Butcher Company, Los Angeles, California. 


THE 


Udylite 


CORPORATION 


DETROIT 11, MICHIGAN 
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we PAGES TELE 
agers 


A REAL FRIEND 
for the PA. 


At a loss for the name of a certain supplier? 

Or his address? Or maybe his telephone number? 
Count on the ‘yellow pages’ of the telephone 
directory to come to your rescue. 


You’ll find it easy to get the names, addresses 
and telephone numbers you want—by reaching for 


the ‘yellow pages’. Almost every product or service 
is listed there. 


So—save time and trouble. Make the ‘yellow pages’ 
your real close friend! 


x 
AMERICA'S BUYING GUIDE FOR OVER 60 YEARS @ 
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Popular Priced Full Ball- 
Bearing Electric Drill 


The U.S. Electric Tool Division 
of the Emerson Electric Mfg. Co., 
St. Louis 21, Mo., announces a popu- 
lar-priced 4” full ball-bearing drill, 
Built for continuous duty, it fea- 
tures 100% ball-bearing construc- 
tion, strong aluminum alloy frame, 
heat treated alloy steel gear, Jacobs 
3-jaw geared chuck and powerful 
universal motor. No-load speed is 
2500 rpm. The drill is ideal for con- 
tinuous duty on even the most diffi- 
cult jobs in automotive, maintenance 
and assembly work. Extremely 
powerful, it will not stall in heavy 
duty drilling in metal or wood. The 
motor is universal for a-c or d-c, 
115 v, 25-60 cycles. 


Casters For Movable Equipment 





Five and six inch casters, featur- 
ing double ballbearing swivel action 
facilitate the handling of movable 
equipment also have full case- 
hardened raceways for extra dura- 
bility and longer service life. The 
two casters are recommended for 
trucks and other miscellaneous port- 
able equipment used in factories, 
stores, warehouses, etc., for loads 
up to 1400 lb. An important feature 
of these casters is the extremely 
easy swiveling action of the “Dia- 
mond-Arrow” construction. They 
are made by Bassick Company, 
Bridgeport 2, Conn., with soft rub- 
ber thread or solid composition 
molded wheels. 


Plastic Spray Coating 
Protects Overseas Shipments 


A method of protecting military 
equipment for overseas shipment 
has many civilian applications. It 
is a sprayable plastic coating of the 
“Cocoon” type which seals off and 
waterproofs parts and areas where 
tape and paper were formerly used. 
The process seals radiator grills, 
covers door cracks, coats tires to 
prevent oxidation from air ex- 
posures, spray-coats seats to pre- 
vent fabric deterioration and covers 
all openings to prevent the en- 

(Please turn to page 150) 
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Cable HR 
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<Y Copper, bronze and aluminum conductors 
in thousands of different sizes and types of 
product. Constructions and insulations 
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a of every modern variety. 
e 
‘ This is General Cable, a prime source of 
a supply for everyone who generates electricity, 
J distributes electricity or utilizes electricity. 
: Whatever your electrical wire and cable 
. . — ce 
. need, whenever you need it—say ‘‘General ONE Source of 
‘ Cable to your purchasing agent, your Complete Supply 
ry distributor—or call on the nearest ONE C ean 
4 7 General Cable office. crema 
“ of Service 
n 
ONE Standard of Quality 
A For Quicker Service Anywhere in the United States...General Cable maintains 
a 
It 22 Sales Offices 
4 14 Resident Sales Representative Locations 
re Over 600 Disiributor Sales Locations 
; 6 Regional Stock Distribution Points 
ss 6 Manufacturing Plants and Stocks 
rs 
1- 
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“Blue Ribbon tape 


is saving us 
hundreds of dollars” 


...says Victor Mfg. & Gasket Co. 


world's largest gasket manufacturer 


Victor Mfg. & Gasket Co. recently de- 
signed automatic taping machines to 
seal their shipping containers. During 
the experimental period, Victor tested 
many brands of tape. Merchandising 
Manager A. J. Lukes, Jr., reports: 
“‘Blue Ribbon Superstandard 
Gummed Tape is our choice. Its strong 
kraft enables us to save money by 
reducing the basic weight of the tape, 
thus getting extra footage of tape for 
the same money. Its fast-acting adhe- 
sive eliminates the high cost of wetting 
agents previously required. Asa result 
Blue Ribbon is saving us hundreds of 
dollars a year. 





SEND FOR FREE 


SUPERSTANDARD 
GUMMED TAPE 


another product by 
MUDSON PULP & PAPER CORP. 


Dept. 211, 505 Park Ave., New York 22, N.Y. 


150 


BOOKLET 


“Blue Ribbon moistens instantly 
and grips securely under only momen- 
tary pressure. This makes it ideal for 
both our automatic and manual seal- 
ing operations.”’ 

Victor’s merchandise travels in 
spotless condition. Yours can, too, if— 
like Victor—you use Gummed Tape. 
Only with Gummed Tape do you seal 
exposed seams and corners, so that 
not even a crack remains. Smoke, 
dust, moisture, or vermin can’t find 
an opening. Gummed T'ape is the only 
closure that does so much for so little. 












HUDSON PULP & PAPER CORP.! 
Dept.211, 505 Park Ave., New York 22, N.Y.1 


! 
Send without obligation my copy of your help- | 
ful booklet, "How to cut costs in your shipping | 
room.” 


NAME 





COMPANY. 
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(Continued from page 148) 
trance of water. According to the 
manufacturer, R. M. Hollingshead 
Corp., 840 Cooper St., Camden, N. J, 
the process is a money saver as it 
eliminates taping and framing and 
other expensive packing methods, 


Shelf Truck Handles 
Light Packages 


. 








A shelf truck for handling light 
packages without crushing. or 
jumbling is being put on the market 
by Leebaw Manufacturing Co., 65 
Wayne St., Youngstown 2, Ohio. It 
has been engineered without inter- 
mediate supports, eliminating ob- 
structions during loading and un- 
loading. Shelves are easily remov- 
able for easy cleaning and replace- 
ment. The truck is built with ball 
bearing wheels and raceways. Caster 
capacity is 1600 lb. Trucks are avail- 
able with two or three shelves plus 
the floor. Shelf sizes range from 
18” x 60” to 36” x 72”; overall di- 
mensions range from 19” x 62” to 
37” x 74”. Height above casters is 
60”. Where two shelves are used 
clearance between shelves is 20”, 
where three are used it is 14”. 


Coating Applied By User 
Extends Work Glove Life 


Ordinary canvas work gloves can 
now be coated inexpensively by the 
user to extend their wearability 
according to Daps Co., 71 Grove St., 
Paterson 3, N. J. The coating used, 
called Glovex, is said to be as flex- 
ible as rubber and as tough as 
leather. It is applied by a_ small 
brush to the fingers, thumb and 
palm where the greatest wear oc- 
curs in canvas gloves. The manu- 
facturer claims a good measure of 
water and oil resistance, reinforc- 
ing of seams and non-slip grip, 
along with exceptional wearing 
quality at a cost of only a few cents 
per pair. The product is recom- 
mended for use by all who handle 
abrasive materials. 


PURCHASING 














marks the ‘tops in tape” 


TEXCEL 


CELLOPHANE TAPE 


INDUSTRIAL TAPE CORPORATION, NEW BRUNSWICK, WN. J 
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CHANDLER fasteners are manu- 
factured to the highest standards of 
precision, uniformity and economy of 
issembly. CHANDLER specializes in 
one thing only ... cold forged metal 
fasteners of the finest alloy steel, made 
to exacting specifications. 


CHANDLER is prepared to render 
highly specialized or standard fasten- 
s to your complete satisfaction. To 
make assembly faster, every fas- 
ener must pass rigid inspection, 
insuring uniformity, accuracy and 
good appearance. 


~~ 


CHANDLER supplies every indus- 
try with the very finest cold forged 
precision cap screws. Automotive, 
iviation, transportation, farm imple- 


ment whatever your needs — 
SPECIFY CHANDLER. 


Write today for catalog * 


GUMIMVIIASSIS AAA 


CCU CEA CCEA ER 


1303-CH 


Specialists in Thread- Rolling after Heat- Treating 


HANDLER 


a 2 O) ©) S Lon o— 
CORPORATION 


1489 CHARDON ROAD ¢ CLEVELAND 17, OHIO 





52 Please mention PURCHASING Magazine when writing to advertisers. 


26-lb. Portable Extinguisher 
For Fighting Flash Fires 


Hard-to-reach flash fires can be 
successfully fought by one man 
using a new 26-lb. portable carbon 
dioxide fire extinguisher. Mounted 
on 4” hard rubber wheels, it can be 
speedily moved to any location, 
Simple thumb-pressure on trigger 
send powerful, non-damaging, car- 
bon dioxide through ten feet of 
hose and nozzle, in a 20’ sweeping 
over the flames. Release of 
trigger stops the flow, saving the 
remainder of the charge. Lock-down 
yoke on the trigger holds the valve 
open. Made by Randolph Labora- 
tories, Inc., 8 E. Kinzie Street, Chi- 
cago, Ill. 


are 


Aluminum Alloy Pallets Have 
Long Life, No Maintenance 





Pallets developed by Louisville 
Metal Products Co., Inc., Louisville, 
Ky. are fabricated from tough wear- 
resisting aluminum alloys’ and 
strongly riveted. It is claimed that 
their life span is from 3 to 5 times 
pallets made from other materials. 
They require little, if any, main- 
tenance and provide bigger pay- 
loads for fork lift equipment, trucks, 
cars, floors, elevators, etc. They are 
also fire-proof, rust-proof, and ver- 
min-proof and may be steam- 
cleaned without damage to the pal- 
let. Their weight is 75° less than 
that of conventional pallets. afford- 
ing minimum cost “palletized” ship- 
ments. 


New Alkali Compound 
For Cleaning Aluminum 


An alkali compound will not etch 


or discolor aluminum, yet can 
thoroughly wash spray the most 
difficult type of heavy cleaning, 


claims the Van Straaten Chemical 
Company, Chicago, Ill. With the 
usual solvent type cleaners used in 
cleaning aluminum, there is danger 
of fire, while the chlorinated de- 
greasing compounds are toxic. The 
new product known as “Ventrol 
5541”, is non-toxic and non-inflam- 
mable and cleans thoroughly. An- 
other advantage is that the com- 
pound makes possible the cleaning 
of different metals in same cleaning 
line. 
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When 
precision finish 
ic important 





...start with 





At ALLIED MANUFACTURING COMPANY 

of Worcester, Massachusetts, a leading producer of special 
arbide dies and tools, they demand precision finishes... and they 
rely on Elgin Diamond in DYMO-C*, the precision diamond 
abrasive! Precision graded for absolute particle uniformity, Elgin 
Diamond assures uniform, predictable results with maximum 






the precision abrasive 


ELGIN DIAMOND 


cutting speed. Operators like it, too, because it comes ready 
to use—there is no need for mixing or preparation of any 
kind. Whatever your finishing need, Elgin offers a full range of 
Bureau of Standards grades, each distinctly color identified to 
give you finer finishes, faster. Every day, more and 

more leading producers find that... 


Better results begin when you finish with diamond... 





ELGIN DIAMOND 


ABRASIVES DIVISION 


ELGIN NATIONAL 


as 
ELGIN, ILLINOIS 














a corbide curling punch for form 
e Sead on flashlight casings is pre 

shed on a rotary felt whee! at 
D ELGIN DYMO.-C, grade 30, is used in tiis 
tion tor accurate sizing in less time 


re ae 


Dept. N 


Ack for a free demonstration ! 


* C for Carbides. 
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Send for our 
NEW FOLDER 
giving complete data. 
SAMPLES gladly 
furnished of the grit 
and size you desire. 











Te CLEVELAND CONTAINERG. 


6201 BARBERTON AVE. 


e All-Fibre Cans © Combination Metal and Paper see 
© Spirally Wound Tubes and Cores for all Purposes 
* 


* * 
PLANTS AND SALES OFFICES: Cleveland, Detroit, Chicago, Plymouth, Wisc., 
Jamesburg, N. J., Ogdensburg, N. Y. © ABRASIVE DIVISION at Cleveland 
SALES OFFICES: Grand Central Terminal Bidg., New York City; Washington 
Gas Light Bldg., Washington, D. C.; West Hartford, Conn.; Rochester, N.Y. 
Cleveland Container Canada, Ltd., Prescott, 


SG RRADA Gab 


BRASIVES 


Cleveland No-LAP Abrasive Sleeves 
and Expanding Drums, Belts, Smoke 
Hole Cleaners and Abrasive Cartridge 
Rolls and Mandrels 


MEET EVERY NEED 


. . . in sanding, polishing and 
cleaning up. 


CLEVELAND ABRASIVES 
give long wear, and their constant 
cutting surface means improved 
performance! 


Whether the job be great or 
small, Cleveland Abrasives save 


time, money and effort. 


for the Best. call Cleveland ! 


CLEVELAND 2,0 


Ontario * Offices in Toronto and Montreal 


Please mention PURCHASING Magazine when writing to advertisers. 








Attachment Converts Electric 
Drill to Thrust-Action Saw 


To convert the rotary power of an 
electric drill to a thrust action saw, 
without gears, the E-Z way Tool 
Co., Barrington, Ill., has introduced 
a cam-action saw attachinent, The 
new tool can be attached directly 
to any heavy duty electric drill for 
fast cutting of stainless steel, plaster, 
nails, transite, Masonite, lath, plas- 
tic or other materials. Each revolu- 
tion of the power drill is turned into 
a 73” stroke by the cam action of 
the saw. Specially designed blades 
make starting holes unnecessary but 
a universal chuck also permits use 
of any make of hack or key-hole 
saw blade. 


Snap-Action Foot Switch 
Cuts Waste Motion 





Much waste motion is said to be 
eliminated when a new snap-action 
foot switch is used for starting and 
stopping motors, lathes, presses, 
saws, drills, grinders, portable tools, 
riveting and welding machines; op- 
erating relays, solenoids and mag- 
netic switches; controlling light on 
photographic devices; switching 
sound and transmission apparatus, 
and hundreds of other applications. 
It takes but a few seconds to install 
by inserting the series plug on the 
foot switch cord into the wall re- 
ceptacle and plugging apparatus to 
be operated into the series plug. It 
is made by Lectromatic Devices 


Corp., 3345 Addison St., Chicago 18, 
Ill. 


Maintenance No Problem With 
New Fractional HP Pump 


'Chempump Corp., 1300 E. Mer- 
maid Lane, Philadelphia 18, Pa, 
says its new fractional hp centri- 
fugal pump is designed to practically 
eliminate pump maintenance. The 
pump is totally closed from the 
atmosphere, and is seal-less and 
leak-proof. This provides the an- 
(Please turn to page 158) 
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0) ways to increase 


GET THE RIGHT ROPE. Carefully examine 
1 . the operating requirements for your rope, 
" determine how heavy the loads will be, 
9) how much abrasive wear, distortion, or 
crushing the rope must withstand, and 
how flexible it must be. Then choose the 
Tiger Brand Wire Rope that has the 
properties you need .. . there is one for 
every type of job. 





UNREELING. To prevent kinking, be sure 

. the reel or coil is free to rotate as the rope 
unwinds. Mount reels on an unreeling 
stand or on a shaft supported by two 
jacks. Otherwise, hold the rope end and 
Th roll the reel along the ground to unwind 
vi the rope. Always use this latter method 

for coils. 





SHEAVES AND DRUMS. Align all sheaves. 
3 Be sure that sheaves and drums are free 
. to rotate and large enough in diameter to 
prevent sharp bending. Grooves must be 
slightly larger than the rope diameter 
and, if scored or badly worn, should be 
reground before new ropes are installed. 
Sheaves with broken flanges should be 
replaced immediately. 





WIRE ROPE FITTINGS. Install Sockets, 

4 9, Clips, Swaged Fittings or Spliced Loops 
, A) or Thimbles depending upon service re- 
quirements. Tiger Wire Rope Sockets 
properly attached with molten zinc de- 
velop the full strength of the wire rope. 


SEIZINGS. To prevent untwisting, apply 
seizings to the ends of any non-preformed 
wire rope that is not attached to perma- 
nent fittings. When you cut a non-pre- 
formed wire rope, apply seizings on both 
sides of the cut to prevent distortion. 

















the life of wire rope 


LUBRICATION. Lubricate your ropes 
regularly with Tiger Lube Wire Rope 
Lubricant to cut down internal wear and 
reduce corrosion. Where extremely cor- 
rosive conditions exist, you may need the 
extra corrosion resistance of Amgal, gal- 
vanized or stainless steel Tiger Brand 
Ropes. 


CUTTING BACK. It is often advisable to 
change the position of a rope on sheaves 
and drums by cutting short lengths of 
rope from the drum end. This distributes 
wear more evenly, prevents fatigue from 


== concentrating at any one section of the 


<7 rope, and increases rope life. If you plan 
to eut back, order your ropes a little 
longer than normally required. 


REVERSE ENDS. Reversing a rope, end for 
end, will increase its life if half of it gets 
most of the wear. Reversing distributes 
wear and fatigue evenly throughout the 
rope. 


STORING WIRE ROPES. If you take a 
rope out of service for any length of time, 
clean and lubricate it thoroughly. Then 


store it in a dry place, protected from 
the weather. 


WHEN IN DOUBT. If you need help in 
selecting the right rope or in setting up 


good maintenance procedures, call in an 
American Wire Rope Engineer. He can 
give you expert advice on any wire rope 
problem. Just call our nearest sales office. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., 


SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S*S AMERICAN TIGER BRAND WIRE ROPE 


Excollay 
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Geared to Industry's 
Production Demands 


Since 1887 


MILWAUKEE 
WROT WASHERS 


Offering the most 







omplete line of 
washers available 
today... all types 


and sizes, all ma- 


WASHERS 
STAMPINGS 


terials, all finishes. 
More than 25,000 
sets of dies, Let us 
quote on your 


requirements. 


WROUGHT WASHER 


MANUFACTURING CO. 


The World's Largest Producer of Washers 











OUTSTRETCH 
OUTLAST 
ALL OTHERS 






cael OR Lf REFUND 


* Guaranteed by a 


Good Housekeeping 
. # J 


e Bands for Every Purpose 
@ Saves Time and Labor in Production 


@ We'll Make Them for Your Special Needs 


Ae \\ 
45 anveanisto WE 


PROMPT 
DELIVERY 


NATIONALLY DISTRIBUTED . . . AVAILABLE AT YOUR REGULAR SUPPLIERS 
All Plymouth Standard Bands Made to Federal Specifications 








PLYMOUTH RUBBER COMPANY, Inc., Canton, Mass. 
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(Continued from page 154) 
swer to all maintenance and operat- 
ing difficulties inherent in mechani- 
cal seals and stuffing boxes of 
conventional centrifugal pumps, 
Available in a wide variety of ma- 
terials the pump is especially well 
suited for handling corrosive, radio- 
active and highly volatile fluids, and 
for processes where vacuum is used. 


Rotating Sweeper Collects 
Large Iron Pieces 





Trips to trash barrels or other 
unloading points are unnecessary 
when using this rotating sweeper 
designed for large areas and for 
collecting large iron pieces. Strip- 
ping off the thin Neoprene cover 
unloads the collected trash which 
is poured into a collecting box at- 
tached to the frame. The magnetic 
housing loads up with iron to a 
thickness of 1%”. Clearance under 
the housing is 142”, allowing large 
parts to be picked up. It is claimed 
that the new product has the larg- 
est capacity of any sweeper for its 
weight, size or cost. It is made by 
Multifinish Mfg. Co., 2114 Monroe, 
Dept. 493, Detroit 7, Mich. 


Foil-Clad Laminates For 
Printed Circuits Cut Costs 


Substantial savings over hand 
wiring methods of producing com- 
plex circuits for electronic equip- 
ment, etc., may be effected by the 
use of copper-clad laminated plas- 
tics produced by Synthane Corp., 
Oaks, Pa. Synthane’s “printed” cir- 
cuits, which these copper clad ma- 
terials make possible, permits the 
most complex circuits to be made 
indefinitely without the slightest 
variation. Use of printed circuits 
offers substantial savings through 
miniaturization of equipment and 
reduction of inspection time. Cir- 
cuits etched on Synthane copper- 
clad laminates are also used in auto- 
matic signalling devices, electronic 
computers, etc. 
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Even with & Hands 


Could Sitatapatraparajita 
Have a Finger in So Many Pies? 


@ Meet the goddess of Tibetan mythology— 
three-headed and eight-armed. Quite a versatile gal, 
according to ancient lore. 





Now Meet Mr. Lyon Dealer , 
He spots the goddess two headsand shops, warelrouses, offices, churches, clubs, hos- 
six arms and still matches her versa- pitals, homes—Lyon Dealers serve them all. 
tility. Here’s why— Lyon engineering and production facilities 
are also available for special contract work. 





@ Lyon Steel Equipment Dealers serve vir- 


tually every segment of business and industry FACTORIES IN... AURORA, ILL., AND YORK, PA. 
—with a diversified line of products totalling LYON METAL PRODUCTS, INC. 
more than 1500 standard Lyon items. (A few General Offices: 833 Monroe Avenue, Aurora, Illinois 
typical products are shown below. ) Factories, “Dealers and Branches in All Principal Cities” 
































A PARTIAL LIST OF LYON UCTS 


Shelving © Kitchen Cabinets © Tool Toters © Economy Locker Racks Display Equipmen 3 Cabinets ¢ 
Lockers © Cabinet Benches © Bar Racks © New Freedon p + 

Stools © Storage Cabinets © Tool Boxes ® Too ipr Revolving Bins Work Benches © Drawe 
Bin Units © Drawing Tables e Parts Cases ® Wood Working Benches Hanging Cabinets Bench Drawer © Hopper B 
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Snore, a ae 


Guards ‘ 
in All Weather, Year after Year! 


Burlington Mills +, 





Property 24 Hours a Day 


that’s why you should install 


Anchor Fence 


ve get three immediate and 
important benefits as soon as 
you have Anchor Fence erected 
around your plant. First of 
all, your Anchor Fence will 
keep trespassers, agitators, and 
vandals outside your grounds. 


Equally important, your 
Anchor Fence will protect your 
materials and various supplies 
stored in the open. 


Finally, your Anchor Fence 
will help you control plant and 
vehicular traffic with maximum 
efficiency and economy. 


But, be sure you get genuine 
Anchor Fence. There are imi- 





Division of Anchor 


Anchor Fence 





tators! So, look for the orange- 
and-black identification plate 
that only Anchor Fence may 
carry. That plate is your guar- 
antee of the finest in indus- 
trial fencing. 


* * * 


FOR ADDITIONAL INFORMATION 
send for Anchor’s fact-packed 
Industrial Fence Catalog. Or 
ask to have one of our experi- 
enced engineers submit recom- 
mendations . . . without obliga- 
tion, of course. Write: ANCHOR 
Post Propucts, INc., 6615 
Eastern Ave., Baltimore 24, 
Maryland. 


| Zoy-h ae <b dole bb Ko) ¢-Fe boon 
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Hydraulic Unit Offers 
Bridge Across Tracks 





Railroad spur tracks are a neces- 
sity to most plant operations. How- 
ever, when they cut through the 
middle of the property or plant, the 
transfer of materials from one side 
of the track to the other can be a 
costly nuisance. To end the nui- 
sance, Rotary Lift Co., 1099 Ken- 
tucky, Memphis 2, Tenn., has de- 
veloped a hydraulically operated 
bridge, which rises to provide a 
“shortcut” bridge across railroad 
tracks, and lowers to become an 
integral part of the track system 
for train operation. The bridges can 
be of the recessed rail-type, the 
rotating type or the drawbridge 
type depending on different plant 
situation demand. 


Turntables Make Conveyors 
More Versatile 





Turntables which permit prod- 
ucts being conveyed on straight 
sections of conveyors to be diverted 
at any angle or to pass straight 
across them are being manufactured 
by Sage Equipment Co., 31 Essex 
St., Buffalo 13, N. Y. They are for 
use with the company’s rollers and 
gravity wheel conveyors. These 
switch-type turntables provide 
greater flexibility of material flow. 
The roller or wheel conveyor sec- 
tions are mounted on large, easy to 
rotate casters that turn these sec- 
tions on a circular flat steel plate. 
Built-in lock arrangement rigidly 
holds the rotating sections of these 
turntables at the desired angle. They 
are built for use with all widths of 
rollers, wheel arrangements, frames 
and couplings. 
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Catch fish with wire roper 


a 





Yes, gentlemen, there’s more fish caught with wire 
rope than ever nibbled at a baited hook. Satisfying 
America’s appetite for nutritious seafood is a stupen- 


2 ( bee hE PR bee oe 


dous job, calling for fleets of fast, powerful trawlers 


_~ 


that net their catches in prodigious quantities. To 


hold and haul in the heavily laden nets, the fishing 
industry annually uses millions of feet of wire rope. 





There’s a good chance the fish you eat comes to 
your table with the help of Wickwire Rope. Because, 
for over half a century, Wickwire Rope has “grown 
up” with the nation’s fisheries. As in so many other 
activities where wire rope is used, the men who man 
the fishing fleets have a high regard for its strength 
and durability under the toughest conditions. 


A YELLOW TRIANGLE ON THE REEL IDENTIFIES WICKWIRE ROPE 


THE COLORADO FUEL AND IRON CORPORATION 
Houston © Odessa (Tex 
PACIFIC COAST DIVISION 
Portland * San Francisco * Seattle * Spokane 
WICKWIRE SPENCER STEEL DIVISION 
Chicago © Detroit * Emlenton (Pa 


® Phoenix * Salt Lake City 
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INVERTERS 


AT NEW $952. 


LOW COST 
Price 


erting D.C. to A.C.... Specially Designed 

perating A.C. Radios, Tape Recorders, 

Recorders, Record Changers, Television 

Amplifiers, Address Systems, Radio Test 

pment and most small electrical and elec- 

c devices from D. C. Voltages in Vehicles, 
hips, Trains, Planes and in D. C. Districts. 





Input A.C. Output 
DC Output Wattage Consumer 
ype Volts 60 Cycles Int. Cont.Net Price 
I 6 1110 volts 40 35 1925.55 y 
| 127110 50) 35 | 25.55 _ 
D 6/110 #4| 85 | 75 | 39.25 
D 127110" 125 [100 | 39.25 _ 
RSD 327110  ®#| 150] 100 [ 39.25 _ 
D 110/110 | 250] 150 | 39.25 _ 
HSG 121110  ®+| 250 | 200 | 96.45 
HE] 110]110 | 32517250 | 56.95 | 




















There is an ATR model for most any ap- 
plication.” Available with leather carry- 
ng handle at $1.00 additional! — 


optional. 










nT 


\/ NEW MODELS Al 


ee 
“A” Bottery Eliminators, 
DC-AC Inverters, 
Avte Radio Vibrators 


/ NEW DESIGNS 


V NEW UTERATURE 


: See your jobber on wnite factory 


AMERICAN TELEVISION & RADio Co. 
Quality Products Since1931 ss 


SAINT PAUL 1, MINNESOTA——U.S.A. 
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Turret Indexing Units 
Cut Engineering Time and Costs 


Standard, intermittent-motion tur- 
ret indexing units which provide a 
basic “packaged” chassis for a wide 
variety 


of special 


automatic ma- 
chines, have been announced by 
Swanson Tool and Machine Prod- 
ucts, Inc., Erie, Pa. These standard 


turret units eliminate a large part 
of the and 
designing special 
almost 


time cost required in 
for 
of light 


operations on small 


machines an 
infinite 
manufacturing 


and medium 


variety 


parts. They also ad- 
vance the completion schedules of 
special of the 
shop time gained through the use 
of the standard chassis. They are 
offered with turret diameters of 20”, 
30. 10” for mounting 16, 24, or 
32 work 


machines because 


or 


stations. 


Low-Cost Hydraulic Skid Truck 





A hydraulic skid truck, the prod- 
uct of Ironbound Box & Lumber Co., 
42 Hoffman Place, Hillside, N. J., is 
a low-cost unit with 
many features. Among these is com- 
pletely hydraulic raising and lower- 
ing, whereby a foot pedal raises the 
load and a tap of the release lever 
gently lowers the load hydraulically. 
The operator just pushes the truck 
under the skid, steps down on the 
foot pedal and walks away with the 
load. The construction of the skid, 
with oversized hydraulic unit and 
extra heavy steel at all vital points, 
provide the extra 
lasting service. 


low-upkeep 


factor for long 


Fire Danger Reduced In 
New Waste Receptacles 


Solar-Sturges Mfg. Division of 
Pressed Steel Car Co., Inc., 6 N. 
Michigan Ave., Chicago 2, Ill. has 


a line of waste receptacles in which 
the danger of fire has been reduced. 
Perfectly balanced self-closing flaps 
that and stay closed, after 
waste has been disposed of, and a 
tight-fitting bottom, help keep un- 
der control any fires that may start 
in the cans. The receptacle has a 
(Please ti 164) 
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FOR FLEXIBLE 
METAL LQ 
















Misalignment and Vibration 
are easily solved with Atlantic 
flexible metal hose. Quick 
delivery insures less idle time 
for vital equipment 


Misalignment 
and 
Vibration 


Expansion and Contraction 
due to intense heat put no 
strain on piping when flexible 
metal hose is used as on this 
Great Lakes Carbon Corp. kiln 
combustion chamber. Atlantic 
hose is superior for flexibility 
and durability 


Expansion 
and 


Contraction 


Conveying chemicals and 
gases under pressure and tem- 
perature extremes is safe and 
simple with Atlantic's anti- 
corrosive, leak-proof hose. It 
performs long after ordinary 
hose is scrapped 








See our Catalogs in Sweet's Files for Product Designers 
and Mechanical Industries 


Manufacturers of Seamless and Interlocking Flexible Metal 
Hose in Steel, Stainless Steel, Monel, Bronze. Sizes ¥°-36" 
1.D. with appropriate fittings. 


ATLANTIC 


METAL HOSE CO., IN 


Cc. 
119 West 64th St., New York 23, N. Y. 
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BALANCED STRENGTH 
BEHR-CAT Tape is nicely bal- 


anced between lengthwise ten- 
sile strength and crosswise tear 
facility. It's strong enough to 
flex around contours, yet has 
stretch enough to lie flat. 


CLEANER STRIPPING 


BEHR-CAT Tape strips clean 
. leaves no deposit . . . 
gives you no worry about spoil- 
ing a good job. Its adhesive is 
firmly anchored, is stable, and 
withstands high temperatures. 





Y 


MAXIMUM FLEXIBILITY 
BEHR-CAT Tape has plenty of 


"give" on any irregular surface. 
It shapes to any contour . . 
flexes around sharp curves... 
hugs difficult shapes as readily 
as flats. 


oS EASIER HANDLING 
7» © — BEHR-CAT Tape handles faster 


and easier . . . it's thin and 
stretches uniformly without curl- 
back . . . goes on with a pass 
of the finger . . . stays put till 
you strip it . . . thinness pre- 
vents paint build-up. 





Wy CORRECT ADHESION 


BEHR-CAT Tape has just the 
right degree of tackiness. It 
sticks tightly under stress with- 
out creeping ... prevents paint 
seepage . . . grips well on 
undercoats, lacquers, enamels, 


AN "BARNEY" says you haven't 
seen tops in color separation 
till you've tried BEHR-CAT. 
Try a sample roll now — write 
Behr-Manning Corp., Troy, N. Y. 
Address Dept. PU-8 


In Canada: Behr-Manning (Canada) Ltd., Brantford 


For Export: Norton Behr-Manning Overseas Inc., New 
Rochelle, N. Y., U.S.A 


BD / A COATED ABRASIVES 
/ gf war s 


A PRESSURE-SENSITIVE TAPES 






bare metals, etc. 


® division of NORTON Company 
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and another sagging market 
gets a boost from... 


General Packaging Laboratories 


Quincy Stove Company, Quincy, Illinois, faced an actual drop 
in sales when their Monogram Oil Heaters started arriving at 
dealers’ in a damaged condition. They presented their problem 
to General Box Company Engineers. Results: 


e A Watkins-T ype container, specifically designed to with- 
stand heavy punishment and meet Pre-Tested Safe 
Transit Standards, was developed. 


e The product itself was tested on General Box Company’s 
exacting laboratory equipment; improved design cor- 
rected cause of failure. 


In the three years since the changes were made, Quincy Stove 
Company’s damage in shipment claims have totaled less than 
$200.00. This is only one among many packaging problems 
solved every day—at a saving—in General Box Company’s two 
fine Industrial Packaging Laboratories.* Let us help you cut 


packing and shipping costs. Write today for full information. 


* 

General Box Com. 
pany Laboratory 
facilities are 
certified to make ‘ 
““National Safe 
Transit” tests 


Find out how other manufacturers 
are cutting packaging costs. Write 


for your free copy of “‘The General 
Box.” 


benetal B0 


x * * 





Factories: Cincinnati; Denville, N. J.; 
COMPANY Detroit, East St. Louis, Kansas City, 
Lovisville, Milwaukee; Prescott, Ark.; 
3 heboygan; Winchendon, Mass.; 
1843 Miner St., 


General Box Company of Mississippi, 
# Meridian, Miss.; Continental Box Com- 
j Des Plaines, Hil. pany, Inc., Houston. 





Engineered Shipping Containers for Every Shipping Need 
Wirebound Crates and Boxes « All-Bound Boxes « Generalift Pallet Boxes « Cleated 
Corrugated and Watkins-Type Boxes ¢ Corrugated Fiber Boxes ¢ Stitched Panel Crates 
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(Continued from page 162) 
gravity self-closing top, a valuable 
asset because of the simplicity of 
operation. It is practically impossi- 
ble for the receptacle to be put out 
of operation because of mechanical 
failure as it has no springs or 
weights. 


Roller Skid Moves Heavy 
Loads Easily Over Hard Floors 





An ingenious new product for 
materials handling is being mar- 
keted by Stockvis Edera & Co. Inc., 
$5 Madison Ave., New York 16, N-Y. 
Called the Multiton roller skid, it 
is basically a heavy-duty dolly 
working on the self-laying track 
principle. In this respect it moves 
in the same way as a tank or a 
tractor. Consisting of a hardened 
cast alloy-steel frame with hardened 
roller forming the “tank” track and 
antifriction ball bearings between 
rollers, it is able to support tre- 
mendous weights and move them 
easily over concrete and other hard 
floors. It will actually support 3200 
times its own weight. 


Single Spindle Automatic 
Has Larger Capacity 








A revised, larger-capacity model, 
the 2-AC single spindle automatic 
chucking machine, has been intro- 
duced by The Warner & Swasey Co., 
5701 Carnegie Ave., Cleveland 3, 
Ohio. Designed for high efficiency 
operation in diversified production, 
it features front and rear cross 
slides and a five-faced overhead tur- 
ret, and handles work up to 10%” 
diam. and up to 9 in turned length. 
Set-up controls include feed and 
speed selectors, automatic and hand 

(Pease turn to page 166) 
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| QUICK INSTALLATION SAVES YOU MANHOURS when 2 SIMPLE MAINTENANCE SAVES YOU MONEY. [f elec- 

¢-E gear-motor is used on compact machines like this trical maintenance is ever needed on this G-E Tri-Clad 
oot blower for power plant equipment. Neat, packaged con- gear-motor —driving scraper in a grannery —3-piece design 
truction permits quick, easy installation in limited space. will permit stator removal without disturbing gear train. 


Save 4 Ways with G-E 7@//cz4d Gear-motors 
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3 PROMPT DELIVERY SAVES YOU TIME—assures you 4 THE “RIGHT” GEAR-MOTOR SAVES YOU TROUBLE 

of getting the gear-motor you need when you need it. on precision operations like grinding jet engine bucket 
Anew multiple point stock plan permits one-week delivery on blades. General Electric’s wide selection assures you of the 
more than 300 models of General Electric gear-motors. correct gear-motor for your particular low-speed application. 


for more information about G-E Tri-Clad gear-motors contact your nearest G-E representative, agent, or distributor, or write to 
General Electric Company, Section 755-12, Schenectady 5, N. Y. for your free copy of new Bulletin GEA-1437H. 
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Centrifugally cast bronze shaft sleeves for big centrifugal circulating pumps. 


Slenougo 








».. KEY TO SAVINGS 





MEANS IT’S RIGHT...NOT ALMOST RIGHT! 


1) Machined parts must be finished 
precisely as you specify. Shenango’s 
modern machining facilities and 
skilled workmanship make this 
operation almost a work of art. 


>) Parts start out RIGHT, too, because 
they are produced by Shenango’s 
idvanced centrifugal casting process. 
This assures tougher parts with finer, 
pressure-dense grain, greater tensile 
strength, better elongation and free- 
dom from sand inclusions, blow- 


ALL RED BRONZES 
MONEL METAL 
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* MANGANESE BRONZES + 
NI-RESIST 





holes and other hidden defects. 


You specify the part, metal and finish 
and Shenango does the rest. Send for 
Bulletin No. 150 covering nonferrous 
metal parts; Bulletin No. 151 cover- 
ing Meehanite Metal, Ni-Resist and 
special iron alloys. Address... 


SHENANGO-PENN MOLD COMPANY 
Centrifugal Castings Division 
Dover, Ohio 
Executive Offices: Pittsburgh, Pa. 


ALUMINUM BRONZES 
MEEHANITE METAL 








(Continued from page 164) 
operation switches and “forward”, 
“reverse”, and “index” push buttons, 
Operating controls include spindle 
and coolant control switches and 
“cycle start”, “motor start” and 
“stop” push buttons. 


New Inter-Communication System 


Inter-office or inter-plant tele- 
phone communication can now be 
coupled with “all-hear” paging fea- 
tures. Farmers Engineering & Mfg. 
Co., Irwin, Pa., has set up the equip- 
ment and method of installation so 
that one centrally located amplifier 
replaces the usual numerous master 
stations and one common cable 
serves the system. Equipment con- 
sists of a centrally located Page- 
phone amplifier, junction box, hand- 
set stations and a single intercon- 
necting cable. To call another person, 
a user removes the handset from 
its hook and presses the handset 
button to page. The called person 
then carries on private conversa- 
tion from any station. 


Small Laboratory Mill 


A mill for laboratory processing 
and control work has been intro- 
duced by Morehouse Industries, 1156 
San Fernando Road, Los Anggpiles 56, 
Calif. It is small, standing 23%” 
high, 844” in diameter, and weighs 
only 41 lbs. It operates on the prin- 
ciple of a Carborundum stone re- 
volving at high speed against a 
stationary Carborundum stone. 
Throughput rates vary from 1 to 3 
gals. per hour, depending on the 
material. Clearance between the 
processing stones can be varied in 
1/1000” stages positively and ac- 
curately by a simple hand wheel 
control. The polished processing 
chamber permits easy cleaning to 
prevent contamination of different 
batches. 


Gasketing Material Effective 
In High or Low Temperatures 


A new gasketing material, equally 
effective at the high temperature of 
hot-air ovens and the low tempera- 
tures of arctic regions or high alti- 
tude flying has been developed by 
Joclin Mfg. Co., 2964 Whitney Ave., 
Hamden, Conn. Properties are un- 
affected by temperatures ranging 
from —130 F to +392 F. The gasket 
consists of long strips of foamed 
silicone rubber wrapped in sheets 
of Du Pont Teflon. These are formed 
to permit edges of the sheeted Teflon 
to extend laterally beyond one side 
of the silicone core. The edges are 

(Please turn to page 168) 
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AN INSPECTION STATION—CUSTOM BUILT 
with Standard HALLOWELL Shop Equipment 


To set up an inspection station anywhere in your plant is a 
simple operation with HALLOWELL Shop Equipment. All 
you have to do is design it as you want it and order stand- 
ard, ready-made units from your HALLOWELL distributor. 
Write for complete details. STANDARD PRESSED STEEL Co., 
Jenkintown 31, Pa. 


Cn Hyltid Gear : A START FOR THE FUTURE 1. Cabinet Benches 2. Stools and Chairs 


CEVE STAT) SHOP EQUIPMENT DIVISION 3 
® 


JENKINTOWN PENNSYLVANIA 
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then heat-sealed to form an jm- 


penetrable envelope around the 
e Ca n é ere | resilient core material. 


Powder Actuated Fastening 


maharywith | SES 
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Cost of fastening into steel and 
concrete can be cut by two thirds 
says the Ramset Fastener Division 
of Olin Industries, Inc., Cleveland, 
Ohio, in announcing its “Plus- 
Power” Jobmaster powder-actuated 
fastening tool for medium duty. 
Teamed with the tool, which weighs 
only 6%4 lbs. and is operated by one 
hand, are special true set head drive 
pins and adjustable utility head 
threaded studs. The flat head pins 
have shanks 5/32” diam. and are 
driven home so neatly that they fit 
flush with the surface and when 
painted blend with the surrounding 
material. The tool replaces heavy 
duty tools on many jobs, resulting 
in operation economies. 
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One-Piece Glass Fiber Pipe 
We are equipped to design and manufacture special bolts snr . — ee 
to your individual requirements efficiently and quickly. 
By using special Circle ® bolts, you can often simplify 
design ... add extra holding strength . . . speed assembly 
..and lower unit costs. 
In bringing all of your fastener problems to us... you 
receive the attention of specialists who can demonstrate 
the practical advantages of adopting special bolts... and 


who can also supply your requirements for standard 
fasteners. 





Gustin-Bacon Mfg. Co., 210 W. 


features that set it apart from other 
pipe coverings. Its exceptional ther- 
mal efficiency is claimed to result 
in less heat loss than that of any 
conventional pipe covering. The 
product is four to ten times lighter 
than any other on the market. It 
can be quickly and easily spread 


It will cost you nothing to get the facts. Simply write us. 10th St., Kansas City, Mo., an- 
at the seam to snap over pipe and 
it quickly snaps back into its cylin- 


nounces a one-piece molded fine 
drical shape when applied over pipe. 


glass fiber pipe insulation ‘said to 
have many unusual and different 
OF Cl otk tie It is suited for all heat piping to 
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us- 1. “Orange Peel” surface requires ex- 
ited tensive polishing and buffing. 
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ghs oo hae | 
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- To get a smoother finished product, with lower finishing 
= costs, take advantage of Bridgeport’s Ultra Fine Grain strip 
g 
avy brass. Grain structure is related to the tensile strength, 
ing 
ine elongation, hardness, smoothness of surface and ductility. 
Bridgeport research and modern production methods have 
made possible the control of grain size. 

If you are making buckles, pocketbook frames, insignia 
buttons, vanity cases, door hardware, escutcheons or simi- 
lar articles produced by stamping or forming operations, 
Bridgeport’s U.F.G. will help you lower your polishing 
costs. 

Pee Call on Bridgeport’s Metallurgical Laboratory to help 

_ you select the temper and alloy best suited for your appli- 
0 

cation. Contact your nearest Bridgeport office...write for 
er 

er- your copy of the Bridgeport Brass Technical Handbook. 

sult , 

fide Lee Mills at Bridgeport, Conn., and Indianapolis, Ind. 

ter +. 61.6 Sern 6 ee eee In Canada: Noranda Copper and Brass Limited, Montreal 
It and requires minimum work for pro- 

ed ducing a high finish. 

ind 

in- BRIDGEPORT BRASS COMPANY 

“a Belen 30 GRAND STREET, BRIDGEPORT 2, CONNECTICUT 
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DROP 
FORGINGS 


It's wise to specify Ritco Bright Finish 
Drop Forgings when accurate parts of 
topmost strength are required. These 
JolgellaletMela-molaelel late MoM Zolmoll (Joa) 
in steel or non-ferrous metals, in weights 
from “% lb. to 15 lbs. They're smooth 
and flash-free, require a minimum of 
machining before assembly into your 
product 
Come to RITCO for drop forgings, 
special fasteners, and finished bolts with 
regular or heavy heads. We also offer 
complete facilities for finishing — 
machining and grinding. Estimates 
gladly submitted. Rhode Island Tool 
Company, 148 West River Street, 
Providence |, Rhode Island 


EXCLUSIVE NEW ENGLAND 
REPRESENTATIVES FOR 
CLEVELAND CAP SCREWS 


yr | 


* SERVING AMERICAN INDUSTRY SINCE 
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Tubular Steel Scaffolding 
Cuts Erection Time and Labor 
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A tubular steel scaffolding is said 
to cut drastically time and labor 
for scaffolding users. Simplicity and 
speed of assembly are its outstand- 
ing features. The scaffolding has 
only two basic parts: frame and 
tie-bar. A slip-fit eliminates bolts, 
pins, or screws. In a recent “on- 
the-job” use, one man erected a 
platform 4’ high and 182’ long in 98 
minutes. Where many conventional 
scaffolds are difficult to break down 
or move about, this tubular steel 
scaffolding can be quickly disman- 
tled, transported and erected. Made 
by Jagiel Mfg. Co., 415 Madison 
Ave., Toledo, Ohio. 


High Lift Shovel Loader 
Useful With Bulk Materials 






Industrial yards and plants will 
find a high lift shovel loader built 
by Baker-Lull Corporation, Min- 
neapolis, Minn., most effective for 
loading gondola cars, hoppers and 
trucks with bulk materials. Its lift- 
ing heights are up to 16’ dumping 
heights up to 14’ and loading capaci- 
ties up to 6000 lbs. Four accessory 
tools are available: a coal and snow 
bucket, a loose material bucket, a 
material bucket and a crane hook 
tool for general materials handling 
work. It is mounted on four national 
makes of industrial wheel-type 
tractors—Case, Minneapolis-Moline, 
Sheppard and Oliver. 
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Fiberglas Sonofaced tile 
produced by Owens-Corn- 
ing Fiberglas Corporation 
absorbs office sounds in 
the new 16-story Stevens 
Building, headquarters for 
}. P. Stevens & Co., Inc., 
in New York City. 
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What the Purchasing Agent 
Should Know 


About Printing Processes 


@ By James J. Ritterskamp, 


HERE are three basic types of 

printing processes in use today; 
any others are simply modified ver- 
sions of these three. 

The first is letterpress printing. 
This involves an impression taken 
from raised type. The letter to be 
printed, or other image, is raised in 
relief, and, by means of ink and 
pressure, is placed onto the sheet of 
paper. This is the conventional let- 
terpress process. 

The second is called gravure 
printing. Here the image is recessed. 
Gravure is used primarily for fine 
art reproductions and other print- 
ing jobs where quality and detail is 
of first importance. 

The third process has been loosely 
termed under many names, such as 
offset, ‘lithograph, planograph, and 
even multilith. Basically this proc- 
ess involves the use of a flat plate. 
The image is etched or sensitized 
into this plate so that it will have 
an affinity for ink, and the balance 
of the plate is treated in such a 
manner that it will not accept the 
ink. This ink is transferred onto a 
rubber blanket, which in turn “off- 
sets” or transfers the printing to the 
paper. 

The type of printing you select 
for a particular job depends upon 
many factors. Probably all of us 
have heard at one time or another 
how relatively inexpensive the off- 
set process is. That may be true in 
many types of jobs. On other jobs, 
however, you will find that letter- 
press is less expensive. Neither proc- 
ess will ever outmode the other; 
both are necessary in the printing 
world. For example, a job may con- 
sist of many printed lines, with no 
pictures, and the quantity might be 
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10,000. By the time the offset process 
has made a negative from the type, 
prepared a zinc plate, and is ready 
for running, the letterpress could 
have the job completed. All offset 
would do in this case is add to the 
cost of the finished product, because 
the composition would be the same 
in either event. 

On the other hand, there are many 
instances where you have a long 
run of a form that has been printed 
before. The offset process will photo- 





This article is Part Il of an ad- 
dress given at the 32nd Annual 
Convention of the National As- 
sociation of Educational Buyers, 
Chicago, May 1953. Part I, 
dealing with Printing Papers, 
appeared in the July issue. 





graph that form, etch it into the 
plate, and run from that, thereby 
avoiding the composition cost. Thus 
each job must be considered on its 
own merits, and the decision of 
which process to use is one in which 
a printer can be most helpful to the 
purchasing agent. 

Most printing plants have three 
basic departments: composing room, 
press room, and bindery. The pur- 
chasing agent should keep these 
three divisions in mind when pre- 
paring his specifications. 

The composing room is charged 
with the responsibility of preparing 


the image that will be reproduced 
from your copy. One word about the 
copy you submit to the printer. 
“Follow your copy, even if it goes 
out the window,” is the printer's 
motto. You get in print what ap- 
pears on your copy, so be certain 
that it is legible and correct, so the 
printer will be able to follow it 
easily and clearly. 

Image preparation can take on 
many forms, and we will briefly re- 
view the methods available. 

First, let us take the letterpress 
with its raised type. This copy may 
be prepared in any of the following 
ways: 

a. Hand composition. Each letter 
is set from a separate piece of type. 
This process is slow and time-con- 
suming, therefore expensive, and is 
little used today except for display 
headlines, etc. 

b. Linotype. The linotype machine 
has a keyboard similar to a type- 
writer. It prepares and casts one 
complete line of type with all the 
letters raised ready for printing. 

c. Ludlow composition is similar 
to linotype except that it is designed 
for large size letters. 

d. Monotype is a type setting 
process in which each character is 
prepared individually. In other 
words, it is a cross between hand 
composition, with its individual let- 
ters, and linotype, with its setting 
from a keyboard. It is most often 
used where complicated tables, tariff 
schedules, and the like, are pre- 
pared and where corrections are 
made at intervals. 

e. Line drawings are reproduced 
from zinc engravings, photographed 
and etched on a plate. 

f. Photographs and detailed werk 


PuRCHASING 














~~ 


sn Te —— «lh 















—__ 
a, 


ae ii 


Als’ 


<4 











~ eed 


are you sure you're seeing straight about pencils? 


Are you getting the most for yourmoney...orareyoubuying hard spots, no soft spots. Because the lead is Pressure- 
inferior pencils that add up to greater cost in the long run? Proofed it is sealed firmly in the wood. This means fewer 


, sharpenings, longer life. 
You can get greater efficiency and greater economy with the Pe ne 


Venus Velvet. It writes smoother because the lead is homo- Take a good look at the Venus Velvet. See for yourself how 
genized by Venus’ exclusive Colloidal Process—which in- it gives you more for your money. Write for free sample on 


sures perfect uniformity of lead from top to bottom...no your company letterhead. 


nothing writes likea VENUS 


~ velvet 


Venus. trademark of fine 
craftsmanship in pencils 











AMERICAN 1 PENCIL COMPANY - . HOBOKEN, NEW JERSEY 
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are prepared from halftones, gen- 
erally made of copper. A photo- 
graph is made of the image, through 
a screen which breaks up the image 
into a series of dots having different 
printing values. Screens vary in 
fineness, according to the detail de- 
sired and the smoothness of the pa- 
per on which they are to be printed. 
A 120 line screen has 120 dots to the 
linear inch. Much coarser screens 
are used for newspaper printing and 
similar rough papers. 

g. Electrotypes are simply dupli- 
eate reproductions of any of the 
above mentioned modes of compo- 
sition. This enables a printer to 
make more than one image and run 
multiple copies on a large sheet, 
instead of singly, on a large quantity 
job. This materially reduces cost in 
the press room. 

For offset copy we can utilize the 
following methods: 

a. If we are reproducing a job 
that has been previously printed, we 
ean have the original copy photo- 
graphed to get the negative to be 
etched into the plate. 

b. Any of the above methods of 
letterpress composition can be used 
in preparing copy for offset. After 
the composition has been completed, 
a clear “reproduction proof” is taken 
of the type or linotype, and this 
forms the basic photographic copy 
for the offset negative. 

c. Then, too, we can use what is 
termed “near print” composition. 
This involves photographing copy 
that is produced on an ordinary of- 
fice typewriter, a DSJ machine, a 
justowriter, or any art work we may 
desire to use. These images are 
photographed to form the negative 
to be etched into the zinc plate. 


Press Room 


Next we come to the press room, 
where the reproduction image is 
brought together with the paper 
you have specified. In press room 
specifications you should specify the 
color or colors of ink that you de- 
sire used, and any other special press 
room instructions. Remember that, 
except in extremely long runs where 
large two or three-color presses are 
used, each time an additional color 
of ink is added to a printed job, it 
means an additional impression, or 
going through the press. This of 
course adds to the cost. 

Miscellaneous press room instruc- 
tion consists, for example, of num- 
bering jobs that require consecutive 
pre-numbering. On letterpress, 
numbering can be done in the same 
impression that the regular copy is 
printed, if sufficient room is allowed 
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for the numbering wheel. This 
means that no other copy can ap- 
pear in the square where the num- 
bering wheel is to fit. The size of a 
numbering wheel is about 34 x 144”. 

Sometimes a perforation is desired 
on a sheet for a tear-out. One way 
to get this done economically (al- 
though it is generally not the best 
way to do it) is to have the perfora- 
tion made while the job is being 
printed. This is known as press 
perforation, and consists of a heavy 
black dotted line at the place where 
the tear is to be made. 

One other’ consideration that 
should be mentioned at this time is 
pen ruling. Probably all of us have 
occasion to order a printed job that 
has both perpendicular and horizon- 
tal rulings in various colors. This is 
done on a special machine equipped 
for such work, and is called pen 
ruling. 


Bindery Operations 


In the bindery, several operations 
can be done if your job requires 
them. Perhaps you want holes 
punched in the sheet. The size and 
position of the hole should be speci- 
fied; also, whether it is to be a 
round hole, used for the common 
ring binder, or a slot hole, used for 
post binders. 

Press perforation has already 
been mentioned. If we do not like 
to have the black dotted line stand 
out heavily in the sheet, the paper 
may be perforated in the bindery. 
There are two types of perforations 
—slit and dot. The dot perforation 
tears better, and at the same time 
is stronger. The slit, while not tear- 
ing quite as well, does not raise the 
paper where the perforation is made 
and generally gives a better appear- 
ance. 

If you are preparing a booklet, 
the folding of the pages will be done 
in the bindery, and after the pages 
have been folded and collated they 
will be fastened together in one of 
several methods which should be 
specified. If you have only eight 
pages to be kept together, it is possi- 
ble to paste in the inside page. If 
you want it stapled, it can be sad- 
dle stitched—which means driving 
a staple through the center fold. 
Bear in mind that there is a limit 
to the number of pages that can be 
saddle stitched; if there are too 
many pages, the booklet will tend 
to lie flat and open, instead of closed. 
If the pages are too numerous, we 
resort to a side stitch, which is a 
staple driven straight on through 
the paper at the side near the fold; 
or we can go to a mechanical bind- 


ing such as spiral binding (wire or 
plastic); or to loose leaf binding, 
using rings or brads to hold the 
sheets together. Of course, for a 
more formal bound book, the vari- 
ous sections or “signatures” can be 
sewed together. 

Final instructions to be given for 
the bindery concern completion of 
the job and getting it ready for de- 
livery. If you want your sheets to 
be padded, specify the number of 
sheets that you want to a pad. If it 
is a multiple copy job, specify the 
number of sets you want to a pad. 
And specify the number of pads you 
want in a package. 


Cost Saving Factors 


Changes in copy cost money, par- 
ticularly on multiple copy jobs. 
Every time you change the copy 
from the first to the second to the 
third sheet, it means that when the 
printer is ready to run that copy 
he has to change his form. This in- 
creases his cost. Likewise, if you 
are doing repeat work, a change in 
the form costs additional money. 

Savings can be effected by com- 
bining like jobs and giving the 
printer a combination run. For ex- 
ample, if you have an order for 
letterheads for four different de- 
partments, 5,000 of each, a printer 
can print all 20,000 with only 5,000 
impressions by doubling up and 
running one 17 x 22” sheet, thereby 
saving 15,000 press impressions. You 
may do similar combination work 
with office forms to effect similar 
economies. 

Occasionally, particular operations 
in the production of a printed job 
can be done better or more eco- 
nomically in one plant than in an- 
other. It is wise then to utilize the 
various plants for those operations 
they do best. A good example of 
this is our yearbook. We subcontract 
this work, making a direct contract 
with a trade composition house to 
set the linotype, another contract 
with the engraving company to 
make the engravings, a third con- 
tract with the printer who does the 
lock-up and press work, and a 
fourth contract with the bindery, 
which makes the cover, folds, as- 
sembles, and sews the book. We 
have saved as much as 15% to 20% 
of the cost of our job by subcon- 
tracting each unit of production 
rather than turning it all over to 
one printer. Furthermore, we find 
we can get better service and can 
choose the workmanship of a com- 
pany we prefer in each of these 
operations. 


(Please turn to page 178) 
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New Time- Savers for Purchasing Departments 


Perhaps yours is one of the many purchasing departments where the need 
has been felt for time-saving office equipment, but action has been stymied 
by budget limitations. If that is the case, here’s interesting news. 

Your requirements for photocopies of records, drawings, specifications, 
etc. can now be met at low cost by either of two recently perfected 


Remington Rand methods. 


One! Transcopy Duplex 


A single-unit machine, Transcopy 
Duplex, does the complete job of ex- 
posing, developing and printing photo- 
copies, and does it all in a matter of 
seconds. No darkroom needed, no run- 
ning water—you can use it anywhere, 
move it anywhere. “Installation” is 
merely a matter of plugging it into 
any standard electrical outlet. You 
get perfect, ready-to-use, positive 
prints up to 14% inches wide and of 
any length. And there’s no trick to 
it, either. Anyone—even the most 
unmechanical-minded office girl — can 
learn the simple Transcopy Duplex 
operation in a few minutes and be an 
expert at it from there on. Interested? 
Just mark (P-344) on the coupon be- 
low for free folder. 


Quick Way to ‘‘Broadcast’’ 
Requests-for- Quotation 





Did you know that a single typing can 
produce individually addressed re- 
quests in duplicate to several different 
vendors? Read about Remington Rand 
Multisets in free booklet X1202. Use 
the coupon. 
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Two! Portagraph & Transcopy 


If you now have a Remington Rand 
Portagraph or other device for ex- 
posing photocopies, there’s a second 
Transcopy model that will team up 
with it to save time on the total job 
and eliminate messy, space-wasting 
developing equipment. Many users 
have chosen this combination of equip- 
ment because Portagraph can copy 
from opened booklets, pamphlets, mag- 
azines, etc., making it unnecessary to 
separate individual sheets from the 
bound original volume. Ask for P-334 
and you'll have the full story. 





A word of 
caution re filing systems 


Don’t throw good money after bad. If 
a filing system requires a complete 
new and more extensive set of guides 
every year to take care of expansion, 
better throw it out right now. Switch 
to Remington Rand Variadex, the top- 
notch, world-recognized system that 
expands without waste. Descriptive 
folder LBV-275 is yours free on re- 
quest. Use the coupon. 
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Now! Low-Cost Book- 
keeping Machine Offers 
Typewriter Keyboard, 
Touch- Type Speed 


Recently developed, in answer to de- 
mand of accountants and business 
executives, this complete compact book- 
keeping machine offers any department 
of your company the basic advantages 
of large, high-price machines, at a far 
lower cost. Keep it in mind for uses in 
your company where a top grade ma- 
chine costing several thousand dollars 
has not been considered economical, 
and where low priced machines have 
not been quite equal to your require- 
ments until now. For detailed, descrip- 
tive, 6-page folder, circle AB-664 on 
coupon below. 


Steel Files for 
Immediate Delivery 

No delays if you act now. Our present 
stocks of Aristocrat Filing Cabinets- 
Letter and Legal in two, three, four 
and five-drawer models, Tabulating 
Card files and special files for all card 
record sizes, are adequate at last and 
your orders can be filled promptly. 
Why not check your requirements 
against the helpful data set forth in 
our free folder LBV-396. 


Time-Saving 3-in-1 Purchase 
History Record 

If you have a copy of the handy new 
Remington Rand manual “Purchasing 
Procedures That Save Time and 
Money” (and if not, just check No. 
X1202 on coupon below) open it to 
page 5 and there you’ll find a 3-in-1 
purchase record that helps slash the 
time between your receipt of requisi- 
tion and your placing of order. In a 
single Kardex pocket for each item it 
gives you (1) a Master Card for all 
specifications and other basic data; 
(2) a Purchase History Card for a 
long-range price and delivery record; 
(3) a Current Quotation record. 


Remington. Bland. 
Management Controls Reference Library 

Room 1031, 315 Fourth Ave., New York 10 
Please circle literature desired: 


P-334 P-344 
LBV-275 LBV-396 


AB-664 
X1202 
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CORBIN OFFERS WIDE 
VARIETY OF MAIL 
ROOM EQUIPMENT 





(4 
Toot 


FAST 
MAIL 
SORTING! 


CORBIN Mail Handling equipment 
saves time — reduces cost. Used in 
the majority of U.S. Post Offices and in 
the mail rooms of leading commercial 
firms, universities, colleges, hospitals 
and other institutions. 








CORBIN’S facilities and more than fifty 
years’ experience combined, are your 
assurance of quality equipment at low 
cost. We will help you choose equip- 
ment to meet your requirements. All 
items are constructed of selected hard- 
woods. Shipped assembled, with hard- 


ware. 


No. 1000 
Mail Room Unit 
Capacity and arrange- 
ment as required for 
your specific needs. 


* Work Tables ® 


* Key Cabinets 

* Storage Cabinets 
* Sorting Tables 

* Bulletin Boards 


* Portable Tables 





Send for 
Illustrated Catalog 


Corbin Wood Products Division Dept. 11 


The American Hardware Corp. 
New Britain, Conn. 


l 
Please send illustrated literature and prices on I 
Corbin mail handling equipment. | 
| 

i 


Name 


| Firm 2 cosas l 
i 
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Be certain that you get all the 
economies afforded you when you 
are doing a repeat job. The printer 
regards the type that is set or the 
plate that is made for the offset ma- 
chine as his property. If you have 
a job that is to be done over and 
over again, consider purchasing an 
electrotype or offset negative for 
your use on subsequent orders of 
the jobs. In this way, the next time 
the job is to be bought, you can get 
competitive quotations from several 
printers by offering an electrotype 
or negative for their use. This puts 
all bidders on the same basis; the 
printer who did the job before has 
no advantage over the rest. Also, in 
this connection, if you are furnish- 
ing art work to a printer for pro- 
duction of a job, specify that the 
art work is your property, is to re- 
main your property, and is to be 
returned when the job is produced. 
Otherwise the printer will keep the 
copy and treat it as his own under 
the usual trade customs. 


Duplicating Equipment 

Another consideration in the eco- 
nomical procurement of printed 
matter concerns the utilization of 
duplicating services and equipment. 
This is addressed to those institu- 
tions or companies that do not have 
their own printing plant, but who 
may find that many economies can 
be effected by the establishment of 
a small duplicating plant or depart- 
ment on their own premises. 

There are three major types of 
duplication equipment. As in the 
printing processes, there are more 
processes listed, but each of them 
are deviations from one of the three 
major types. 

First we have the gelatin and 
spirit duplicators. They have their 
place for reproducing a small quan- 
tity of a particular job. It is inex- 
pensive, but has its limitations. If 
one does not object to the purple 
ink and does not have to reuse the 
master copy, this process can be 
satisfactory. 

The second major type is the 
mimeograph. One of the major ad- 
vantages is that the stencils can be 
prepared in the various offices 
where departmental secretarial help 
is available. This means that no 
central stencil preparation room or 
equipment is necessary, as a stand- 
ard typewriter serves admirably for 
the purpose. Mimeograph machines 
are easy to operate and stencils can 
be reused if properly stored; 15,- 
000, 20,000, or even 30,000 copies can 
be obtained from a long run stencil. 


Please mention PURCHASING Magazine when writing to advertisers. 


One of the slight disadvantages, 
which is being overcome by recent 
developments, is the fact that special 
paper is necessary to achieve satis- 
factory results. Mimeograph paper 
is priced higher than #4 sulphite 
bond. The cost of the stencil and 
ink is also higher than for the most 
economical of these processes. 

The third type of duplicating 
equipment is the small offset ma- 
chine, such as the Multilith or the 
Davidson equipment. These ma- 
chines can serve as duplicators, and 
also double as small offset printing 
presses. Consequently they have a 
greater flexibility than either of the 
first two types of duplication equip- 
ment mentioned. Cost of operation 
is not high. They use cheaper sten- 
cils and cheaper paper. However, 
this type of equipment requires 
specialized personnel to operate. 

There are several different types 
of composition that can be used in 
preparing copy for these machines. 
First of these is the standard office 
typewriter. This is not the most de- 
sirable way, but where the depart- 
mental secretarial services are to be 
used, it can be done. It can be done 
in either of two ways—preparing 
the copy on a sheet of paper to be 
photographed, or by using a paper 
plate and typing a direct image on 
this stencil. 

Disadvantages of the standard 
typewriter are that you have an un- 
even touch and an unevenly inked 
ribbon; this means that a sharp im- 
pression will not be available, nor 
will there be a uniform reproduc- 
tion. The standard electric office 
typewriter gets away from the un- 
even touch and makes excellent 
copy to be photographed; on the 
direct image stencil it does a better 
job than the standard typewriter. 
Another improvement that can be 
made is the utilization of a carbon 
paper ribbon, which gives a very 
sharp, fine impression. Mention 
should also be made of a device 
known as the Marginator, which can 
be attached to any standard type- 
writer and will justify or aline the 
right hand column as the margin 
stop alines the left hand column, 
giving straight margins on both ends 
of the typewritten lines. It involves 
an extra typing, but achieves 
“square copy”. 

Another type of equipment that 
can be utilized for preparation of 
offset duplication copy is a propor- 
tional spacing typewriter. These are 
available in different styles of type 
and approach the style of type used 
in regular printing processes. By 
“proportional spacing” we mean that 
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the space allotted to various letters 
is proportional rather than the same. 
For example, on a regular type- 
writer, the letter “i” occupies just 
as much space as the letter “m”, 
whereas in printed matter and on 
the proportional spacing machines, 
“i” would perhaps occupy less than 
half of the space that “m” requires. 
Using this equipment gives the ap- 
pearance of a printed job and falls 
into the category of what is now 
called “near print”. Justifiers for the 
right hand margin are also avail- 
able for proportional machines. 

Other relatively recent develop- 
ments to be considered are pro- 
portional spacing machines with 
changeable type faces and variable 
spacing between lines, and a justify- 
ing machine that eliminates the sec- 
ond typing by means of punching a 
tape on the original keyboard typ- 
ing, which is set into a second 
machine where the typing is auto- 
matically reproduced and justified 
at the same time. 

In addition, you can use letter- 
press composition, or have type set 
at a trade composing house, for 
your copy for offset duplication. Or, 
of course, you can always use a 
copy of a job previously run for 
this work. 


Press Equipment 

Where a direct image plate is not 
used, a negative must be prepared. 
There are what is known as direct 
contact negatives, utilizing sensi- 
tized paper, at relatively small cost. 
There are limitations, of course, be- 
cause sharpness is reduced and you 
are limited to the same size as origi- 
nal copy. The number of copies 
available from paper plates is also 
limited, but recent developments 
make it possible to get more copies, 
up to 5,000. Otherwise, more elabo- 
rate plate making equipment will 
be necessary. 

The press equipment is avail- 
able in a range of several sizes and 
styles according to need. The re- 
quirements for your own duplicat- 
ing department are space, invest- 
ment, and personnel, plus equip- 
ment. 

The essential equipment for maxi- 
mum utilization within any institu- 
tion or concern will vary, of course. 
Minimum investment for a reason- 
ably flexible department, including 
a power cutter, power stitcher, small 
folder, and a punch or drill, would 
probably run somewhere around 
$10,000. This must be weighed in 
terms of the amount and type of 
work to be done, comparative costs, 
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Prominent Users of Strathmore Letterhead Papers: No. 106 of a Series 













One of many 
operations in the 
manufacture of 
precision ball 
bearings is assembly 
of finished races, 
retainers and balls, 
shown here. 





THE FAFNIR BEARING COMPANY 


nent aon = 
a wwe caren ™ COMMECTIOUT 


Only QUALITY 


passes inspection 





From its start, The Fafnir Bearing Company—makers of the most 
complete line of ball bearings in the country —has aimed at pro- 
ducing only high quality ball bearings for applications where 
long and free-from-care life of the bearings is essential. For this 
reason, nearly one-fourth of the entire employee force is made 
up of inspectors. And more than 60 inspection operations are 


verformed before a bearing can carry the Fafnir name. 
| £ 


It is no coincidence that companies, like Fafnir, with rigid stand- 
ards for their own production, select Strathmore quality letter- 
head paper to do a selling job for them as the background for 


their correspondence. 


If you believe in quality...if quality is the standard by which 
you measure value...then make Strathmore the choice for your 
company letterhead. Your supplier can help you select the Strath- 


more Paper that will best serve your quality needs. 


Strathmore Letterhead Papers: Strathmore Parchment, Strathmore Script, Thistlemark 
Bond, Alexandra Brilliant, Bay Path Bond, Strathmore Writing, Strathmore Bond, 
Envelopes to match converted by the Old Colony Envelope Company, Westfield, Mass. 


STRAT ORE 


MAKERS OF FINE PAPERS 


Strathmore Paper Company, West Springfield, Massachusetts 
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The Late 
Mr. Harris 


Mr. Harris has a train to catch... 
but he is also a stickler about his 
letters. A Gilbert letterhead paper 
would be a big help here. It makes 
possible neat erasures . . . eliminat- 
ing much time-consuming retyping 

. and Gilbert papers provide the 
crisp appearance an important let- 
ter should have. 

Gilbert papers are made of new 
cotton fibres for strength and spar- 
kling whiteness. Also, they are tub- 
sized, air dried, which gives a rich 
cockle finish and a protective coat- 
ing to hold fibres firmly in place 
during erasure. These important 
advantages cost only a small frac- 
tion of a cent more per letterhead. 
Ask your supplier for samples. 


Gilbert Bond . . . 25% new cotton fibre 
Resource Bond .. . 50% new cotton fibre 
Radiance Bond . . . 75% new cotton fibre 
Lancaster Bond . . . 100% new cotton fibre 


GILBERT... America’s most complete line 
of quality business papers 


GILBERT 


PAPER COMPANY 


cs 


MENASHA, WISCONSIN 


80 Please mention PURCHASING Magazine when writing to advertisers. 











(Continued from page 179) 
and the advantages of the service 
factor in meeting the sometimes un- 
reasonable or even outrageous de- 
mands for service which every 
purchasing agent is confronted with 
from time to time. These are all 
factors that should certainly be con- 
sidered by every purchasing agent. 
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Rapidograph Pen Can Be Used 
With Regular and Drawing Inks 


Koh-I-Noor Pencil Company, Inc., 
Bloomsbury, N. J., have introduced 
what they claim to be the first foun- 
tain pen for use with both regular 
and drawing inks. They refer to it 
as the all new “technical” fountain 
pen. 

The Rapidograph is a double-duty 
fountain pen whose versatile pencil- 
like point performs equally well in 
general writing, drawing, lettering, 
commercial art work, making car- 
bon copies, music writing and ar- 
ranging. It is ideal for marking on 
photographs, blueprints and other 
subjects from which reproductions 
are made. 

Rapidograph has a piston type 
filling device with a visible ink sup- 
ply. Its self-cleansing, non-corrod- 
ing mechanism quickly purges the 
ink to be changed simply by filling 
with cold water; or in extreme cases 
by using a good commercial fountain 
pen cleaner. 


“Stationer” Storage Cabinet 
Announced By Penn Metal Corp, 


The Penco “Stationer” is a new 
budget-designed steel storage cabi- 
net offering many of the deluxe fea- 
tures found in costlier cabinets, 
Sturdily built of first-grade furni- 
ture steel, it has an electrically 
welded frame with dust-tight rein- 
forced doors, three-point security 
latching, chrome handles with built- 
in lock, and is equipped with four 
adjustable shelves. Of modern flush- 
front design, it is available in har- 
mony-gray or office green baked- 
on enamel. Overall size is 36” x 18” 
x 78”. It is made by the Penn Metal 
Corporation of Penna., Philadelphia, 
Pa. 
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Lighter, More Compact Drawers 
For Tabulating Card Files 


Considerably lighter, more com- 
pact drawers and trays for tabulat- 
ing card files afford easier handling, 
cut down operator fatigue and in- 
crease productivity, according to the 
manufacturer, Tab Products Com- 
pany, San Francisco, Calif. 

The new Tab file drawers and 
trays are molded of Fiberglas-re- 
inforced plastic, combining light 
weight with exceptional ruggedness 
and resistance to cracking, denting 
or breaking. 

Each 3,263-card-capacity drawer 








MODEL OFFICE: 


Gilbert H. Boose, president of the Imperial 


Desk Co., Evansville, Indiana, and Miss Debra Von “liven-up” the 
imperial exhibit of Metropolitan line executive furniture in the Wood 
Office Furniture Section of the National Office Management Exposition 


in Boston. 
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for upright files weighs less than 
3% pounds, or half the weight of a 
comparable metal unit. In addition, 
the Tab file drawers have been re- 
designed to a shorter, more handle- 
able 24-inch length. Drawer sides 
are spaced wider at the top than 
bottom, the inward taper guiding 
cards into alignment as they hit 
drawer bottom. 


y 2 y 


New Executive’s Posture 
Chair Eliminates Tiredness 
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A new style posture chair for 
executives designed to eliminate 
that day’s-end, dragged-out feeling, 
has been developed by the Royal 


Metal Manufacturing Company, 
Chicago, Ill. The new chair places 
shaped-for-comfort molded foam 


rubber on a satin chrome square 
tubular frame and features a seat 
and tilting back which are inde- 
pendently adjustable. 

The seat and back are covered 
with top grain genuine leather and 
Royalpoint fabric in boucle looped 
frieze of mohair woven rayon. The 
chair is available in several color 
combinations. 
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New Portable Typewriter 
Introduced By Underwood 


A completely new correspondent 
portable typewriter has been an- 
nounced by the Underwood Cor- 
poration, New York City. Equipped 
with advanced design Perma-Pack 
carrying case, it features an exclu- 
sive family keyboard with all the 
common arithmetical signs and the 
usual business symbols. These are 
in addition to the conventional 
alphabet keys. 

Other features include balanced 
segment shift; “See-Set” margins; 
single, double and triple spacing; 
standard spaced keyboard; finger 
form keys; automatic ribbon reverse 
and color styling for eye comfort. 


Avucust, 1953 

















‘sien 


TYPEWRITER RIBBONS : 
CARBON PAPERS 


. Uniform—ribbon after ribbon ~ : 
. Reservoir Inking for long life 







. Fine-Weave Fabrics for-sHarp, clear typing . oe 
. Colorfast for permanent writing 


FEATURES 


. Clean—clean copies, clean 
hands 


. Deep carbonizing for sharp, 
uniform copies 


. Stabilized tissue for durability, 
easier handling, no curl 


. Neat, easy erasing 


For The Kind Of Typing Other Pe apie Admire 


Columbia ribbons are made in an almost unlimited combination of fabrics, 
inks, writing strengths and colors ‘for all business machines. There’s a 
Columbia carbon paper, too, in balanced paper weight, ink formula and 
color for every copying requirement. Your Columbia stationer can crag: 
strate the many quality and economy features of— 


COLUMBIA RIBBONS AND CARBONS — 


SILK GAUZE » MARATHON + COMMANDER - CLASSIC «+ TITAN + RAINBOW + era 
COLUMBIA RIBBON & CARBON Mpc. Co., INc., GLEN Cove, N. Y. 


Spread your companies’ office supply 
dollar further and have the best in 
writing quality with Columbia type- 
writer ribbons and carbon papers. 


A factory trained Columbia ribbon 
and carbon specialist will make a 
survey of your office writing require- 
ments without cost or obligation to 
you. His report will show you how 
you can get more value for the money 
you spend for ribbons and carbons. 
Mail coupon attached to your letter- 
head for this free service. 


Columbia Ribbon & Carbon Mfg. Co., Inc. 
708 Herb Hill Road, Glen Cove, L. I., N. Y. 


| would like to have a study made of our ribbon and carbon requirements, which 
you agree will not obligate me in any way. | suggest the following date... . 


Name 


Company 
Address 


Please mention PURCHASING Magazine when writing to advertisers. 181 








THIN PAPERS 
Reduce 


TY vied ), 
Tare. FILIN' 


Use 


MAI! 





F. B. Lowe Heads Service 
Department For Dashew 


Frederick B. Lowe has been ap- 
pointed service department manager 
for Dashew Business Machines, Inc., 
Los Angeles, Calif. Mr. Lowe, 
moved from Salt Lake City, 
to take over the new 
formerly was with the Addresso- 
graph-Multigraph Corporation for 
more than 26 years. 
tant to the 
ger and a 


who 
Utah, 


assignment, 


He was assis- 
national service mana- 
service and_ training 
instructor prior to his appointment 
as service manager in the Salt Lake 
City area. 

In his new post, Mr. Lowe will 
head a staff of addressograph serv- 
ice representatives as part of the 
newly developed cost control cus- 


at speeds as high as 29,000 sheets 
per hour and occupies less space 
than a small desk. 

Pages to be collated are stacked 
into bins, pushed on to a motor- 
driven delivery roller by rubber- 
tipped “fingers,” and automatically 


BOECE CK! 


HIN PAPERS 
Fidelity Onion Skin 


¥ 


Clearcopy Onion Skin 


Superior Manifold tors, Inc., New 


Esleeck Manufacturing Co. 
Turners Falis, Mass 








tomer service plan. 


Thomas ‘Gathermatic’ Added 
To Company’s Collator Line 


Newest addition to the line of col- 
lators produced by Thomas Colla- 
York City, 
electric-powered machine for collat- 
ing, assembling, or gathering dupli- 
cated pages into 
Thomas “Gathermatic.” 
of collating sets of from 2 to 8 pages 


7 





jogged before being deposited into 
a receiving tray. By adjusting a 
hand lever, the operator can regu- 
late the speed of delivery from 12 
to 60 sets per minute. All pages are 
always in her view, thus eliminating 
blanks or misprints from slipping 
through. A foot switch stops the 
machine instantly. 
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930 ENSEMBLE 
(Pink & Gray Rubber.) 
A combination eraser 
that does most every- 


( 
thing. Handy, bias- 
No ke one beveled shape. Soft, 
i pink pencil rubber 


joined to soft, gray 


oe ink eraser. For ink, 
ici ta r o pencil and crayon 
eee >Yast 


erasing. 
TALK TO A TURK and 
youll find he knows all 
the answers about Weldon 
Roberts Erasers when it 
comes to correcting mistakes 
in Turkish and any other 
language. Talk turkey to 
ynyone who knows eraser performance and erasers and you will 
find out that the top preference is Weldon Roberts. Their super- 
quality, dependable uniformity—sizes, shapes, textures—give you 
\LL of the best answers for correcting mistakes in handwriting, 
typewriting, business machine writing, artwork, drafting. Select 
Weldon Roberts Erasers today at your stationer’s for your 
pecific needs. 

WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, . Newark 7, N. J. 
World’s Foremost Eveser Spenniots 


Walden Robeits 
Eranu> 


Correct Mistakes in Any eames 
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Every Purchasing Agent 
Should Have This Book 


“Profiting From Industrial Standardization” — 
$5.50 


By Benjamin Melnitsky 
Foreword by Stuart F. Heinritz 


You will find complete and down-to-earth information 
on materials standards and specifications . . . purchasing, 
process and finish specifications . . . parts a ms mi 
manufacturing standards . . . design practice standards 
. . . proper review intervals . . . and on through the en- 
tire subject of how your company can benefit from a 
standards program. 

How to use tested methods to develop and revise stand- 
ards—how to organize and use a nomenclature system— 
how to allocate standards activities, responsibilities and 
authority—how to organize company standards—all these 
and more are explained thoroughly and concisely in this 
practical guidebook to industrial standardization. 


Free 10-day Examination 


CONOVER-MAST PUBLICATIONS, 
Book ‘Division 


205 East 42nd Street, New York 17, N. Y. 


INC. 
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UNOBA cuts costs & inventories 


Multi-purpose UNOBA grease is the money-saving lubricant you need in your plant. 





SOLVES INVENTORY PROBLEMS. This one LUBRICATES UNDER UNUSUAL CONDITIONS. 
grease, UNOBA, does the work of as many as UNOBA resists temperatures from below freezing 
seven different greases. to over 300 degrees F. UNOBA resists steam and 
CUTS REPLACEMENT COSTS. UNoBA completely boiling water. 

protects your machines and equipment. UNOBA Try UNOBA. Your own experience will prove 
reduces wear, makes equipment last longer. that UNOBA Can save you time and money. 


OFFICES: LOS ANGELES: Union Oil Building . NEW YORK: 45 Rockefeller Plaza . CHICAGO: 1612 Bankers Building 
CINCINNATI: 2111 Carew Tower Building . NEW ORLEANS: 917 National Bank of Commerce Building 


UNION OIL 2 COMPANY a: cauroms 


Makers of T5X—the amazing purple heavy-duty motor oil. 
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Akron Association Installs 
Officers for Coming Year 


James L. Hyatt, director of pur- 
chases and secretary of the Falls 
Engineering and Machine Co., is the 
new president of the Purchasing 
Agents Association of Akron. 

Mr. Hyatt, who succeeds D. W. 
Alexander of the Ohio Brass Co., 
was installed at a dinner held at 
the woman’s City Club 

F. O. Goodnight, Hardware & 
Supply Co., was installed as vice 
president and S. L. Musson, R. C. 
Musson Rubber Co., began his 18th 
term as secretary-treasurer. 

On the board, in addition to the 

. ™ : - above, are: W. R. Lantz, Sun Rub- 
AKRON AWARDS: Winners of the George E. Price Jr. Memorial Award, a ber Co.; C. R. Culp, Ohio Boxboard 
scholarship award established in 1949 by the Purchasing Agents Association of Co.: D. A. Kepler, General Tire & 


Akron, were announced by the University of Akron recently. Dr. W. Leigh (left) Rubber Co.; E. F. Perry, Ferry Ma- 
of the University of Akron is shown presenting the Junior Award to Andrew Gribble 
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while John Mihalek receives the senior award from D. W. Alexander (right) rgd egy B. Ps -enee pay 
president of the Akron Association of Purchasing Agents. Both winners are asso- : aes US. oe - Sitmner, Fore 
ciated with the Goodyear Tire & Rubber Co. tage Machine Co. 


New York Association Names New Officers for 1953-54 
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Officers of the Purchasing Agents Association of New York for the coming year, shown above, are: seated, left to right—Edward B. Fielis, 
treasurer; Stanley W. MacKenzie, U. S. Rubber Co., first vice-president; Michael D. MacBurney, Barrett Division Allied Chemical & Dye 

yrp., president; Edwerd M. Krech, J. M. Huber Corp., second vice-president; J. H. Leonard, secretary. Standing, left to right, are: 
rederick C. Esser, Westinghouse Electric Corp., member of executive committee; John P. Snedeker, Binney & Smith Co., national director; 
William F. Rae, Mennen Co., executive committee; G. W. Howard Ahl, retiring national director and vice-president for District 8; William 
H. Old, The Babcock & Wilcox Co., executive committee, and Claire W. Goodman, Union Carbide & Carbon Corp., executive committee. 
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EXTRA LOAD-CARRYING CAPACITY 


THANKS TO BATTERY POWER! 

















Battery-power keeps modern industrial 
trucks on the move . . . enables each 
truck to make extra trips per shift... 
moves more tons at lower cost. Today’s trucks 
lift higher, maneuver faster, turn 
shorter and accept a wider range of 
attachments to meet today’s materials 
handling requirements. Gould battery 
power gives you extra capacity for 
these versatile units. For industrial 
trucks, there’s no power like 

Gould Battery power. 


Specify 
THE GOULD "THIRTY" — 
America’s Finest 
Industrial Truck Battery 


GOULD /NousrRiAl BATTERIES 


GOULD-NATIONAL BATTERIES, INC., TRENTON 7, N. J. 


Always Use Gould-National Automobile and Truck Batteries ©1953 Gould-National Batteries, Inc, 
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Unusual Care... 





In Milwaukee, the zoo has been able to keep this baby 
leopard alive by getting this mama cat to be its nurse. 


ee & 
a ee ; 
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for Unusual Care on Long-Distance Moves 


Go the MAYFLOWER Way! 


» When a family has to move its treasured possessions hundreds of miles 
away, they deserve “unusual care.’”’ That means extra protection, extra 
attention to every detail, and that’s where Mayflower Service really shines, 
because extra precautions and refinements are standard practice. Take, 
for example, the packers who prepare break- 
ables for shipment. They pack according to 
approved methods and with approved ma- 
terials developed by Mayflower, which are 
described in detail in the Mayflower Packing 
Manual. That’s the kind of careful prepara- 
tion that makes every phase of Mayflower 
Service safer and easier for your personnel 
transfers. Your local Mayflower represent- 
ative will be glad to arrange it for you. 





Mayflower Packing Manual guides all 
packers to safe packing of breakables for 
long-distance moves. 


AERO MAYFLOWER TRANSIT COMPANY - Indianapolis 


Mayflower’s organization of selected warehouse agents provides on-the-spot yah aS 
representation at the most points in the United States and Canada. Your local — 


Housekee, 
Mayflower agent is listed in the classified section of your telephone directory. “Cser,, aoveanste WOES 
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NAPA 8th District Conference 
To Be Held Oct. 1-3 In Buffalo 


A conference, designed to aid pur- 
chasing agents in understanding the 
full significance of today’s trend 
toward a buyers market, has been 
planned by the member organiza- 
tions of the 8th District, N.A.P.A., 
for October 1-3 at the Hotel Statler 
in Buffalo, N. Y. 

The three-day program has been 
set up so that those attending will 
be able to take part in six “shirt 
sleeve” discussion sessions moder- 
ated by outstanding members of 8th 
District associations. With the ex- 
ception of the economist keynoter 
and guest speaker at the banquet, 
all addresses to those attending the 
conference will be by fellow asso- 
ciation members. 

An Industrial Exhibit of over 50 
booths will provide purchasing 
agents with a means of personally 
contacting manufacturers and their 
representatives. This exhibit will 
run for the duration of the confer- 
ence. 


7+ =F 
Tri-City Group Picks ‘Past 
President’s Night’ for Elections 


Past President’s Night, a meet- 
ing of the Tri-City Association of 
Purchasing Agents, was selected 
for the election of new officers for 
the coming year. 

Manley O. Hult, Riverside Foun- 
dry, is the new president of the 
organization. He will be assisted by 
the following officers: James A. Mc- 
Aleer, Deere & Co., first vice presi- 
dent; William H. Rodgers, Herman- 
Nelson division of American Air 
Filter Co., second vice president; 
W. M. Davis, Rock Island Bridge & 
Iron Works, Inc., third vice presi- 
dent; Warren K. Moffitt, J. I. Case 
Co., Rock Island, secretary-treas- 
urer; and K. L. Dahlberg, French 
& Hecht division of Kelsey-Hayes 
Wheel Co., national director. 


y ¢.# 
Youngstown District Association 
Elects New Board President 


The Youngstown District Pur- 
chasing Agents Association has 
elected Stephen Kakish of Hynes 
Steel Products as president of its 
board of directors. 

Other officers named are: O. H. 
Jones, Niles Machine & Welding 
Co., vice president; Mare Golsmith, 
Sawhill Mfg. Co., secretary; and 
Haydn Williams, Mahoning Valley 
Supply, treasurer. 

Elected to two-year terms on the 
board of directors were: Harold 
Powell, Lynn Ramson, Alton Snyder, 
and Haydn Williams. 
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Takes the bugs out of your gol 


OR MANY A WAVERING, unsunk putt, for ap- 
Wossates that head flagwards but fetch up in a 
trap, blame those insidious enemies of golf —the turf 
insects that dote on a tasty green or fairway. 


But from now on, you may also blame your greens- 


keeper for fi tiling to know that a powe ful Shell in- 
secticide, aldrin, is deadly to pests that ruin grass, 


and wreck the accuracy of your game. 


Not only on golf courses, but in parks, private 


lawns. athletic fields—and vital pasture land, too 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 
SAN FRANCISCO 


NEW YORK «+ DENVER 


aldrin controls turf insects in the destructive grub 
stage. It penetrates soil to curb the larvae of June 
beetles, Japanese beetles and a host of other “bugs,” 
and at the same time wipes out whole colonies of 
soil-spoiling ants. 

Bringing aldrin into play against pests, above and 
below ground is an example of Shell Chemical’s part- 
nership with agriculture and industry. Application 
of petroleum chemistry to your needs is 


our constant purpose. 




















LUBRIPLATE 
No 630-AA 

I¢ PRACTICALLY 

A UNIVERGAL 
LUBRICANT 


— says 








THE SPOKANE PORTLAND CEMENT o | 





‘‘With the introduction of 

LUBRIPLATE No. 630-AA, we 
were able to satisfy all our needs for 
solid type lubricants with only two 
LUBRIPLATE Products. LUBRIPLATE 
No. 630-AA might almost be considered 
a universal lubricant. Furthermore, it 
has effected marked savings in both 


”? 


lubricants and labor! 


For nearest LUBRIPLATE distributor, 
see Classified Telephone Directory. 
Send for free 56-page ‘‘LUBRIPLATE 
DaTA Book”... a valuable treatise on 
lubrication. W rite LUBRIPLATE DIVI- 
SION, Fiske Brothers Refining Co., 
Newark 5, N. J. or Toledo 5, Ohio. 


REGARDLESS OF THE SIZE 
AND TYPE OF YOUR MACHIN- 
ery, LUBRIPLATE 
LUBRICANTS WILL IMPROVE 
ITS OPERATION AND REDUCE 
MAINTENANCE COSTS. 





























Corer 
LuaRicAl’ 


Psy MANGA’ rune 
ER BROTHERS Ri 


NEWap 





ISS 





Officers Elected for 1953-54 
Term by Tri-State Association 


The new officers of the Tri-State 
Purchasing Agents Association were 
elected at a regular meeting held 
at the Athens Country Club in 
Huntington, W. Va. 

C. G. Roll, Armco Steel Corp.., 
was elected president; R. J. Thomp- 
son, Owens, Libbey-Owens, Gas 
Department, first vice president; T. 
M. Evans Jr., The McBee Co., sec- 
ond vice president; E. R. Roush, 
Acme Limestone Co., national di- 
rector; and A. A. Meyer, secretary- 
treasurer. 

Two-year directors are: L. W. 
Donahue, Union Insulating Co.; G. 
H. Trumbo, McJunkin Corp.; 
A. C. Parsons, 
ware Co. 

One-year directors are: Harry 
Pugh, Monsanto Chemical Co.; C. 
H. Richardson, Medical Arts Supply 
Co.: and B. C.. Ferguson, Electro 
Metallurgical Co. 


and 


W. H. Smith Hard- 


— F.F 


Twin Ports Ass’n Elects Hagen 
As President for Coming Year 


Howard T. Hagen, Zenith Dredge 
Co., was elected president of the 
Twin Ports Association of Purchas- 
ing Agents. 

Meeting in the Duluth Athletic 
Club, the organization also elected 
A. L. Fahland, Kelley-How-Thom- 
son Co., national director; L. V. 
Blinn, Northwest Paper Co., vice 
president; and Clarence Rude, Su- 
perior Water, Light & Power Co., 
secretary-treasurer. 

Directors are D. W. Shea, Supe- 
rior-Lidgerwood-Mundy Corp., 
R. J. Belanger, 


dustries. 


and 
Superior Metal In- 
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Paducah Association Installs 
Officers at Dinner Meeting 


Phil L. Magruder, purchasing 
agent, Modine Manufacturing Co., 
was installed as president of the 
Paducah Purchasing Agents As- 
sociation, at a dinner meeting held 
at the Irvin Cobb Hotel, recently. 

Other officers installed were: Ben 
W. Clary, Carbide and Chemicals 
Corp., first vice president; Ed O’Dell, 
Pennsylvania Salt Manufacturing 
Co., second vice president; Milton 
W. Olson, F. H. McGraw & Co., 
secretary; W. Y. Loyd, Story Elec- 
tric and Battery Co., assistant secre- 
tary; Harold Gilbert, Hays Supply 
Co., treasurer; and Mark Sullivan 
and N. W. Gatewood of Carbide with 
Seymour T. Hull and Curtis Reining 
of McGraw as directors. 
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HOT DIP 


GALVANIZING 


EXCELLENT FACILITIES 
for PICKLING & OILING 


Our Record: Over 50 years of 
progressive galvanizing service 
to manufacturers and fabrica- 
tors of iron and steel products 

. any size or shape, any size 
order from the smallest to the 
largest. Excellent facilities for 


pickling and oiling. 


“TO ECONOMIZE, 
GALVANIZE AT 
ENTERPRISE’ 

















ENTERPRISE 
GALVANIZING CO. 


| 2519 Beet es ee ea as) 
PHILADELPHIA 25, PENNSYLVANIA 








Over 85% 


of the torque wrenches 
used in mpwstiry are 


usted 


TORQUE WRENCHES 


a eet on te. 


* Sidienently Accursi 

@ Practically Indestructible | | 
@ Faster—Easier to use ah 
@ Automatic Release 


@ All Capacities 


in inch ounces... inch 
‘pounds . . . foot pounds 
All Sizes from.0-6000 


Every 
manufacturer, 
design a 
production man 
should have 
this valuable 
data. Sent upon 
request. 
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— optimum performance and 
ility in extreme temperature ap- 
fations of their dimpled tube, air- 


2 aft heat exchangers, the AiResearch 


Division of the Garrett Corporation is 
now using TRENTWELD stainless steel 
tubing. 

AiResearch engineers developed a 
technique for stepping up the cooling 
efficiency of their heat transfer units 
26% ... they dimple the tubes used in 
the construction of their heat exchang- 
ers. The dimples interrupt the smooth 
flow of air through the tubes and per- 
mit more rapid exchange of hot and 
cold molecules. But in service use 
these tubes are subjected to high tem- 
peratures where ordinary materials 
won’t stand up. 

That’s why TRENTWELD tubing is 


TRENT WELD 






% 
- 


used. For TRENTWELD is made in a 
tube mill by tube specialists. It is 
formed from accurately rolled sheet 
and strip and fusion welded by an 
exclusive process that insures com- 
plete uniformity throughout. TRENT- 
WELD is produced in a wide range of 
grades, gauges and finishes and in 
practically any size from Y” up. 

Trent Tube Company engineers 
have successfully solved many other 
application problems for stainless and 
high alloy tubing. Their services and 
broad background of experience are 
available to help you solve yours. If 
you use any form of tubing, why not 
call in one of our representatives. And 
remember, you can’t buy better tubing 
than TRENTWELD. 


STAINLESS STEEL TUBING 


TRENT TUBE COMPANY, GENERAL SALES OFFICES, EAST TROY, WISCONSIN (Subsidiary of CRUCIBLE STEEL COMPANY OF AMERICA) 
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HERE’S THE EXTINGUISHER YOU PICKED 
AS “EASIEST TO USE” OVER THREE 


OTHER LEADING BRANDS... 
> om 


nt 





Safety and Plant Engineers—here’s how you voted: In a national 
survey recently completed, 100% of your replies stressed ease of 
operation as a major factor in Extinguisher selection. And on the 
basis of being “easiest to use’, 86% of your replies specified Randolph 


over the nearest brand—66% specified Randolph over three other 
leading brands, combined ! 


With no nozzles to adjust, no valves to turn, Randolph Extin- 
guishers are 100% panic-proof. Just snap from the bracket, aim and 


press the trigger. You KNOW how to use this extinguisher just by 
looking at it! 


COMPLETE LINE OF EXTINGUISHERS AND AUTOMATIC EXTINGUISHING SYSTEMS 


Make sure your plant is mobilized for fire .. . with easy to use, simplified 
RANDOLPH Equipment. Sizes from 2% to 50 lbs. Manual and automatic sys- 
tems. Write Randolph Laboratories, Inc., 1 E. Kinzie St., Chicago 11, Illinois. 








New Slate of Officers Named 
For Fort Wayne Association 


Frank Griffith, Phelps Dodge, In- 
diana Rod & Wire Division, was 
elected president of the Fort Wayne 
Association of Purchasing Agents. 

Other officers elected are: George 
Kohlmeier, Essex Wire Corpora- 
tion, vice president; Robert Bangert, 
General Electric Co., secretary; A] 
Noona, Phelps Dodge, Inca Division, 
treasurer; and Ray Laughlin, Tok- 
heim Oil Tank & Pump Co., national 
director. 

The members of the new board 
of directors are: Gerald R. Smith, 
American Rock Wool; Laurie Wake- 
field, Minnesota Paints; Lin Millen, 
Weatherhead Co.; and Walt Bon- 
ham, Rea Magnetic Wire Co. 


y FF .¥ 


Paterson Club Hears Chamber 
Of Commerce Executive Speak 


Edwin J. McEwan, executive vice 
president of the Greater Paterson 
(N. J.) Chamber of Commerce, was 
guest speaker at a beefsteak dinner 
of the Purchasing and Sales Club. 

President Leonard Spencer pre- 
sided at the affair with arrange- 
ments for the dinner being handled 
by David Zipkin, Russell Birchell 
and Frank Planten. 


i Se 


Elections, Discussions Featured 
At Recent Reading Ass’n Meeting 


Officers of the Reading Purchas- 
ing Agents Association were elected 
at a recent meeting of the group 
at Iris Club in Wyomissing, Pa. 

The new officers are: E. H. Crews, 
president; Kenneth C. Shugars, vice 
president; Hans Westkott, national 
director of District Eight; Paul A. 
Mory, secretary - treasurer; and 
John Wandell, LeRoy Groff, and 
Richard Behrenhausen, directors. 

Following the election a discus- 
sion of the development of and 
manufacturer of paint products was 
led by Wesley Ford of the Glidden 
Company. Stainless steel products 
manufacturing was described by 
Robert Freehafer of the Carpenter 
Steel Company. 


c- 2 


Rhode Island Ass’n Holds Outing 


Luncheon and a_ buffet dinner 
separated by an afternoon on the 
golf course was the order of the day 
for the annual outing at the Wan- 
namoisett Country Club by the 
Rhode Island Purchasing Agents 
Association. 
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ALCOA ALUMINUM takes all finishes 
that other metals will take—plus 
gleaming, rust-resistant anodic 
coatings which are best on 
aluminum. 


*RIGID CONDUIT of Alcoa Alumi- 
num is the lowest cost corrosion- 
resistant, metallic conduit availa- 
ble. Its nonmagnetic properties 
improve electrical efficiency — its 
light weight speeds installation, 



































*SUBSTATIONS—Substations built of 
lightweight Alcoa Aluminum Struc- 
tural Rolled Shapes are quickly 
fabricated and erected. Aluminum’s 
corrosion resistance eliminates 
current shutdowns for costly main- 
tenance painting. 


al 











*FILLER METAL of Alcoa Aluminum 
is available in many alloys for use 
in brazing, torch welding and arc 
welding. It is also packed suitably 
for automatic welding operations. 





CORROSION -RESISTANT bearings 
of Alcoa Aluminum lower diesel 
maintenance. They are solid metal 
all through. 





*TOOL AND JIG PLATE— Forming 
and bending dies for aluminum 
shapes are economical when made 
of Alcoa Tool and Jig Plate. It is 
a cast product. Stress relieved, with 
close tolerances of flatness and 
surface smoothness. 








Products marked * 
are available from 


your local 


Alcoa Distributor 


a listed here 











ALABAMA 
Birmingham 

Hinkle Supply Co. 
CALIFORNIA 


Los Angeles 
Ducommun Metals 
& Supply Co. 
Pacific Metals 
Co., Ltd. 

San Francisco 
Pacific Metals 
Co., Ltd. 


COLORADO 
Denver 
Metal Goods Corp. 


CONNECTICUT 
Milford 
Edgcomb Steel of 
New England, Inc. 
FLORIDA 
Hialeah 


Flerida Metals, Inc. 


Jacksonville 


Florida Metals, Inc. 


Tar: 


GEORGIA 


Atlanta 
J. M. Tull Metal 
& Supply Co., Inc. 


ILLINOIS 


Chicago 
Central Steel & 
Wire Co. 
Steel Sales Corp. 


LOUISIANA 


New Orleans 


Metal Goods Corp. 


MARYLAND 


Baltimore 
Whitehead Metal 
Products Co., Inc. 


MASSACHUSETTS 


Boston 
Edgcomb Stee! of 


New England, Inc. 


Cambridge 
Whitehead Metal 
Products Co., Inc. 


MICHIGAN 
Detroit 
Central Steel & 
Wire Co. 
Steel Sales Corp. 


MINNESOTA 
Minneapolis 
Steel Sales Co. 
of Minn. 


MISSOURI 
Kansas City 
Metal Goods Corp. 


St. Louis 
Metal Goods Corp. 


pa 
Florida Metals, Inc. 





NEW JERSEY 


Harrison 
Whitehead Metal 
Products Co., Inc. 


NEW YORK 


Buffalo 
Brace-Mueller- 
Huntley, Inc. 
Whitehead Metal j 
Products Co., Inc. 


New York 
Whitehead Metal 
Products Co., Inc. 

Rochester | 
Brace-Mveller- 
Huntley, Inc. 

Syracuse 
Brace-Mueller- 
Huntley, Inc. 
Whitehead Metal 
Products Co., Inc. 


NORTH CAROLINA 


Charlotte 
Edgcomb Steel Co. 





OHIO 
Cincinnati 

Williams & Co., Inc. 
Cleveland 

Williams & Co., Inc. 
Columbus 

Williams & Co., Inc. 
Toledo 

Williams & Co., inc. 


OKLAHOMA 


Tulsa 
Metal Goods Corp. 


OREGON 


Portland 
Pacific Metal Co. 


PENNSYLVANIA 


Philadelphia 
Edgcomb Steel Co. 
Whitehead Metal 
Products Co., Inc. 


Pittsburgh 
Williams & Co., Inc. 


TEXAS 


Dallas 
Metal Goods Corp. 


Houston 
Metal Goods Corp. 


UTAH 
Salt Lake City 
Pacific Metals Co., Lid. 


WASHINGTON 


Seattle 
Pacific Metal Co. 


WISCONSIN 

Milwaukee 
Central Steel and Wire Co. 
Steel Sales Corp. 
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YOU draw the Shape 
—Page can draw 

the Wire 
Tell us the way you 


want it. We'll follow your 
specifications. 


Cross-sectional areas up to 


.250" square; widths up to %"; 


width-to-thickness ratio 
not to exceed 6 to 1. 


Were or 


i. 


=" PAGE STEEL ANDO WIRE DIVISION 
AMERICAN CHAIN & CABLE 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, 
Los Angeles, New York, Philadelphia, 
Portland, San Francisco, Bridgeport, Conn. 


M. J. Cleary Named President of 
Erie Purchasing Agents Ass’n 


M. J. Cleary was named president 
of the Purchasing Agents Associa- 
tion of Erie. Aiding Mr. Cleary in 
the new term ahead will be: S. L. 
Riley and C. A. Amidon, vice presi- 
dents; W. R. Milliken, secretary; 
C. J. Eisert, treasurer; E. T. Thie- 
mann, national director; and A. C. 
Kish, director. 

W. C. McClure, C. W. Yartz, J. 
Robinson and J. Marutiak were 
elected to the board of directors. 


eS - .F 


Curtis, Perkins, Akin Top List 
Of New Officers For Wichita 


The Wichita Purchasing Agents 
Association elected Marion Curtis, 
Industrial Steel Division, as presi- 
dent for the coming season. 

Other officers named were: Wayne 
Perkins, first vice president; Gene 
Akin, second vice president; Lon 
Jones, secretary-treasurer; William 
Adamek, national director; and W. 


D. Grisamore, alternate national di- 
rector. 


Ce 


Washington, D. C., Ass’n Picks 
E. E. Eisenhart as President 


Earl E. Eisenhart, International 
Monetary Fund, has been installed 
as president of the Purchasing 
Agents Association of Washington, 
EC. 

Other officers include: L. E. Mc- 
Corquodale, Federal Deposit Insur- 
ance Corp., vice president; William 
E. Fabrizio, Addressograph-Multi- 
graph Corp., treasurer; Marjorie 
T. Britt, Federal Supply Service, 
secretary; Spencer Covey, Bowen 
Co., national director; and Earle E. 
Johnson, American Security & 
Trust Co., alternate national direc- 
tor. 

The outgoing president, Frank 
Chrisman of Griffith Consumers, 
was installed as a member of the 
board of directors. Other directors 
are: P. F. Whitaker Jr., Melpar, 
Inc. and Mary Quien of the De- 


partment of Health, Education and 
Welfare. 


e fF # 
Guest Addresses Oregon Ass’n 


A. J. Snow, manager of the Ore- 
gon Insurance Rating Bureau, was 
guest speaker at a luncheon meeting 
of the Purchasing Agents Associa- 
tion of Oregon at the Heathman 
Hotel. Mr. Snow addressed the or- 
ganization’s final noon meeting on 
the subject “Insurance—What’s It 
All About?” 
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GET Speci! ; 


CHESTER 
CHAIN HOISTS 
for special handling problems 


1 


Extended Handwheel Type 


. +. get faster service at 
CHESTER 


If you have a special problem 
in your plant, in handling, lift- 
ing, lowering or moving... 
chances are excellent that there 
is a Chester Hoist “Special” 
that will simplify the operation 
and save you time and money. 

For example, the Extended 
Handwheel hoist can be effi- 
ciently operated from a safe dis- 
tance in lifting and moving hot, 
freshly painted or hard-to-han- 
die loads. Or if floor to ceiling 
height in your plant is too limit- 
ed for standard hoist and trolley 
equipment, the Low Headroom 
type with built-in trolley can 
easily solve that problem. 

If you can use a Chester Hoist 
“Special” to facilitate your pro- 
duction, ask your distributor 
today—or write us for Chester 
catalog and tell us your 
“special” problem. 
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L 
Low Headroom Trolley Hoist 
CHESTER HOIST 


DIVISION 


The National Screw & Mfg. Co. 
Lisbon, Ohio 
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DOUBLE 





DOUBLE CIRCLE TOOL PERFORMANCE 
LOWERS YOUR YEARLY TOOL COST... 


STRETCHES YOUR 
PURCHASING 
DOLLARS 























GREATER CUTTING 
MILEAGE gives users of 

Double Circle Tools the 
economical performance so important 
to efficient manufacturing. Longer time between 
sharpenings means more steady production resulting in 
a savings in time and money. Longer life ... is the extra 
value that stretches every dollar you invest in tools. Top 
performance is the smooth precise operation that users 
enjoy... enabling them to turn out better workmanship 


with less effort. 


CHICAGO-LATROBE has demonstrated that all the extra 
time, thought and expense placed on careful quality 
control has produced TOP QUALITY TOOLS of real 
- benefit to users. That's why it pays to specify Double 
Circle Tools...and enjoy GREATER CUTTING MILEAGE. 

















- 


ORDER FROM YOUR 
INDUSTRIAL DISTRIBUTOR 


COMPLETE CUTTING TOOL 
CATALOG AVAILABLE 


ee ne CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOLS 











DRILLS © REAMERS © COUNTERSINKS © COUNTERBORES @© CARBIDE TOOLS © SPECIAL TOOLS 
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REPAIR CHAINS BETTER 


“MISSING LINKS” 
MATCHED 


Made with special dies so that. 


each half is pressure fitted. This 
eliminates play between the forg- 
ings, insures perfect fit when 
riveted into chain. There is no 
strain on the rivets. 


INTERLOCKING LUGS 


More costly to put in the dies, but 
they grip firmer and really do the 
work of taking the load. 





ORDINARY LINKS 


UNMATCHED 


When loose fitting links are put 
into a chain and the load is ap- 
plied, the rivets take most of the 
strain and tend to shear until the 
links set. This may later cause the 
link to open up under heavy load. 


ROUND LUGS 


Ordinary round lugs fitting into 
round holes don't have the hold- 
ing power, tend to shear or force 
out under strain. 


Laughlin "Missing Links" are made of carefully heat treated, high grade 
steel. They have features found in no other repair links, and are also sup- 
plied in an exclusive pear shaped design in sizes for 34” to I!/g” chain. 








FOR SAFETY’S SAKE 
SAY 


THE THOMAS 
LAUGHLIN CO. 
84 Fore St., Portland, Me. 
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Buy From Your Local Distributor 


He is in business to give you prompt, courteous ser- 
vice and to save you money, time and trouble. He's 
your one best source for industrial supplies. 







LAUGHLIN 


*T.M. Reg. 








Boston Insurance Buyers Elect 
New Slate of Officers. 


Boston’s Association of Insurance 
Company Buyers recently elected a 
new slate of officers for the coming 
year. Eliot P. Emerson, purchasing 
agent for Liberty Mutual Insurance 
Co., is the association’s new presi- 
dent. Grant Dwyer, purchasing 
agent, Hancock Mutual Life Insur- 
ance Co., is vice president; James 
N. Stack, purchasing agent, Berk- 
shire Life Insurance Co., is secre- 
tary; and Eugene Bugbee, purchas- 
ing agent, Springfield Fire & Marine 
Insurance Co., is the new treasurer, 


e ¢.¢ 
Southeast Agents’ Conference 
Set for October in Miss. 


The Tenth Annual Conference of 
Purchasing Agents of the South- 
east will be held October 12 and 13 
at the Heidelberg Hotel, Jackson, 
Mississippi. 





G. W. Leep 


Tentative plans include an “Early 
Bird’s” dinner to be held the even- 
ing preceding the opening of the 
conference. Also, prominent busi- 
ness executives are being invited to 
appear on the program. 

G. W. Leep, purchasing agent for 
Mississippi Products Company of 
Jackson, is general conference 
chairman. 

¢ ¢¥ #F 


Western Michigan Agents Hold 
Elections at Dinner Meeting 


The Purchasing Agents Associa- 
tion of Western Michigan elected 
a new slate of officers at a dinner 
meeting held at the Cottage Inn, 
Grand Haven, Mich. 

The new officers are Thomas V. 
Paquin, president; Joseph A. Na- 
deau, vice president; E. G. Carlson, 
secretary; Jack E. Morton, treas- 
urer; John S. Bush, local director; 
Robert M. Mersereau, local direc- 
tor; and Roland L. Borgeson, na- 
tional director. 
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Palette and caps, molded for Beauty Counselors, Detroit, Michigan 


“Plotter Frtlute B 


Beauty Counselor cosmetics saleswomen carry this palette in their 
e s direct-to-consumer work. Since it is in effect a travelling salesroom it 
had to be glamorous, impressive yet thoroughly practical. 
¥ Ma Raymond Loewy Associates, designers, worked with this end in mind. 
Elmer E. Mills engineers and molding specialists carried on to complete 
this product, beautiful to see and easy to use. The nature of the piece required 
unusually close tolerances on the holes for close friction fit and to allow 


cam action. Close tolerances were also important so that the individual 
cosmetics containers go in easily and stay in, yet can be easily replaced 


~ = * 


when empty. The lettering on the palette was molded. 
Each of its 37 caps had lettering hot stamped. 

This palette is one of numerous pieces which we have 

made to be used in sales work. It is also one of the many 
times when we have worked with a client’s designer rather 
than doing the actual design. Call on us either way for 
molding that is skillful, sound and salesworthy. 





E LM b RR E. PA | L L e C€ o 4 » o " at i © id Write on your letterhead for the new 


Injection Molded and Extruded Plastics 


INJECTION MOLDED and EXTRUDED Th Catalog. Or, for detailed information 
Including Cellulose Acetate, Cellulose Acetate B orate, Acry ses Methacrylates about (RSPROMS* piping, tubing 
Styrenes, Vinyls, V dene Cr je, (ADASIe* 


and fittings, write for circulars 


2930 NORTH ASHLAND AVENUE © CHICAGO 13, ILLINOIS = ©2"aining data and illustrations. 
*Trade Mark Reg. 


PS % Purchasing Agents 


Purchase Selectively 


WHEN YOU BUY CYLINDERS 





. because the factors of safety 
and quality built into Harrisburg 
Cylinders are the result of a 
century-old tradition of craftsmanship 
.. not an advertising claim. 
Write for catalog and prices. 


HARRISBURG STEEL 


: ( entionnial Year i 















} 100 Years in Pennsylvania’s Capital / 


arrisburg Steel 


HARRISBURG 19 
CcerroerAarine PENNSYLVANIA 











BOCLSEVE... nit your 
WASHER NEED 


Standard 
Specials 


A heap good source you shouldn't forget — 
standard and specials from Joliet! Thousands 
of special dies in many shapes and forms, 
9/32” to 8” O.D., gauges No. 28 to 3%”. 
A variety of finishes available to meet your 








Your emergency 
requirements are special needs, including: Electro-plating, 
our special concern Galvanizing, Parkerizing and Cyanide hard- 


ening. A dependable supplier for 39 years. 





Alten All/ THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 








203 CONNELL AVE. 
JOLIET, ILLINOIS 
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Electric Companies Offer Key 
Speakers to Associations 


The Speakers Bureau of the Elec- 
tric Companies Public Information 
Program is making available, with- 
out cost, speakers in the key execu- 
tive field for organizations and con- 
ventions. 

The subjects of the speakers cover 
a wide range of interest, such as 
community development, good busi- 
ness citizenship, conservation, the 
American competitive system and 
problems of industry in relation to 
government. 

Headquarters of the bureau is 
Bozell & Jacobs, Inc., 2 West 45th 
Street, New York 36, public rela- 
tions counsel for the Public Informa- 
tion Program. 
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B.C. Agents Greet New Officers 
At Final Meeting of the Year 


The final meeting of the Purchas- 
ing Agents Association of British 
Columbia for the 1952-53 season 
was held June 9th and was keynoted 
by Past President J. Orrange’s re- 
port of his term in office. 

National Director J. Fox intro- 
duced the officers for the 1953-54 
season. They are; H. A. Kellington, 
Brachman-Ker Milling Co., presi- 
dent; R. G. Nichols, Bay Construc- 
tion Ltd., first vice president; W. G. 
Gourlay, Granby Consolidated Min- 
ing, Smelting & Power Co., second 
vice president; I. A. Davies, Van- 
couver Breweries Ltd., secretary; 
L. A. Cunningham, Vancouver Parts 
Co. Ltd., treasurer; D. G. C. Eggo, 
Purchasing in Western Canada, ex- 
ecutive secretary; and J. E. Orrange, 
Straits Towing Co., national director. 
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E. G. Dobe Named President of 
Buffalo Purchasing Agents Ass’n 


Edward G. Dobe, Erie County 
purchasing agent, was elected presi- 
dent of the Purchasing Agents As- 
sociation of Buffalo. Frank E. Whyte, 
Carborundum Company, was named 
national director. 

Other new officers are Edward N. 
Noble, Moore Business Forms, Inc., 
first vice president; Joseph W. 
Schwalbach, Barcalo Manufacturing 
Co., second vice president; John R. 
Murphy, General Mills, Inc., secre- 
tary; and Leo E. Norton, Globe Belt- 
ing Co., treasurer. 

Newly elected directors are Robert 
G. Wahler, Hohle Machine & Con- 
veyor Co., Inc.; George H. Carney, 
Great Lakes Carbon Corp.; and 
Joseph J. Mueller, J. W. Clement 
Co. 
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Better Valves-Year After Year 
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BRONZE, 
IRON, STEEL AND 
CORROSION-RESISTING VALVES 
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Zackstand Belts 
tiple 
Production! 


Three times as many steel guides sanded 








per hour using ARMOUR Backstand Belts ! 


in sanding beveled edges of a steel guide 
for vending machines, a prominent com- 
pany* decided to use backstand belts in- 
stead of set-up wheels. The switch increased 
production from ten to thirty guides per hour! 
Here is more proof that Armour backstand 
belts are more efficient, more economical 
than set-up wheels. 

Belts are only one of the many forms 
of coated abrasives available to you from 
Armour. There are more than 30,000 dif- 
ferent varieties in grit size, backing, etc. 
We have sheets, discs, rolls, tubes —and 
specialty sizes to meet your specifications. 
Your industrial supply distributor will be 
giad to tell you about this complete Armour 
line. Call him today! 

Mail the coupon below for your free 
copy of our useful booklet, “Backstand-Belt 
Polishing.” 


*Name of company available on request 





We recommend buying through your industrial distributor. 
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MAIL THIS COUPON TODAY ! 





Wisconsin Chapter of NIGP. 
Meets at Madison 


The quarterly meeting of the 
Wisconsin Chapter, National Instj- 
tute of Governmental Purchasing, 
was held at Madison, June 5th. Gil 
Guetzkow, liaison man and priori- 
ties specialist of the City of Mil- 
waukee purchasing department, 
spoke on the pending cessation of 
priority requirements. He recom- 
mended that priority applications 
still be filed, as a possible means 
of securing supplies of steel for 
municipal projects somewhat earlier 
than other purchasers when the ex- 
pected scramble starts after July 
lst. At that time, he said, priorities 
matters will be taken over by a 
new agency in Washington, the De- 
fense Mobilization Authority, and 
although it may no longer be neces- 
sary to “show need” for steel and 
other commodities, it will still be 
well to go on record in Washington 
or with state authorities, in case a 
new emergency arises. 

A representative of Koppers 
Company showed a motion picture 
on modern methods of building 
and repairing roads with Tarmac. 
Nathan J. Penning, head of Vita- 
Aire, Inc., Milwaukee, described the 
benefits to be derived from the use 
of ozone machines in hospitals, of- 
fices, and other buildings. Several 
successful installations in Milwau- 
kee’s public buildings and institu- 
tions were cited. 

The subject of consolidated pur- 
chasing by cities and counties was 
discussed at length, and plans were 
disclosed for a special meeting of 
authorities in Wisconsin, to be held 
this summer. Several of the smaller 
communities reported political op- 
position to the project. 

The next meeting of the Chapter 
was set for September 11th, at Ra- 
cine. 
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1953 Outing of Saginaw Ass’n 


The Saginaw Valley Purchasing 
Agents Association held its annual 
outing for 1953 at the Saginaw 
Country Club. An afternoon of golf 
followed by dinner and the award- 
ing of golf tournament prizes were 
features of the day’s outing. 


, | ¢ oe 
Armour and Company « North Benton Road Alliance, O. | ‘ 
ARMOUR Please send me the free booklet, “ Backstand-Belt AAR Names Rainie Chairman 
Polishing.” | H. M. Rainie was elected chair- 
Re OO a man of the purchases and stores 
Firm | division of the Association of Ameri- 
AV 2 <6. © 3? 2 | | can Railroads in Boston. Mr. Rainie 
EES ae ene Ce a Te is vice president of the Boston and 
LS Sa ae ii tee ‘ _— and the Maine Central rail- 
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specialization gives you 
“Tops in Quality” 






SEAMLESS — MECHANICAL — PRESSURE — CORROSION RESISTANT 




























Carbon 5 Chrome 4 Moly 

Carbon !/, Moly 7 Chrome 1 Moly 

1/, Chrome 1/, Moly 8 Chrome 14, Moly 

TYPICAL 1 Chrome 1/2 Moly 8 Chrome 1 Moly 

7 11/, Chrome 2 Moly 9Chrome 1 Moly 
ANALYSES: 2 Chrome 1/2 Moly 3% Nickel 7% Nickel 
21/, Chrome 1 Moly 5% Nickel 9% Nickel 


AISI Types: 304-321-347-316-309-310-405-4 10-430-44 3-446 


Analyses to meet conditions where heat, corrosion, pres- 
sure and structural strength are involved. 





SIZE RANGE — 


WALL THICKNESS: 14, to 6 inches O.D. — wall thickness .035 to 1.000 inch, 





TYPICAL Pressure tubes — Superheater tubes — Condenser 
APPLICATIONS: tubes — Still tubes — Evaporator tubes — Barrel 
tubes — Oil-well Pump Barrels — Mechanical tubes 
— Aircraft tubes — Propeller tubes — Rollers for 






Transmission Chains. 


The heating, piercing, rolling of 
seamless tubes is controlled at every 
step for uniformity, close tolerance. 





Globe engineers 
gladly give you the 

benefit of specialized 
knowledge of stainless steel 
tubing in a wide range of 
services and applications — 
to improve your product — 
to cut costs. 


W HEN you specify Globe, you get 

uniform high quality alloy 
steel tubes, the product of highly 
TO BE SURE... developed production facilities and 
SPECIFY GLOBE specialized quality controls and methods. All Globe tubes are 
thoroughly inspected and closely held within tolerance specifi- 
cations. Write for the Globe general catalog. 





Chicago * Cleveland * Philadelphia * St. Lovis * New York 


Milwaukee 46, Wisconsin Detroit * Denver * Houston * San Francisco * Glendale, Cal. 
e Producers of Globe seamless stainless steel tubes Gloweld stainless steel tubes alloy — carbon 


— seamless steel tubes — Globeiron (high purity ingot iron) seamless tubes — Globe Welding Fittings. 
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DE-STA-CO 


It’s the “know how” of nearly 40 years of pro- 
duction stamping service that counts. De-Sta-Co’s 
main stamping plant is especially geared for produc- 
tion runs of light to medium-heavy fabrication, up 
to %”. Our bed areas range from 10” x 12” to 
48” x 72”, pressures from 5 to 250 tons. We draw 
up to 4” deep. During the years we have built up an 
impressive record in coining operations, our knuckle- 
action presses handling up to 400-ton capacity. The 
diversification of our equipment means your job runs 
on the most efficient press. Our highly mechanized 
material handling system saves dollars for you, helps 
us keep our delivery record one of the best in the 
business. That’s why “De-Sta-Co” means “Integrity.” 

For quotation send a sample part if possible, 
with a drawing, specifications, and quantity required. 
You'll get a prompt reply. 


For Multi-Stampings — high volume, small, in- 
tricate parts — there’s our department of Four Slides 
Automatics. From a blank size within 212” x 12%”, 
a single stroke performs such operations as piercing, 
forming, swaging, embossing, twisting, curling and re- 
forming from coiled stock. A part is completed each 
stroke, ready for its single inspection. This is espe- 
cially advantageous where forming around a mandrel 
is required. Special washers, precision flapper valves, 
shims and other exacting work are additional De- 
Sta-Co specialties. 


Send for our Stamping Brochure illustrating our production facilities 











DETROIT STAMPING COMPANY 








QUALITY STAMPINGS 














F. W. Sayre Voted in as New 
President of Ass’n in Toledo 


Francis W. Sayre, Toledo Die & 
Mfg. Co., was elected president of 
the Purchasing Agents Association 
of Toledo at a dinner meeting in the 
Toledo Yacht Club. He succeeds M. 
R. King of Van Nest Supply Co. 

Other officers for the 1953-54 sea- 
son are: Robert W. Wiskochil, Kim- 
ble Glass Co., first vice president; 
Kenneth E. Roepke, General Mills, 
Inc., second vice president; Melvin 
Schneider, Mill & Factory Supply 
Co., secretary-treasurer; Norman 
Earley, Sam C. Earley Corp., na- 
tional director; Les Bothast, Mello- 
craft Co., and Max Thayer, Enter- 
prise Roofing Co., directors. 

After the election of officers, the 
group heard Tom Collins, publicity 
director of the City National Bank 
& Trust Co., Kansas City, speak on 
“Price Tags of Progress”. 
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‘Non-resident Night’ Observed 
At Tulsa Ass’n Dinner Meeting 


“Non-resident members night” 
was recently observed by the Pur- 
chasing Agents Association of Tulsa 
at a dinner meeting in the dining 
room of the chamber of commerce 
with non-resident members as 
guests. 

C. M. Taylor, Cities Service Oil 
Co., and Clarence L. Beltz, Thomas 
N. Berry Co., evaluated association 
membership from a_ non-resident 
viewpoint. 

W. L. James, Stanolind Oil and 
Gas Co., presented a forecast of the 
southwest purchasing conference 
schedule for September 23-24 at 
Tulsa. 

Two motion pictures, “Oil Across 
Arabia” and “Fabulous Fishing in 
South America”, concluded the 
evening’s program. 
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Lancaster Club Picks C. M. Eby, 
J. Lasher, S. Shenk & W. Lawton 


Fifty-one members and_ guests 
were present to hear Clarence W. 
Herr, chairman of the nominating 
committee, read off the slate of 
officers, headed by Charles M. Eby 
as president, selected to guide the 
coming activities of the Purchasing 
Agents Club of the Manufacturers’ 
Association of Lancaster, recently. 

Also elected were; J. E. Lesher, 
vice president; Samuel H. Shenk, 
secretary; and William Lawton, 
treasurer. 

T. J. Bergen, Edgar S. Diehl, John 
L. Ryan, H. W. Mason, and Floyd 
E. Gorton were elected as directors. 
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Any way you look at it 


alt balclailelilaicl ants 


ADVANTAGES 


I. Positive locking in every conceivable angle. 


You've been asking for a dial thermometer like 





this—A thermometer that can be positioned and firmly 





locked at any practical angle—now you can have it! 





2. Reduces the number and variety of instru- 


No stretching or straining to see this thermometer. ; ; : 
ments required in your maintenance stock. 





Easy to adjust to required new positions before or after in- 






Be Provides that extra “odd angle” instru- 
ment which normal stock does not furnish. 


stallation. No risk of the multi-angle selector working loose. 





A specially designed selector assures positive locking at 





every practical mounting angle and a few turns of one nut lock 4. Easy to change to any desired angle, 





the selector securely. before or after installation. 





These instruments, supplementing USG’s complete line 





5. Saves engineers time when writing 





of Gotham temperature indicators, are designed to fit all standard y : 
specifications. 





connections and are available in all standard ranges. If you have a 





number of applications requiring “‘odd angle’’ mounting these new 6. Affords easy reading at odd angles. 





multi-angle thermometers will reduce the number and 


variety of instruments you have to carry in stock. 


United States Gauge 
Division of American Machine and Metals, Inc 


Before you order an angle thermometer be sure you 


see USG’s new Gotham Multi-Angle Thermometer. 
Sellersville 3, Pa 


Gentlemen: 


mometer. Please get in touch with us. 





We'd like to know more about the new USG Multi-angle Ther- 














UNITED STABES GAUGE ~— Title 
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custom-made gear by Perkins 


Typical example of a precision, é& 
r 


—a 


Across the Nation 





on countless products 


you'll find the “imprint” 


of Perkins custom-made Gears! 


for no matter how good the product 
may be . . . if the component gears are 
custom-made by PERKINS it will be a 
better product. Long experience coupled 
with New England craftsmanship is a 
potent and hard-to-beat factor in the 
production of precision gears. 
You Furnish the Specifications 
We'll Produce the Gears 


PERKINS MAKES: 

to customers’ specifications, in all mate- 
rials, metallic and non-metallic: bevel 
gears, ratchets, sprockets, ground thread 
worms, spiral gears, helical gears, spur 
gears with shaved or ground teeth. 
Have us quote on your requirements. 


PERKINS MACHINE & GEAR CO. 


* A new product is the PERKINS 
PRECISION SPRING COILER. This 
coiler (patent applied for) turns out 
precision springs—any type, shape, size 
from wire sizes .005 to .125. Complete 
data and prices upon request. 


* Another new product — the PER- 
KINS “BENDIT 15”—a patented 
metal forming machine which bends 
and shapes sheets, rods; strips tubing 
into innumerable complex as well as 
simple forms that would be difficult or 
even impossible to make by other 
means. Eliminates need for expensive 
tools or specialized skills. Height 47”, 
net weight 200 Ibs. Write us today for 
descriptive catalog, prices, etc. 


WEST SPRINGFIELD, MASSACHUSETTS 


Please mention PURCHASING Magazine when writing to advertisers. 


Denver Agents Elect Spaur to 
Head Association for 1953-54 


The Purchasing Agents Associa- 
tion of Denver held their election 
for the coming year, recently. W. R. 
Spaur heads the new slate of of- 
ficers as president. 

Supporting him during the 1953- 
54 term will be: A. T. Woodward, 
vice president; Ed Saulsberry, sec- 
retary; S. H. Wolcott, treasurer; 
Carl Roberts, alternate national di- 
rector; and Frank Ayer, director. 

The meeting also elected the fol- 
lowing to membership in the Asso- 
ciation: Robert Bult, Sunlight 
Metal Products Co.; John A. Pond, 
University of Colorado; Don Dur- 
kee, Ebasco Services Inc.; Elmer 
Worth, Adolph Coors Co.; Stanley 
M. Egli, St. Luke’s Hospital; and 
Wallace G. Moore, Campbell-Sell 
Baking Co. 


+ oe 
Eastern N.Y. Outing Draws 300 


The Eastern New York Purchas- 
ing Agents Association held its an- 
nual outing at the Mechanicville, 
(N.Y.), Country Club followed by 
a dinner at the White Sulphur 
Springs Hotel, Saratoga Lake. Ap- 
proximately 300 members and 
guests attended the affair. 





STEEL 
CASTINGS |; ¥ 






The cylinder 
cover above 
weighs 4060 Ibs. 


From 


5 10 15,000 uss. , 


Small or large, simple or complex, 
Atlantic makes quality castings, cast- 
ings that require little machining. 
Consult us for your steel casting 
requirements. We can assure you of 
prompt, efficient service. 


ARE YOU RECEIVING 


our house organ ‘‘Atlantic 
Axioms’’? You'll find it very 
pleasant to read. Request 
your copy on your letterhead, 
please. 


Ariantic 





© orem casts 


STEEL CASTINGS COMPANY 


Sixth and Lloyd Streets 
Chester 3-418) 


Chester, Pa 
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SIMPLIFY PURCHASING... ‘ 


1 THE COMPLETE LINE 
Hacksaws, band saws and band 


knives in all types and sizes to meet 


ali requirements... eli from one 


derencable scurce. 
- 


2 MADE BEST TO CUT BEST 
 Jacetslelemetr isto cel ts Cithuc eel seca ai tas 
for clearance, exact size, uniform 


obelsutelemirbctiielemertestetca lalla we 


3 EASIEST TO BUY 
Stocked and sold by industrial dis- 
tributors everywhere for prompt, 
dependable, on-the-spot service. 











GUIDES TO LOWER CUTTING COSTS . Bs 


Starrett Hacksaw and Band Saw Catalog and aw 
Quick Reference Metal Cutting Guide. Write for 
them. Address Dept. ? 


= 


sy 
= he 


Say 


os Starre 1o 9 O42 









THE L. S. STARRETT COMPANY INDUSTRIAL 
Athol, Massachusetts, U.S. A. DISTRIBUTOR 





eal Prompt delivery 
SINCE 1880 MECHANICS’ HAND MEASURING TOOLS AND PRECISION INSTRU Sancta dards 
DIAL INDICATORS © STEEL TAPES © PRECISION GROUND FLAT STOC) 


WORLD'S GREATEST TOOLMAKERS HACKSAWS, BAND SAWS end BAND KNIVES Quality products 





to 
Oo 
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23 Sates Offices 


and Worehouses 





This is GARLOCK’S 
_ 3-Dimensional Picture 


A, 





(;ARLOCK 


f ff 


The Garlock representatives—112 of them—selling Gar- 
lock products and nothing else—making periodic calls on 
your plant—offering you the most complete line of 
mechanical packings manufactured by any company. 
These men are trained, experienced and, through inter- 
change of information throughout the Garlock organiza- 
tion, conversant with your mechanical packing problems. 
/ 

Twenty-three offices and three branch factories—with 
stocks of Garlock products—situated in most principal 
cities throughout the United States—convenient to you 
for prompt seer on and competent service. 


Factories, laboratories, service engineers, resident engi- 
neers and pilot plant at Palmyra, New York—with back- 
ground of sixty-six years’ experience in the manufacture, 
application and development of superior quality mechani- 
cal packings—GARLOCK—The Standard Packing of 
the World. 
/ 

This is the Garlock picture—unique in the mechanical pack- 
ing industry.Take full advantage of it. Itis yours for the asking. 


THE GARLOCK PACKING COMPANY, PALMYRA, NEW YORK 


Sales Offices and Warehouses: Baltimore ¢ Birmingham e¢ Boston 
Buffalo « Chicago ¢ Cincinnati e Cleveland « Denver « Detroit « Hous- 
ton e Los Angeles ¢ New Orleans ¢ New York City ¢ Palmyra (N. Y.) 
Philadelphia ¢ Pittsburgh e Portland (Ore.) ¢ Salt Lake City « San 
Francisco e St. Louis ¢ Seattle ¢ Spokane « Tulsa. 


Branch Factories: Birmingham ¢ Denver ¢ San Francisco. 


In Canada:.The Garlock Packing Company of Canada Ltd., fs as E 








Toronto, Ont. nh 
\ ® F 


PACKINGS, GASKETS, OIL SEALS, 
MECHANICAL SEALS, 
RUBBER EXPANSION JOINTS 
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New Team of Officers Selected 
By Cincinnati Organization 


The Cincinnati Association of Pur. 
chasing Agents recently elected John 
M. Teipel, Stewart Iron Works Co, 
as president for the coming year, 

Other officers are: Albert L. 
Burke, John Van Range Co., and 
Andrew Hopple, Nu Tone Chimes, 
Inc., vice presidents; Vincent R. 
Luebbe, Keichler Manufacturing Co,, 
secretary; Edwin H. Rabe, Trumbull 
division of General Electric Co.,, 
treasurer; and Thomas J. Scahill, 
Perry & Derrick Co., national di- 
rector. 

Edward Hegeny, William Powell 
Co.; Lynn C. Percival, American 
Tool Works Co.; and Lawrence J. 
Wernke, Cincinnati Chemical Works, 
Inc., were elected trustees. 
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Carroll Spoelstra Is Named 
Grand Rapids Ass’n President 


Carroll J. Spoelstra has been 
elected president of the Purchasing 
Agents Association of Grand Rapids. 
Other officers elected are; F. W. 
Mitchell, vice president; C. F. Ny- 
gren, secretary; Gordon C. Annis, 
treasurer; Henry W. Kooistra, na- 
tional director; and Charles L. Carl- 
ley and A. E. Herr, directors. 
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Hamilton, Ont., Agents Elect 
New Officers at Annual Meeting 


The Purchasing Agents Associa- 
tion of the Hamilton (Ont.) district 
recently held its annual meeting for 
the election of officers. 

John H. Mills was elected presi- 
dent for 1953-54 while J. S. Duncan 
and Elmer Mulvenna were voted in 
as vice presidents. 

Other officers elected are; W. J. 
Browne, recording secretary; L. H. 
Cole, corresponding secretary; M. 
M. Brodie, treasurer; R. J. Connor, 
J. A. Hishon and C. R. Jones, execu- 
tive committee; A. R. Page, Brant- 
ford, representative; A. R. Oliver, 
representative on Canadian Council; 
Cy Barlow, national director; R. W. 
Cunningham and A. J. Young, audi- 
tors; A. S. Coombs and J. G. Davies, 
trustees. 
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Erie Ass’n Hears Guest Speaker 


Phil Cochran, vice president and 
sales manager of Lyons Transpor- 
tation Co., was guest speaker at a 
meeting of the Purchasing Agents 
Association of Erie at the Lake 
Shore Golf Club. 
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Easy to bend, thread, and 


close coil 


Easy to weld by all methods 


Uniformly ductile 
Uniformly strong 


Uniformly clean and scale-free 

Uniform wall thickness, 
diameter, concentricity 

Economical uniform lengths, 
extra long lengths 









EXACTLY THE 


Ping Supples 
you NEED... FAST 


Your Republic Steel Pipe Distributor carries a full line of steel pipe ... in 
all the sizes you need . . . plus the fittings, valves, fixtures, controls, tools. . . 
everything you need for a complete plumbing, heating, refrigeration, air 
conditioning, process and industrial piping, or other piping job. 





His delivery is fast .. . whether you need a few lengths of pipe or a truckload. 
Just a phone call will start your order on its way. You'll save time . . . and 
money. The Republic Pipe Distributor’s stockroom becomes yours. You have 
no capital tied up in stock. You get just the parts you need .. . when you 
need them... and in a hurry. You save floor space. You save insurance. You 
save handling costs. 


Get to know your Republic Steel Pipe Distributor. He stocks high quality 
materials to give you profitable service. 


STEEL PIPE 





Please mention PURCHASING Magazine when writing to advertisers. 207 








NUTS 


SPECIAL 
FASTENERS 





Whatever you manufacture or as- 
semble, you can speed production and 
improve your product by using Pheoll 
screws, bolts and nuts. These indus- 
trial fasteners drive easy and straight, 
and will not bind because threads are 
accurately rolled or machined. Pre- 
cision-made screw and bolt heads, slots 
and head recesses prevent wrench and 
driver slippage. Count, too, the added 
bonus you receive by using fasteners 
that improve product appearance. 


An interesting story on standard 
and special industrial fasteners and 
their profitable applications to your 
needs may be obtained from experi- 
enced Pheoll engineers. Ask these 
men to recommend screws, bolts and 
nuts that will increase your overall 
profits on assembly line work. 






* 


PHEOLLE:™ 


0& Please mention PURCHASING Magazine when writing to advertisers. 





Robert Hoy Elected President 
Of Association in Detroit 


The Purchasing Agents Associa- 
tion of Detroit elected the follow- 
ing officers for the new season to 
take charge of the association’s af- 
fairs after their installation at the 
regular meeting in September. 

Robert A. Hoy, United States 
Radiator Corporation, president; 
Marvin F. Klang, City of Detroit, 
first vice president; Fred W. Alcorn, 
Boyer-Campbell Co., second vice 
president; and C. R. Seymour, Al- 
leghany-Ludlum Steel Corporation, 
treasurer. 

7 ¥ F 


Sports Program, Guest Speaker 
Highlight Conn. Ass’n Meeting 


The Purchasing Agents Associa- 
tion of Connecticut held its annual 
outing, recently at the Pine Orchard 
Country Club in Hartford. 

A sports program featuring golf, 
tennis, horseshoes, softball and 
swimming preceded the association’s 
dinner and business meeting. 

Herman A. Papenforth, finance 
manager of the Trumbull depart- 
ment of the General Electric Co., 
was the speaker for the evening and 
addressed the gathering on the sub- 
ject “Financial Responsibilities of 
the Purchasing Department”. 
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New Hospital Association Picks 
Officers for Coming Season 


Rose Abels of Shadyside Hospital 
has been elected president of the 
newly formed Hospital Purchasing 
Agents Association of the Pittsburgh 
area. 

Charles Cohen, West Penn Hospi- 
tal, was elected vice president and 
Walter Pawlak, Citizen’s General 
Hospital, was named _§secretary- 
treasurer. 

Members of the executive com- 
mittee are Clara Schilling, St. Fran- 
cis; William Riesmeyer, Allegheny 
General; and Dorothy M. Durst, 
Homestead. 
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Washington Ass’n Family Picnic 


Gaffney’s Lake Wilderness Re- 
sort was the site of the 32nd An- 
nual Family Picnic of the Purchas- 
ing Agents Association of Washing- 
ton on July 18th. A full afternoon’s 
program of swimming, boating, fish- 
ing and golfing was enjoyed. A spe- 
cial children’s play area was desig- 
nated for the picnicker’s young- 
sters. Bingo, ball games, and con- 
tests were features of the program 
followed by a fried chicken dinner. 










cet more 
hose value 
per dollar 


with RESISTOFLEX 
HYDRAULIC ASSEMBLIES 











Synthetic fibre-braid 
carcass and non-aging 
compar tube in this 
Resistoflex hose pro- 
vide strength for me- 
dium-high pressure 
hydraulic systems 
without need for metal 
reinforcement. This 
construction means 
more hose value per 
dollar. Here’s how. 


High burst strength— 

stays high even as hose 

working age increases. 

. High pull strength —cou- 

plings don’t pull out. 

. High impact strength— 

hose regains original cross 

section after crushing 

load. 

. Long life—immune to 

fatigue from hydraulic im- 

pulse and flexing. 

Full flow — fittings and 

hose have same I.D. 

. No gumming or clogging 

of hydraulic circuit—com- 

par inert to oils. 

Write for Data Sheet 
No. MH-1 


RESISTOFLEX 


CORPORATION 
Belleville 9, New Jersey 
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For flammable liquid, gas and electrical fires 
ANSUL FIRE EXTINGUISHING EQUIPMENT 
is your best protection. 


OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES IN THE U.S.A., CANADA AND OTHER COUNTRIES ANSU L 


FIRE EXTINGUISHING EQUIPMENT, REFRIGERATION PRODUCTS, INDUSTRIAL AND FINE CHEMICALS AND LIQUEFIED GASES FIRE EQUIPMENT DIVISION © MARINETTE, WISCONSIN 
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“B" No. 3X 
HEAT-TREATED 





oH 





This higher-priced alloy steel can save you money! 


“B” No. 3X heat-treated bars offer many production economies, 
even though machined at about ths the speed of annealed bars. 
‘They are supplied to your desired physical properties, and can be 
machined more easily than standard heat-treated bars with equiv- 
alent properties. The expense of scaling, distortion, straightening, 
and often grinding, are eliminated — as well as the cost of extra 
handling and heat treating of finished parts! 

Although the cost is a little more than for ordinary annealed 
stock, a trial order will convince you of the true economy of 


HY-TEN “B” No. 3X heat-treated bars! Just call your nearest 
WL representative. 









Write today for your FREE COPY of the 
Wheelock, Lovejoy Data Book, indicating your 
title and company identification. It contains com- 
plete technical information on grades, applica- 
tions, physical properties, tests, heat treating, etc. 


WHEELOCK, 
LOVEJOY Vr 


: : ; CAMBRIDGE « CLEVELAND 
& | QVMPANY AN | CHICAGO + HILLSIDE, N. J. 
y a Bl ° j ie DETROIT + BUFFALO 


SINJWIMINOIY JOINVNGINIVW GNY WOOY 1001 ‘NOILONGOUd ¥O4 SONIDYOI GNV S131118 





OVER ONE HUNDRED YEARS OF CONTINUOUS SERVICE. ROUNDS, SQUARES, FLATS, HEXAGONS, OCTAGONS 


CINCINNATI 


In Canada 
SANDERSON- NEWBOULD, LTD., MONTREAI 


and AISI 


2 and Cleveland « (Chicago «+ Detroit 
140 Sidney St, Cambridge 39, Mass. pincige, NJ. © Bullalo © Cincinnati 





Indianapolis Group Elects 
Connor to Head Organization 


W. B. Conner, Gaseteria, Inc., has 
been elected president of the Pyr- 
chasing Agents Association of In- 
aianapolis tor the 1953-54 term. 

Other officers are: John M. Berry, 
Kennedy Tank & Mfg. Co., first vice 
president; John F. Brennan, Hugh 
J. Baker & Co., second vice presi- 
dent; Earl Schmitt, L. S. Ayres & 
Co., treasurer; Carl Culman, Bur- 
net-Binford Lumber Co., secretary; 
Seeley Williams, Jr., Peerless Elec- 
tric Supply Co., national director; 
and Fred D. Phelan, W. J. Topmiller, 
P. R. Mallory Co., Inc., local director. 


Y er 


J. Burkhart Elected President 
Of Memphis Association 


The Memphis Association of Pur- 
chasing Agents announced the elec- 
tion of J. A. Burkhart as its new 
president. 

William L. Adams was elected vice 
president with Francis L. Brunner 
as secretary, Henry C. Ellis as 
treasurer, and Walter G. Joyce and 
A. G. Bartusch named as directors. 


oe  ¢ 


New England Association Ends 
Season With Elections, Outing 


Herbert Layport, manager of pur- 
chases, Wyman-Gordon Co., was 
elected president of the New Eng- 
land Purchasing Agents Association 
at its annual meeting for the elec- 
tion of new officers. 

Other officers chosen were: Rob- 
ert E. Shillady, New England Power 
Service Co., vice president; George 
D. Seguin, Norton Co., treasurer; 
Wilber G. Hayward, Forbes Litho- 
graph Manufacturing Co., national 
director; John H. Corcoran, city of 
Cambridge. William C. Hoffman, 
Pacific Mills, and Albert W. Rich- 
ards, Sylvania Electric Products, 
Inc., directors. 

At a later meeting, the associa- 
tion held its annual Summer Outing 
at the Wachusett Country Club in 
West Boylston, Mass. 

Golf and other games preceded a 
roast beef dinner at the club. Steve 
Reando was chairman of the outing 
committee. 
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Briggs-Weaver Hosts Dallas Ass’n 


The Briggs-Weaver Machinery 
Company played host to the mem- 
bers of the Purchasing Agents As- 
sociation of Dallas at a western 
barbecue held July 24th at the 
company’s B-W Lodge on Grape- 
vine Lake. 
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“ VITRIFIED ALUMINA MATERIAL. . . SUPERIOR METAL-CERAMIC BONDING 





Reasonable quantities of all Standard Designs in stock for im- 
g mediate shipment. Special Designs made to your specifications. 


COMPLIES WITH L5A REQUIREMENTS OF JAN-I-10 SPECIFICATIONS 








n S2ND YEAR OF CERAMIC LEADERSHIP 
Bulletin No. 524 


’ | AMERICAN LAVA CORPORATION Sent on Request 


A SUBSIDIARY OF MINNESOTA MINING AND MANUFACTURING COMPANY 
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Oth on a Carefree, Vacation, | 


He just contracted with Vinco to 
produce component parts. 


This confidence in Vinco is typical of 
many manufacturers from coast to coast. 
They have learned that whether the parts 
to be produced have close or loose toler- 
ances, these parts will be delivered as 
specified, at a minimum cost and with a 
minimum of scrap. 


VINCO CORPORATION 
9119 Schaefer Hwy. 
Detroit 28, Mich, 


















Mass Produced Parts 
Gears 

Gear Pumps 
Spline Gages 
Aircraft Gears 


THE TRADEMARK OF DEPENDABILITY, 
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Central lowa Agents Elect 

Don Foster to Head Ass'n 
New officers who were elected, 
recently, at a meeting of the Pyn 
chasing Agents Association of Cen- 


tral Iowa are Don R. Foster, Midwest | 


Metal Stamping Co., president; G. 
R. Barcus, John Deere, Ottumwa 
Works, first vice president; W. L. 
Howlett, Firestone Tire and Rubber 
Co., second vice president; George 
S. Shipley, Wood Bros., secretary- 
treasurer; and J. C. Rice, Tobin 
Packing Co., national director. 

The June meeting of the associa- 
tion was a Ladies Night, held at 
the Elmwood Country Club. Cock- 
tails and a buffet dinner were served 
followed by dancing to the music 
of the Stan Stanley Band. 
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NIGP Forms 3 New Chapters in 
Wisconsin, Virginia, New Jersey 


The National Institute of Gov- 
ernmental Purchasing announces 
the formation of three new regional 
chapters, in addition to the pre- 
viously organized groups in Wis- 
consin, Virginia, and New Jersey. 
The regional type of organization, 
pioneered in Wisconsin, makes pos- 
sible more frequent meetings and 
the more detailed discussion of local 
factors such as pertinent state legis- 
lation, taxes, transportation, and 
the like. Membership includes pub- 
lic purchasing officers at all levels 
—state, county, and municipal. 

The Ohio State Chapter has nam- 
ed Ray Mossbarger, City Purchas- 
ing Agent at Springfield, as presi- 
dent, and Miss Genevieve McQuig- 
gan, City Purchasing Agent at 
Akron, as secretary. 

The Carolinas Chapter is headed 
by City Purchasing Agent Aaron 
Shepherd of Winston-Salem, N.C. 
Sam Taylor of Raleigh, N. C., is 
vice president, and Wade Hannah, 
Assistant Purchasing Agent at Co- 
lumbia, S. C., is secretary-treas- 
urer. 

C. L. Magnuson, State Super- 
visor of Purchases, Hartford, is 
president of the Connecticut Chap- 
ter. City Purchasing Agent George 
Robinson, New Haven, is vice pres- 
ident, and City Purchasing Agent 
Otto R. Winter of Bristol is secre- 
tary-treasurer. 


o #¥ € 
Association Holds Clambake 


The Purchasing Agents Associa- 
tion of Syracuse and Central New 
York held their Annual Clambake 
and Summer Party on July 23rd at 
Hinerwadel’s Grove in North Syra- 
cuse. 
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Easy local call... 


Walter C. Klawitter is typical of the 
friendly and efficient personnel in Stand- 
ard Oil service-supply centers throughout 
the Midwest. 











& 
\ Feast local delivery 
| ae \ 
1 oo” Ss . Y 
1 ie” ANT po \ @ Anywhere in the Midwest; a simple, local phone call will bring you 
{ + pov gecidld \ any petroleum product you need —double-quick! Here’s why: a service- 
} port i ___ gesvice 00% \ distribution set-up — unique in the oil industry —has a Standard Oil office 
} NY pricaio® est ¢ an \ and warehouse located practically in your own backyard! Adequate stocks 
] gard ods © out giant \ of the lubricants and fuels required for the efficient operation of your 
] ~ ea © - neat yor" ott . plant are warehoused at that service-supply center. You can always get 
ee ry Poe eo a gives ‘ the product you need —when you need it—delivered right to your door. 
) ger sicr PPE sed Of a ervic ™ Here, too, ate the local headquarters for a Standard Oil lubrication 
fou 28° ee eng®™ . P30 specialist. He is close at hand, will give you on-the-spot engineering 
] yori 7 “ptal service. He has plenty of practical experience. He has been specially 


\ 
\ 
\ 
_ ae & \ trained for his job in a Standard Oil Lubrication Engineering School. 
2 pubsier i008 cn00)8 os fro ™ i He is backed by Standard Oil’s extensive research and technical facilities. 
pene 4 Let this lubrication specialist and Standard Oil's efficient supply 
‘ service help you make real savings. Phone your local Standard Oil 
ry (Indiana) service-supply center* today. | 
‘ 
4 


STANDARD OIL COMPANY (| STANDARD 


. Standard Oil Company (Ind.), 910 South Michigan Avenue, 
ete” lve é ee 
3: rae _f Chicago 80, Illinois. | 
cove od *Service-supply centers are located throughout: Colorado, Illinois, indi- | 
of ana, lowa, Kansas, Michigan, Minnesota, Montana, Missouri, | 
7” Nebraska, North Dakota, South Dakota, 
oo” Oklahoma, Wisconsin, Wyoming. 
; oo" | 
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| 
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REVERS 
nesta HOLD 
with Star-Kimble Brakemotors 


Motor and connected load come to a split-second stop—because of the 


extra-large brakelining area of a Star-Kimble Brakemotor. 


FREQUENTLY 
FREQUENTLY 


FREQUENTLY 
FREQUENTLY 


POSITIVELY 
POSITIVELY 


Motor starts smoothly—without drag—because small air gap assures 
instantaneous brake release. 

No plugging needed for rapid, repeated reversals. Frequency of reversals 
can often be tripled, compared with conventional plugging methods. 
And loads are held positively by the brake that holds its grip through 
millions of cycles—with little or no adjustment. 

Every Star-Kimble Brakemotor is an integral, space-saving unit with a 
sturdy shaft that’s common to motor and brake. Bearings and brake- 
linings last longer. One manufacturer—one responsibility. 


For information on design and service features, 
write for Bulletin B-501-A 


TAR-KIMBLE 


MOTOR DIVISION OF 
IEHLE PRINTING PRESS AND MFG. CO. 






213 Bloomfield Avenue Bloomfield, New Jersey 
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Dayton Agents Hold Annual 
Picnic and Golf Party 


The annual pienic and golf party 
of the Dayton Purchasing Agents 
Association was held, recently, at 
Walnut Grove Country Club with 
nearly 250 members and guests 
present. 

120 enthusiasts played the sand 
bunkers and rough of the club’s fine 
golf course with Bob Hull posting a 
75 for low gross for the day. He 
was followed by Ken Thiele with a 
77 and John Kerr with a 77 also. 

Low gross in the Dayton member- 
ship was taken by Bob Blank with 
a 79. Dick Kelly posted an 81 for 
second position followed by George 
Lebert, 85, and Gordon Morris, 85. 

The highest score of the day went 
to Don Sortman with a fine 137. 

Harold A. Tiemeyer served as 
general chairman of the picnic and 
golf party with able assists from 
Edward A. Droesch, chairman of 
the prize committee; Ronald Wheel- 
er; John Kaufman; George Beving- 
ton, Jr.; Roscoe Brane; Mrs. Mar- 
garet Yoder; Ralph A. Miller; and 
C. Richard Kelly. 
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Cleveland Holds Annual Picnic 


The Purchasing Agents Associa- 
tion of Cleveland held its 36th An- 
nual Picnic for members and their 
families on July 23rd at Euclid 
Beach Park. 

Free rides, ice cream, popcorn 
balls, and soft drinks were made 
available for every boy and girl 
under 16. 

Registration for the picnic began 
at one o’clock and a full afternoon 
of games, softball, and contests pre- 
ceeded the picnic’s Basket Dinner. 
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St. Louis Group Names Forbes 
As President for Coming Year 


The Purchasing Agents Associa- 
tion of St. Louis elected George 
Forbes, Century Electric Co., as 
president for the 1953-54 season. 

Other officers elected were: W. A. 
Oakley, Western Cartridge Co., Di- 
vision of Olin Industries, first vice 
president; Frank Jost, McQuay- 
Norris Mfg. Co., second vice presi- 
dent; Earl B. Boub, Star Manufac- 
turing Co., treasurer; and Jim Ty- 
ler, Gruendler Crusher & Pulvei- 
izer Co., secretary. 

The executive committee for the 
new year consists of Charles Hoff- 
man, A. Leschen & Sons Rope Co.; 
J. S. Smith, Wagner Electric Co.; 
and Fred Risberg, American Stove 
Co. 
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How to 


longer | 


TS 


ife out of your 


portable cords and cables! 


USE junction or distribution boxes 
for making multiple power connec- 
tions in working places. 





‘ PROTECT cables with 
i fuses or circuit 
breakers of the 
proper rating for the 
service. Make sure that 
circuit breakers will 
operate properly. 





PROTECT cables from being run over 
Ais heavy equipment. Running over 

the cable a few times may not cause 
immediate failure, but may do internal 
damage which will shorten its life. If 
the cable must be run across an aisle, 
place boards on either side as one would 
for a hose. If it is in use for only a short 
time, it should be thrown over the truck. 


? USE flame-resistant 
4 cables wherever 
j possible. 





FOR FREE REPRINTS OF THIS PAGE, WRITE TO ADDRESS BELOW. 


UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department 


ROCKEFELLER NEW YORK 20, 


Aucust, 1953 





cables running over steam pipes or 


Hea NOT have portable cords and 
other heat-transmitting equipment. 





motors and high voltage equipment. 

The ozone generated by sparking 
commutators attacks rubber jackets, 
causing cracking. 


ieee cables away from sparking 


possible, use 1.P.C.E.A. recom- 


7 AVOID overloading of cables. Where 
mended current ratings. 


CENTER ° 





around rough edges or sharp corners. 

Bruises and cuts hasten deteriora- 
tion of the jacket. Never yank cords to 
remove kinks or loosen them when 
caught on a projection. 


8 run dragging portable cords 


pulleys or drums too small for the 
size of the cable; observe recom- 
mended I.P.C.E.A. minimum diameters. 


Q putes running portable cables on 


greases. If they do get into oil, 

they should be wiped off as soon 
as possible. Avoid having cords lie in 
pools of water, chemicals or grease. 


10 cords away from oils and 


quired current without overload- 

ing or overheating. They should 
be flexible (have sufficiently fine strands) 
for the intended use. 


11 BUY cables that can carry the re- 
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B.....,. failures can be greatly reduced 


if you follow the recommendations of this 
AFBDA member. He is completely informed 
on the latest and best methods for installing 
and replacing bearings. The bearings he sells 
carry the manufacturer's guarantee. They are 
first quality bearings in their original cartons. 


Your AFBDA member can give you the proven 
advantages of many methods of reducing costly 
losses in money and production time— 
Consult this qualified “Bearing Specialist” 
NOW! Consult your telephone directory. 





2 2» 
a 
= PETCO ~ 


. AFBDA 


THE ANTI-FRICTION BEARING DISTRIBUTORS ASSOCIATION 


AVENUE » CLEWELCAR Pers, OH TO 
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Women’s Division of Northern 
Calif. Ass’n Elects Officers 


The women’s division of the Pyr- 
chasing Agents Association of 
Northern California elected a new 
slate of officers for the coming year, 

Dorothy F. Conner, purchasing 
agent, Gleason & Co., is the new 
president and Viola Pauley, Soule 
Steel Co., is vice president. Also 
elected were Henrietta R. Krikorian, 
buyer for the Corps of Engineers, 
U.S. Army, secretary-treasurer, and 
Helen M. Musso, state purchasing 
division, director. 
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Columbus Association Picks 
Robert Hunter As President 


The election of Robert L. Hunter, 
Norman Products Co., as president 
for the coming year was announced 
by the Columbus Association of 
Purchasing Agents. He _ succeeds 
Lester S. Smith of Graybar Electric 
Co., who becomes national director. 

Assisting Mr. Hunter during the 
coming term are: John Stalder, 
Surface Combustion Co., vice presi- 
dent; Lyle E. Treadway, Federal 
Glass Co., secretary; Ray S. Brown, 
General Electric Supply Co., treas- 
urer; and C. E. Peitsmeyer, Colum- 
bus Transit Co., local director. 


Be? Se 


Stanford Student Wins Yearly 
Memorial Award of Calif. Group 


The Davis B. Gray Memorial 
Award, given each year by the Pur- 
chasing Agents Association of 
Northern California, has been won 
by John K. Aldrich as the Stanford 
student showing “the most promise 
of making a success in the field of 
purchasing”. 

Mr. Aldrich was in the Graduate 
School of Business and received his 
degree of master of business ad- 


ministration at Stanford’s recent 
commencement. 
eg se 


Institute Publishes Booklet 
On Cutting-off Wheels 


A new booklet “Cutting-Off 
Wheels”, has just been published by 
the Grinding Wheel Institute, cover- 
ing usage, classification, machine and 
wheel speeds and mountings, as well 
as many other subjects such as 
techniques and handling of the work. 
This booklet was prepared by the 
Safety Committee of the Institute. 
Copies of it may be obtained free 
of charge from the Grinding Wheel 
Institute, 2130 Keith Building, Cleve- 
land 15, Ohio. 
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CASTINGS — Sand, permanent mold, plaster 
and die. Impartial to method, but all held to dose 
tolerances to reduce finishing necessary and 
therefore to lower cost per finished piece. Alcoa 
Castings have dimensional stability —won't creep 
row even at elevated temperatures. 


or 9 





EXTRUDED PRODUCTS —s0 presses. Most 


extensive source for aluminum and magnesium 
extruded shapes. Produce one-piece parts at 
substantially lower cost. Eliminates machining, 
cuts assembly operations. Clean-lined, smooth- 
surfaced shapes in a wide variety of finishes. 


IMPACT EXTRUSIONS —symmetrical, hollow 
shapes — rectangular, round or complex with 
maximum lengths, 12 inches, maximum diameters, 
5 inches at less cost than drawing, spinning, 
stamping or machining. Available in any 
commercially-practical finish, lacquer, paint, litho- 
graph or in plain or colored anodized finishes. 


OR SCREW MACHINE PRODUCT? 
TAS YOU WANT IT— AND QUICK! 








Aluminum Caps and Seals — Richmond, Ind. 
Aluminum Die Castings — Chicago, Ill.; Garwood, N. J. 


Aluminum Extrusions —Cressona, Pa.; Los Angeles, Callif.; 


New Kensington, Pa.; Lafayette, Ind. 


Aluminum Forgings — Cleveland, O.; Los Angeles, Calif. 





Jobbing Products — New Kensington, Pa. 


Magnesium Die Castings — Garwood, N. J. 
Magnesium Extrusions — New Kensington, Pa. 
Magnesium Forgings — Cleveland, O.; Los Angeles, Calif. 


Magnesium Permanent-Mold Castings — los Angeles, Calif; 





Aluminum Impact Extrusions — Edgewater, N. J. 


Aluminum Sand and Permanent-Mold Castings — 8ridgeport, Conn.; 
Cleveland, O.; Detroit, Mich.; Los Angeles, Calif. 


Cleveland, Ohio 
Magnesium Sand Castings —Buffalo, N. Y.; Los Angeles, Calif, 
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Are Your Purchases 


on the Right Track? 


Whenever your purchase amounts to less than a carload, it might 
be literally “side-tracked”— which may wreck your company’s 
work schedules. 


Avoid shipping delays by specifying National Carloading 
Corporation as the carrier on your purchase orders. National 
consolidates your purchases with others into full cars that move on 
fast daily through schedules over the most direct routes. There is 

no extra charge for this service. In fact, National’s rates are 
actually lower between many points. 


And you enjoy the full benefits of one-company responsibility for your 
shipment all the way—for quick tracing and reduced paperwork. 


When specifying delivery instructions on your purchase orders, 
be sure to mark them ...“SHIP VIA NATIONAL CARLOADING 
CORPORATION.” And when you purchase products in foreign 
countries, specify...“SHIP VIA JUDSON-SHELDON” for 


expedited international service. 


There’s a National Carloading station near you. Call for a 
representative or write for FREE LITERATURE,“How the Freight 
Forwarder Helps the Purchasing Agent”, as reprinted 

from Purchasing Magazine. 


\ NATIONAL / 
\_The Best Woy'_/ 


FMB 
NO. 388 












A COMPLETE TRANSPORTATION SERVICE 


National Carloading Corporation 


JUDSON-SHELDON DIVISION * JUDSON FREIGHT FORWARDING DIVISION 
19 RECTOR STREET, NEW YORK 6, N. Y. 
Serving 30,000 communities through more than 150 stations in the 
U. S. and agents in principal foreign countries. 
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U. S. Government Purchases 
Canadian Nickel and Copper 


The International Nickel Com- 
pany of Canada, Ltd. has an- 
nounced that it has signed a con- 
tract with the Defense Materials 
Procurement Agency, under which 
the U. S. Government has pur- 
chased for quick delivery a total 
of 120,000,000 Ibs. of metallic nickel] 
and 100,000,000 Ibs. of electrolytic 
copper. 

Deliveries under the contract will 
start in December. They are made 
feasible, according to Dr. John F. 
Thompson, Inco’s chairman of the 
board, only as the result of an en- 
tirely new project in the Sudbury 
district of Ontario, which permits 
additional production of 2,000,000 
lbs. per month over Inco’s current 
peak nickel production capacity. 
The project climaxed years of plan- 
ning and research. 

The contract is the culmination 
of negotiations initiated by requests 
from the Defense Materials Pro- 
curement Agency that International 
Nickel advise the U. S. government 
of any developments through which 
quick and temporary additional sup- 
plies of nickel could be obtained 
for the U. S. These additional sup- 
plies might be needed for the pur- 
pose of transfer to the National 
Stockpile or for current consump- 
tion in the U. S. to the extent that 
other nickel supplies may be in- 
sufficient to satisfy such consump- 
tion. Deliveries when they begin 
in December will be at the rate of 
2,000,000 lbs. a month for nickel 
and 1,666,666 lbs. a month for cop- 
per. It is expected that the delivery 
of the additional nickel supply will 
make larger quantities available for 
general purposes. 


, F #4 


Booklet Covers Requirements 
on Vermiculite Products 


Vermiculite Institute, 208 S. La 
Salle St., Chicago has just issued a 
new 16-page booklet which presents 
under one cover all recommenda- 
tions covering proper requirements 
for vermiculite products. The title 
is “Recommended Building Code 
Requirements for Vermiculite Plas- 
tering, Acoustical Plastic, Fireproof- 
ing, and Concrete.” 

These recommendations are based 
on standards of the American Stand- 
ards Assn., American Society for 
Testing Materials, and Vermiculite 
Institute. 

Included on Page 3 are simple, 
concise directions for using the data. 
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NEXT TIME...ORDER SCOTTISSUE TOWELS! 


f. They drink up water like an Airedale in August. 
2. Theyre strong — even when soaking wet. 
3. Theyre So soft that many people use them as face cloths. 
4. Theyre clean and white — of course. 
5. They're double-fold to dry double-quick. 


\ ScotTissue Towels have an exceptionally high fibre 
EVER PLAY » content. This “bulk,” plus generous size and 
GUESS THE WEIGHT ? — double fold, makes a case of 3,750 Scot'Tissue 
Towels weigh 46 lbs.* Some paper towels cost less 
7 for 3,750 but are 10 to 20 Ibs. lighter*—hence 
less drying power. Write for more facts. 
Scott Paper Company, Chester, Pa. Dept.. 


» we 
*Shipping weight 

SCOTTISSUE TOWELS 
44 Symbol of the right kind of washroom 
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(ScotTissue,” Reg. U.S. Pat. Off. 


































...the preferred 
Dial Indicators 
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BC ames cO 
WALTHAM mass 
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On. of America’s largest and most 
famous mass-producers recently chose Ames as preferred source of 
supply for indicator gauges. 

The reasons behind this decision are the very reasons why you 
should standardize on Ames dial indicators and dial gauges: — the 
Ames “Hundred Series” indicators available in four sizes, fit 
every measuring requirement; they are accurate, sensitive, low 
in friction, yet are rugged and tough —give more on-the-job 
time. All Ames products embody latest design and 
highest-quality materials; they are manufactured 
by methods and machines that are exc/u- 
sive with B. C. Ames Co. 





Ames 
Amplifying 
Dial Comparator 
No. 26 





Ames 
Dial Depth Gauge 
No. 11C 


Ames 
Tick Biieenenates Send today for your free copy 


No. 517 of Catalog No. 58 


Representatives in a: e ENB\Y, ES © @ 31 Ames Street 
principal Cite m - 4 7 4 Ma 


ee 
i ailpam 


Migr. of Micrometer Dial Gauges e Micrometer Dial Indicators 














Wide Range of New Uses Seen 
For Resin-Treated Papers 


Novel industrial, household, and 
recreational uses for paper were 
demonstrated recently by American 
Cyanamid’s Paper Chemicals De. 
partment in conjunction with more 
than twenty mills and paper goods 
manufacturers. 

Paper bathing suits, rain capes, 
paper pillow cases, blanket covers 
and disposal bed pads, paper 
kitchen aprons and baby bibs, a 
molded paper baby carriage, duck 





Even when wet this resin-treated 
strip of paper supports a 13-lb. 
weight almost indefinitely. 


decoys and flower pots, paper auto 
seat covers and molded paper apple- 
packing trays were among the items 
displayed on the outdoor terrace of 
the Hotel Sulgrave here. The paper 
products shown all had one quality 
in common—their strength had been 
increased by the addition of a mela- 
mine resin, (“Melostrength Resin”). 
Many of the items shown are now 
actually available on the market; 
others are in the developmental or 
experimental stage. 

The demonstration was the first 
public showing of the broad appli- 
cation of melamine resin to con- 
sumer paper products. The original 
discovery was made at the Stamford 
Research Laboratories of American 
Cyanamid Company in 1942 when 
it was found that the addition of 
synthetic melamine resin to paper 
pulp could as much as double the 
dry strength over the untreated pa- 
per, and increase its strength when 
wet by as much as five times over 
the untreated paper. This laboratory 
discovery was made available to the 
Armed Forces and the National 
Bureau of Standards. The melamine 
resin proved so effective when used 
in map paper that resin-treated com- 

(Please turn to page 225) 
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222) 
bat maps were able to withstand a 
series of savage tests. 

After the war, Melostrength resin 
was made available for tests in 
civilian products. More than two 
million tons of papers of many 
grades and types were treated with 
melamine resin in what was prob- 
ably the most thorough use-test ever 
conducted. Towels that withstand 
vigorous rubbing, potato bags that 
hold together during shipment across 
the country, ice cube bags that 
won't give way even when the ice 
melts and lintless windshield wiping 
papers that won’t disintegrate are 
among the most common consumer 
products. Other widespread uses 
where this wet-strength paper has 
been extensively tested include blue- 
print paper, photo-sensitive papers, 
butchers’ papers, frozen food pack- 
aging, dental bibs, industrial wiping 
papers and laundry and cleaners’ 
tags. 


(Continued from page 


’ =F F# 


Contest Seeks New Ways 
To Use Steel Strapping 


Acme Steel Company, Chicago, 
has announced an industry-wide 
contest to bring to light new ways 
in which flat steel strapping can be 
used to help all industry do a better 
job of packing, shipping, and 
handling materials. 

Each entry will be judged solely 
on the basis of its value to the user 
and its possible value to others in 
thé shipping and handling of ma- 
terials. Awards will be made to 
those entries which, in the opinion 
of the judges, are the best examples 
of successful uses of flat steel strap- 
ping (any brand) in improving 
packing, shipping and material han- 
dling operations. 

First grand prize will be an all- 
expense trip to Bermuda for two or 
$1000 cash. Second grand prize will 
be $500 and third grand prize, $250. 
Fifteen additional prizes of $100 
each will also be awarded. 

Contest rules specify that entries 
must be submitted in the name of a 
single individual on 8'%x11-in. 
paper. Photographs and drawings 
must also be this size. Entries must 
be accompanied by a properly filled 
entry blank (or copy). Official entry 
blanks together with contest rules 
may be obtained from: Contest 
Division, Acme Steel Company, 2840 
Archer Avenue, Chicago 8, Illinois. 

Contestants are to describe some 
Successful use of flat steel strapping 
in shipping or material handling. In 

(Please turn to page 227) 
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The surface of a gear may seem 
smooth, but when greatly mag- 
nified it looks something like 
this. The lubricant must keep 
these jagged edges apart. 


How SUNEP prevents 
GEAR WEAR 





With ordinary oil, a thick film 
is needed to keep these metal 
surfaces apart. The thickness of 


_ the film depends on the viscosity 


of the oil and other factors. 








It is difficult to maintain a thick 
oil-film in usual practice. The 
oil film thins, and semibound- 
ary lubrication results. With 
ordinary oil, metal to metal 
contact occurs and gears wear, 
especially when loads are heavy. 








Sunep coats the surfaces with a 
chemically bonded, virtually 
unbreakable film. This film, 
although only about 0.0000001”’ 
thick, keeps the surfaces apart, 
withstands heavy loads and 
sudden shocks, prevents wear. 


Sunep has many advantages. In addition to its outstanding 
load-carrying ability, it is noncorrosive; it keeps gears and 
bearings clean; it prevents rusting; it stays put. And its 
additives do not drop out during use or after prolonged storage. 

For more information about Sunep and how it protects your 
equipment, call your nearest Sun ‘office or write SUN OIL 
Company, Philadelphia 3, Pa., Dept. PG-8 


INDUSTRIAL PRODUCTS DEPARTMENT 
SUN OIL COMPANY 


PHILADELPHIA 3, PA. @ SUN OIL COMPANY LTD., TORONTO & MONTREAL 


-SUNOCD: 
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DOW CORNING 
SILICONES 
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A major problem in the operation of transformers 
has been the hazard of fire or explosion that may 
attend failure. We have overloaded many silicone 
(Class H) motors to failure during the past 10 years 
without a single fire. Westinghouse engineers at 
Sharon, Pennsylvania, have recently proved that 
totally enclosed, Class H insulated transformers are 
equally safe. 


They progressively overloaded a 50 KVA unit to 
destruction* with a spark gap arcing over the core 
and coil every 50 seconds. Immediately following 
a number of tests at lesser overloads (up to 500%), 
after 10 minutes at 600% the transformer finally 
dropped its load. There was no disturbance. 


At the time of failure, the high voltage coil was 
operating at an average temperature of 660°C. 
Failure took place in the low voltage coil at the 
normal location of the hottest spot in the winding. 
lt is probable that a turn to turn fault occurred, 
although the winding temperature approached the 
melting point of copper. Vapors in the case reached 
a temperature of 310°C and a calculated pressure 
of 16 psi without fire or explosion. 














a 5 A A SS A S| TT 
‘ DOW CORNING CORPORATION, DEPT. BC-8 
Midland, Michigan 
mail . Please send me 
: \ (_] Sources of Supply, Class H Transformers 
this \ [_] Data on new silicone resins and varnishes 
coupon 5 [_] Data on the performance of Class H motors 
Io / / (] List of Class H rewind shops 
iy Name Title 
/ Company 
Ff Street 
/ City Zone—— State 
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make transformers safer 







NO FLAME 
OR EXPLOSION 
ON FAILURE AT 
600% LOAD 


gcd cc cede CUCL 
CCCCCCC HALLE ETNNTS 


That’s the type of emergency performance you can 
expect of Class H insulation made with Dow Corning 
silicones. For the electrical manufacturer that 
means unprecedented freedom in design. For the 
user of transformers, Class H insulation means 
maximum safety and overload protection with 
minimum maintenance. 


You can be sure you're getting the most for your 
money when you specify Class H_ transformers, 
motors, solenoids and Silastic} lead wire and cable. 


* Sealed Dry Type Transformers Proved Safe by Test, Tipton, AIEE 
Summer General Meeting, June 15, 1953. AIEE Technical Paper 53-45. 


j Registered trademark for Dow Corning silicone rubber. 






DOW CORNING 


DOW CORNING \ cuicones 


Midland 


CORPORATION 


Michigan 


ATLANTA CHICAGO © CLEVELAND «=—sDALLAS »~=—sDETROIT ~=©—- LOS ANGELES ~NEW YORK WASHINGTON, D.C. 
(Sitver Spring, Mé.) 
In Canada: Fibergias Canada Ltd., Toronto In Great Britain: Midland SWicones Ltd., Londes 
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(Continued from page 225) 
supporting their stories, contestants 
may emphasize: 

(a) Improvement in safe arrival 
of goods. 

(b) Savings in time and money in 
handling the goods as com- 
pared with previous methods 
—either inside the plant or in 
shipping. 

(c) Savings in freight or storage 
charges, as compared with 
charges when heavier or 
bulkier materials were used. 

(d) Any other savings of any 
new and ingenious solution of 
a difficult problem with flat 
steel strapping. 


. t- ¢ 


Lukens to Hold Firm on 
Alloy Steel Plate Base Prices 


“Lukens Steel Company is de- 
termined to stand firm on its cur- 
rent carbon and alloy steel plate 
base prices despite warnings of im- 
pending price increases in many of 
the raw materials we purchase for 
use in the production of our carbon 
and alloy steel plates,” J. Frederic 
Wiese, vice-president in charge of 
sales, said recently. 

Mr. Wiese said that Lukens is 
highly cognizant of the fact that its 
customers have a competitive posi- 
tion to maintain and the company 
wants to do all in its power to assist 
them in this direction. For that rea- 
son, he stated, Lukens is going to 
try to absorb the labor increase and 
the raw material increases incurred 
to date as they affect the company’s 
carbon and alloy plates. He stressed 
that the extent of raw material price 
increases as time goes on will de- 
termine Lukens ability to succeed 
in this action. 


, F # 


Problems of Automotive Fleets 
Discussed in New Book 


An analysis of vital problems of 
an automotive fleet for sales activi- 
ties is detailed in a revised edition 
of the book “Automotive Transpor- 
tation in Industry,” written by Sam- 
uel J. Lee and published by Lloyd 
R. Wolfe, Chicago. 

All types of operations are taken 
apart and closely examined. Cov- 
ered are such points as fleet man- 
agement, salesman ownership, leas- 
ing plans, and company ownership. 
The author discusses the advantages 
and weaknesses of each system by 
direct comparison, graphs, charts, 
costs, incidence in accidents, sales- 
man morale, purchasing, sales, taxes, 
and profits. 
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The freezer’s automatic 
The stove and TV too 
The washer shuts itself off 











Then starts itself anew » Hh 7 





4 (1) 
The car’sa Mushomatic Eight om ; 4% 
@ os ‘4 
Remote controlled by knee YW U ° ; 7 
° 7 Fat 
And who’s in charge of all - ; q + 


t ° 
this stuff? Oo onw I ( 6 “4 


Unautomatic me! 






















If weight is a factor in the product you're in 
= charge of purchasing, engineering or manufac- 


turing, turn automatically to WELLMAN. 


We've been in charge of producing castings 
on the lighter side, aluminum and magnesium, 
for almost half a century. Our four complete 
plants assure you the controlled quality and the 
easy machinability that help shut off your 


production problems. 


Catalog No. 53 will fill you in on the details. 


Well- Cast MAGNESIUM AND ALUMINUM CASTINGS 
Well Made WOOD AND METAL PATTERNS 


rue WELLMAN spronze « auminum co. 


Dept. 17, 12800 Shaker Boulevard Cleveland 20, Ohio 
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Purchasing Power of May 
Dollar 55.5¢ N.I.C.B. Reports 


The Consumers’ Price Index rose 
slightly with living costs up 0.4% 
in May, 1953, according to the Na- 
tional Industrial Conference Board. 

The all-items index for the thirty- 
nine U. S. cities surveyed in May, 
1953, was 180.2, compared with 179.4 
(R) in April, 1953, and 180.6 in May, 

Wed 1952. (Base date of the Board’s in- 
: ig dex is January, 1939—100.) 
a -* le gi 9? The purchasing value of the dollar 
eC precision O’ *2" 5%? a nee in May, 1953, was 55.5 cents, repre- 
a. ee eh « senting an increase of 0.2% over 
i - a ox the year. In May, 1952 the dollar 

"eee was valued at 55.4 cents. (January, 
: J 1939, dollar—100 cents.) 

Reflecting in part the impact of 
the rent-increase provisions of the 
new New York State residential 
rent control law which went into 
effect on May Ist, housing was up 
2.0% over the month. Food sundries 
and clothing also rose 0.5%, 0.2% 
and 0.1%, respectively. During this 
same period fuel (3) dropped 1.8% 
and housefurnishings dipped 0.1%. 

Housing, up 5.3%, recorded the 
largest increase over the year, while 
sundries rose 4.2% and fuel was up 
3.5%. During this same period food 
dropped 4.7%, housefurnishings 
were down 1.0% and clothing de- 
clined 0.6%. 
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Canadian Company to Supply U.S. 
Firms With Primary Aluminum 


Nathanael V. Davis, president of 
Aluminum Ltd., parent company of 
the Aluminum Co. of Canada, Ltd., 
has announced that contracts have 
been signed with two United States 
aluminum companies for the sale of 
a total of 736,000 tons of primary 
aluminum over the period of 1953 
through 1958, with the bulk of the 
metal for delivery in the years 1955 
onwards. Aluminum Company of 
America will receive 600,000 tons 
and Kaiser Aluminum & Chemical 
Sales Inc. 186,000 over this period. 

In addition, in order to help as- 
sure the hundreds of U. S. inde- 
pendent aluminum fabricators a 
more constant supply, Aluminum 
Ltd. has decided to specifically re- 
serve for them 110,000 tons of metal 
for the next ten years. This will be 
in excess of any annual tonnage 
the Canadian supplier has been able 
to furnish in the past. These sales 
contracts according to Davis, “will . 
: : ‘ ; help relieve periodic U. S. shortages 
...on nearby shelves of industrial supply dictributorg, | of aluminum for defense and 

civilian needs by increasing the total 


supply in the United States mar- 
BAY STATE TAP & DIE COMPANY « MANSFIELD, MASS. ket.” 
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Roy catherby, PRESIDENT 
WEATHERBY’S, @ INC. 


SOUTH GATE, CALIF. 


; Te//s: 


“How Railway Express 
helps keep our promises’ 


“The Weatherby is America’s most 

powerful rifle. Every one is precision built 
for accuracy and must be given careful 
handling. When we ship Railway Express 

we know our customer will get what 

we promised... the rifle will reach him when 
he wants it, in perfect firing condition. 


‘“‘We count on Railway Express for the 
swift deliveries and careful handling our 
product demands.” 


The next time you ship or receive 
anything, specify Railway Express. You'll 
get the kind of shipping your business 
needs... speed, careful handling, plus all 
the other trouble-saving services of 
Railway Express. Service for service, 
cost for cost, it pays to... 


use the complete shipping service... EXPRESS 


Wisi wassish Sages clad 20s imi ee . IGENCS 
Sy y 


No size or weight limit e Pickup and delivery, within prescribed vehicle limits, in 
all cities and principal towns @ Liberal valuation allowance @ Receipt at both ends e 
Ship collect, prepaid, paid-in-part, or C.O.D. @ Ship by Air Express for extra speed. 
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in your overhead! 


...ventilate with Emerson-Electric 


L 
EXHAUST FANS 


EMERSON-ELECTRIC ¥ 
Direct-Drive Exhaust Fans % 








Economical, efficient 

two-speed models in 
12”, 16”, 18”, 24” and 30” 

blade sizes. Fully 
enclosed ball-bearing 

motors for all types of 
installations. Balanced 

overlapping blades 
operate quietly. 


Operating costs are high enough . . . without adding the 
burden of dead, stale air to your overhead. Employe efficiency 
goes down as temperatures go up in hot, stuffy buildings. 


There’s an answer to the problem—Emerson-Electric Ex- 
haust Fans. Backed by over 60 years of precision manufac- 
turing experience, Emerson-Electric Exhaust Fans are noted 
for low operation and maintenance costs. 


Cut your overhead ... see your electrical contractor or write 
for free Exhaust and Ventilating Bulletin No. 724. 


THE EMERSON ELECTRIC MFG. CO. 


St. Lovis 21, Missouri 


Emerson-Electric 
Belt-Drive Exhaust Fans 


For big-volume air-moving jobs, specify 
powerful, low-speed Emerson-Electric 
Belt-Drive Exhaust Fans. In 24”, 30”, 36”, 
42” and 48” blade sizes, exhausting 
up to 19,400 c.f.m. Vertical or 
horizontal discharge. 


EMERSON <-> ELECTRIC 


APPLIANCES 
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Chemical Treatment Makes 
Textile Materials Flameproof 


Five years of testing in steel mills 
after nearly 20 years of laboratory 
research have proven the fire re. 
sistive quality of garments given a 
special chemical treatment devel- 
oped by the Treesdale Laboratories 
and Textile Processing Company of 
Pittsburgh. 

The flameproof compound, called 
Permaproof 300, is applied to cotton 
cloth and provides the material with 
a durable finish and makes it im- 
pervious to combustion even at 
temperatures as high as 4500 de- 
grees Farenheit. 





The searing 2,900 degree heat 
of the molten steel pouring from 
the open hearth furnace has no 
effect on the Permaproofed, 
aluminum-foil lined coats of the 

two steel workers. 


The steel industry, selected as a 
“proving ground” because of its 
working areas of intense heat, has 
used a number of Permaproofed 
garments in all phases of steel manu- 
facture. Men, who have been show- 
ered with hot metal and have even 
been caught in slag pit explosions, 
have not suffered body burns while 
wearing the protective clothing. Re- 
peated laundering has not altered 
the protective nature of garments 
treated with Permaproof 300 com- 
pound. 

Special clothing equipped with an 
aluminum-foil inner liner and Per- 
maproofed have been used on jobs 
which previously required asbestos 
coats. In actual testing it was found 
that the aluminum-foil Perma- 
proofed garment enabled a steel 
worker to enter a furnace “cooled” 
to 700-800 degrees Fahrenheit for 
three minutes as against a 15 second 
period for a worker in an asbestos 
coat. 
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Want to punch 
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HEN LOOK at these parts. ..all punched from Taylor Vulcanized 

Fibre or Laminated Plastics. They are typical of the wide vari- 
ety of shapes and sizes that can be economically produced to 
close tolerances. 


When you use Taylor Vulcanized Fibre and Laminates for your 
punched parts, you have a wide range of physical, electrical and 
mechanical properties to choose from. Vulcanized fibre can be fur- 
nished in sheets, rolls and rods ...laminated plastics in sheets, 
tubes and rods. A variety of colors and finishes is available. 


For switch insulation, brush holders, arc barriers, refrigerator latch 
gaskets, shielding, relay covers, armature slot insulation, luggage 
reinforcing strips, and washers... just to name a few applications 
... be sure and investigate the advantages of Taylor materials for 
making punched parts. 


A Taylor Engineer will be glad to help you pick the grade of Vul- 
canized Fibre or Phenol, Melamine or Silicone Laminated Plastics 
that are best suited to your particular requirements. 


Let us punch it for you in our Fabricated Parts Division. We are com- 
pletely equipped to turn out punched and formed parts to your exact 
specifications...at the right price...with deliveries to match your pro- 
duction schedules. 


Taylor Fibre Co., Norristown, Pennsylvania—La Verne, California. 


TAYLOR 


Laminated Plastics 
Vulcanized Fibre 
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What do you look for in a top-quality paint brush ? 


Rad Stripe. 


Brushes 
have it! 







CROSS-SECTION of Pitts- 
burgh-developed feather-tip 
Neoceta bristle—showing 
molded-in grooves for superi- 
or paint carrying capacity. 


What makes a top-quality paint brush—what do you look for 
when you buy a new brush? You name it, and you'll find it in Pitts- 
burgh Red Stripe brushes, made with Neoceta, the new feather-tipped 
wonder-bristle! 


Paint carrying ability? Neoceta’s molded-in grooves (see 
“‘clover-leaf’’ cross-section above) assure maximum carry and delivery 
rate. 


Ability to withstand water and alkalis? Neither can 
harm Neoceta, and you find more and more of both in today’s rubber- 
base paints. 


Quality? Perfected by the Pittsburgh Plate Glass Company, 
Neoceta bristles are always of uniform quality because of scientific 
controls. 


Price? Neoceta brushes cost less than other brushes of com- 
parable quality. 


Don’t just take our word for it! Try Red Stripe brushes for 
yourself. They’re available with all-Neoceta bristles or Neoceta-hogs’ 
bristle combinations (both wear at the same rate). Ask to see them 
next time you need brushes. For the address of your nearest supplier, 
write: PirrsBuRGH PLATE Gtass Co., Brush Div., 
Dept. M, 3221 Frederick Ave., Baltimore 29, Md. 


FREE the story of Neoceta—its development, its 
amazing characteristics. Write to the address shown 
above for your free copy of this interesting booklet. 





There’s a Pittsburgh brush for every home and industrial use 


Sash Brushes Enamel & Varnish Brushes 


PITTSBURGH 


Pp Red Stripe BRUSHES 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


Wall & Floor Brushes Maintenance Brushes 
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Purchasing, Engineering Must 
Work Together on Standards 
Goubeau Tells Engineers 


Now as never before, purchasing 
and engineering must work together 
to keep down the company’s cost of 
production, Vincent de P. Goubeau 
recently told the Standards En- 
gineers Society at its annual meet- 
ing. Mr. Goubeau is Vice President 
in Charge of Materials, Radio Cor- 
poration of America, RCA Victor 
Division. 

Warning purchasing agents that 
they must not stand in the way of 
engineering progress. Mr. Goubeau 
emphasized that the purchasing 
agent can frequently bring informa- 
tion about low cost substitutes to 
the attention of the engineering de- 
partment. These substitutes may be 
as suitable as the original, or even 
more so, he said. 

The efficient purchasing agent to- 
day is becoming increasingly con- 
scious of the importance of keeping 
costs down through use of standard 
items instead of specials, Mr. Gou- 
beau declared. He knows that a 
product can be priced out of com- 
petition unless his company has an 
effective standardization program 
both for the materials and parts that 
go into the company’s product and 
in that nonproductive area of a 
company’s operations that supports 
production. When engineering calls 
for special items, the purchasing 
agent is in a position to bring cur- 
rent information on costs, availa- 
bility. and performance of standard 
items to the attention of: the en- 
gineer. The purchasing agent must 
look to the standards engineer for 
scientifically planned standards that 
make specials unnecessary, he said. 

The committee method of arriv- 
ing at standards offers an oppor- 
tunity for free discussion. Mr. Gou- 
beau believes this method helps to 
bring about general acceptance of 
standards and to minimize objec- 
tions to them. 


. £ # 


Electromet Announces New 
Prices on Ferromanganese 


A new price of 13.15 cents per 
pound of contained manganese f.o.b. 
shipping point, for standard ferro- 
manganese containing 76% to 80% 
manganese, was announced by 
Electro Metallurgical Company, @ 
division of Union Carbide and Car- 
bon Corporation, New York City. 
This represents a modest increase 
over former ferromanganese prices, 
and is necessitated by higher pro- 

(Please turn to page 234) 
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STAINLESS 


For the product you make 
today and the product you 
plan for tomorrow. 


McLouty Stee. Corporation 
‘DETROIT, MICHIGAN 
Manufacturers of Stainless and Carbon Steels 















































Central System 


Self-Contained Air Conditioners 


Air Conditioners 


uy Better... 
uy FRIGIDAIRE 









Pressure Type 
Water Coolers 


Bottle Type 


Reach-ta Water Coolers 











Water Coolers 
Air Conditioning 
Refrigeration 


More and more men who buy for 
industry are making Frigidaire 
their first source for cooling equip- 
ment of every kind. They’ ve found 
it pays real returns in higher per- 
formance, lower operating and 
maintenance costs, and real de- 
pendability. 

Call the Frigidaire distributor or 
Factory Branch that serves your 
area. Or write: Frigidaire Division, 
General Motors Corp., Dayton 1,0. 


“o™ FRIGIDAIRE 


the most complete line of refrigeration and 
air conditioning products in the industry. 





Beverage Coolers 











Refrigerated ‘ 
Display Cases — 
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(Continued from page 232) 
duction costs resulting from the 
relatively lower grades of ore which 
are now available. 

According to the company, the 
change in pricing, to a per pound 
of contained manganese basis js 
consistent with their pricing of 
practically all other ferroalloys con- 
taining a single element other than 
iron. The reduction in the man- 
ganese range from 78°%-82°% to 
76%-80% is necessitated by the 
lower average quality of available 
manganese ores. The company 
stated that the manganese content 
of its standard ferromanganese may 
not be materially changed from the 
level of recent months, at least for 
the time being. 
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Plan Increased Production 
of Stainless Steel Powder Metal 


Oilite Stainless Steel, a recent 
development in powder metallurgy 
by Chrysler Corporation’s Amplex 
Division, will soon become more 
readily available through the addi- 
tion of equipment in the company’s 
Detroit plant aimed at increasing 
the volume production of the widely 
applicable material. 

Especially attractive to marine, 
pharmaceutical, chemical, medical 
equipment, food processing, and 
paint fields, Ojilite Stainless Steel 
is effectively resistant to corrosion. 
The powder metal was developed 
for those applications where even 
the sturdiest bronze and other ma- 
terials failed because of corrosion. 

In addition to its corrosion re- 
sistance, the stainless steel powder 
metal products contain many other 
qualities inherent in the metal it- 
self. Bearings and finished machine 
parts such as gears, levers, cams 
and intricate structural parts which 
might be difficult to produce eco- 
nomically by machining from solid 
bar stock, are quickly and _ eco- 
nomically made from the Oilite 
Stainless Steel. 

With the increase in production 
facilities, the Chrysler Corporation 
sees higher production resulting in 
lower cost of the powder metal 
product plus a greater and more 
varied field for its usage. 


+ * -F 


Airco Demonstrates 
Aluminum Pipe Welding Machine 


Air Reduction demonstrated an 
experimental model of a_ special 
aluminum pipe welding machine at 
the recent American Welding So- 
ciety Exhibition. 
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(Continued from page 234) 
Developed in cooperation with 


the Reynolds Metal Company en- 
gineering department, this machine 
is designed for the field welding of 
aluminum gas gathering lines and 


oil transmission lines. The unit em- 
ploys the Aircomatic Welding Proc- 
ess which during the past few years ~ ’ MULTIWALL BAGS 
has proved itself to be the fastest 

method of obtaining sound, depend- ‘ 
able welds in aluminum. A con- (& 
sumable 43S aluminum wire is fed 
by guide rollers from a reel to the i 
welding nozzle. At this point, the 
wire, weld and base metal are pro- 
tected from oxidation by a shield 


of inert-gas (argon, helium or a 
mixture of the two). A wind shield 
around the nozzle insures complete 
gas shield for welding out-of-doors. 

The welding machine is con- 


WATERPROOF DRUMHEADS 
Made of durable, waterproof 
Chase burlap Protex, (buriap 
laminated with asphalt to 
heavy crinkled paper). Keeps 
drum and heads completely 
dry. No leakage because there 
ere NO SEAMS. Draw cord 
permits cover to be removed 
and reused. 


7 Paper bags for food prod- 

bj ucts, rock products, ferti- 

lizer, chemicals, etc. 

Valve or open-mouth 

\p type with pasted or 
¥ sewed bottoms. 





structed of cast aluminum, weighs 
approximately 200 pounds and 
measures 4 feet in diameter by 2% 
feet in width. A lifting eye is pro- 
vided for raising and lowering the 
unit over the work. Once the ma- 
chine is clamped to the pipe the 
welding gun circles it by means of 
a motor driven worm gear. Adjust- 
ments are provided to accommodate 
4”, 6” and 8” O. D. piping with wall 
thicknesses of %” to %”. 
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POLYTEX LINERS 


Made from polyethylene. 
Ideal inner protection for 
powdered milk, anhy- 
drous and hygroscopic 
products. Odorless, mois- 
ture-proof, bacteria and 
mold resistant. 


POLYTEX TURKEY BAG 
This fine polyethylene pack- 
aes > aging material fits your tur- 
AON keys like a glove! Choice of 
) lengths and widths and 
beautifully printed. Non- 
toxic and airtight! For poul- 
try or meats. Write us today. 











Corrosion-Resistant Smoke Stack 


A special acid-resisting glass 
which will combat the normal cor- 
rosion of metal caused by acid con- 
densate in smoke was fused to a 
three ton, 44 foot long steel shell 
by the A. O. Smith Corp.,. Milwau- 
kee, Wis., and hoisted to the top of 
their steel fabricating plant’s 85 foot 
power house smoke stack. 

It is this corrosive factor of the 


2 
smoke which shortens the life of in- 
dustrial stacks, now generally made 
of steel rather than masonry. It has 
been estimated that nearly 5,000 


SLIP-ON BARREL COVERS 
They're RIGHT on the barrel 
head! Made of tough Neo- 
prene-treated crinkled kroft. 
Slip on all sizes of barrels 
and drums — easily and quick- 
ly. Elastic skirt keeps out dirt! 
Choice of printed or plain. 


- CHASE TWINES 


Good-quality, uniform, 
and dependable twines. 
Chase Hi-Speed Sewing 
Machine Thread, Dixie 
Cotton Sail Twine and 
Hindoo Jute Twine. 





steel smoke stacks are replaced an- 
nually in the U. S. 


The Smith Corp., well-known for CHASE CRINKLED LINERS 







its fusing of glass to steel in storage REDI-RAPT TUBING yachting ter gyn 
tanks, coated the stack section with Chase two-way stretch 1. crinkled for one-way 
two glass linings, each approxi- burlap epivel tubing easily stretch, 2. crinkled and pleat- 
mately five one-thousands of an wraps any product that is ed for stretch in all directions. 


hard to wrap. Bias sewn 
tubing is uniform in width, 
circumference and stretch. 


Waxed or unwaxed. We will 
send you samples. Write 
today. 


inch thick, using techniques they 
developed over years of experimen- 
tation in the company’s Ceramics 
Laboratory. 

Sections of glass-coated steel hung 
in active smoke stacks for periods 


ranging up to a year have shown no o— Cc H AS E BAG COMPANY 


corrosive deterioration. However, 


this first glass-lined smoke stack GENERAL SALES OFFICES: 309 W. JACKSON BLVD., CHICAGO 6, ILL. 
will act as a “guinea pig” and will 30 BRANCHES AND SALES OFFICES STRATEGICALLY LOCATED 


be kept under observation. 
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More 
Customers 
Buy More 
~ Non-Ferrous 

Metals 

From © 
FEDERATED 
Than 

From Any 
Competing 

smelter 






Federated Metals Division, American Smelting and Refining Company 
120 Broadway, New York 5, N. Y. 


Plants in: Beckemeyer, Ill. - Denver, Colo. - Detroit, Mich. - Houston, Tex. - Los Angeles, Calif. - Newark, N.J. 
Perth Amboy, N.J. - Philadelphia, Pa. - Pittsburgh, Pa. - Sand Springs, Okla. - San Francisco, Calif. 
St. Louis, Mo. - Trenton, N.J.- Whiting, Ind. (Chicago) 
In Canada: Federated Metals Canada, Ltd., Toronto, Montreal 
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New Type Container Results In 
Substantial Savings 


Maytag Company, Newtown, 
Iowa, has found that use of a new 
type closed container of corrugated 
fiberboard to package automatic 
washing machine has several dis- 
tinct advantages: (1) it gave ade- 
quate protection; (2) it effected a 
66% saving in consumer handling 
time: (3) it had a high billboard 


potential. 





Because damage to porcelain by 
chipping and rubbing was easily 
discovered in open packages, May- 
tag was somewhat reluctant to the 
suggested use of closed containers. 
Test shipments were, therefore, 
made to test their merits. Six such 
test shipments to widely scattered 
points proved that the heavy cor- 
rugated containers provided ade- 
quate protection. In addition, space: 
on the tube section of the container 
could be utilized for advertising. 

The container is a three piece 
heavy-duty job of 7 16” double- 
wall fiberboard. The tube section of 
the container is cut with four 3” 
flaps at both top and bottom. Caps, 
having double folding flaps, fit over 
and interlock with the top and bot- 
tom of the tube section. To guaran- 
tee safe arrival of the shipped units,. 
bands of steel strapping are ten- 
sioned around each flap with an 
Acme Steel pneumatic tool. The 
closed container, easily and quickly 
assembled, seals the washing ma- 
chine from dirt and dust. 

In place of standard forks on its 
lift trucks, Maytag has installed 
special short pick-up fingers de- 
signed to fit under the flaps. of the 
new containers. The strength of the 
steel strapped flap on the package 
is sufficient to allow these fingers 
to carry two packaged machines at 
a time. This realizes a 66% reduc- 


(Please: turn. to. page 240) 
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How U.S. Rubber handles silica sand 









These process storage tanks wear a 
coating of U.S. Rubber Royalguard 
painted on their insides to protect 
against abrasion and corrosion—also 


to prevent their iron interiors from YSRUBBES 


BROW SENS 


contaminating the silica sand. 
SERNING * 


"U.S." Research perfects it...“U.S.” 





Wet solutions of harsh silica sand con- 
tinuously pass through this rugged U.S. 
Rubber Pilot Pipe to the processing 
tanks below. There they are dehydrated 
and go on to the kilns. 


U.S. Rubber Pilot Pipe and Royalguard 
Coating handle highly abrasive silica 
sand with infinite respect and consum- 
mate care. In this way, they help to 
assure a fast-moving, trouble-free oper- 
ation — another instance where “U.S.” 
takes on an extra-tough processing task 
and really delivers for industry. 

Do you have similar installations 
with corrosion and abrasion troubles? 
Trouble-shooting U.S. Rubber Engi- 
neers can recommend a cure—and 
quickly, too. Contact them through one 
of our 25 District Sales Offices or write 
to the address below. 


Production builds it. U.S. Industry depends on it. 


UNITED STATES RBUBBER Cems an ts 


MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints « Rubber-to-metal Products « Oil Field Specialties « Plastic Products « Molded and Extruded Goods «+ Protective Linings and 
Coatings « Grinding Wheels « Packings « Tapes « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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FABRICATED ALLOYS 


LEFT: Parts entering rollerhearth 
furnace on “Serpentine” trays. 

BELOW: “Serpentine” trays on 
loading table. 








“SERPENTINE” DESIGN 
ivtnimizes WARPAGE... 


LOWERS HOUR-COSTS FOR FURNACE TRAYS AT 


PRATT & WHITNEY AIRCRAFT 


Rolock “Serpentine’ furnace trays are carrying jet engine parts 
through a Westinghouse roller hearth furnace with an Exothermic 


atmosphere at maximum temperature of 2050°F. 


Rolock quoted on another type of tray as well as the “Serpen- 
tine,” but 100 “Serpentine” trays were purchased for original 
equipment and have so far had many months of continuous use 


. with additional orders placed during that time. 


The exclusive Rolock Serpentine construction gives freedom 
to expansion and contraction in both directions, minimizing 
warping to a greater degree than any other furnace tray Rolock 
has seen. It is available to order in any practical length, width and 
depth . .. as a tray or as the base of a basket or crate. 


Rolock engineers invite your requests for solution of specific 


metal treating problems. Our experience covers hundreds of 
nationally known industrial plants. 


HEAT TREATING ... OR CORROSION RESISTANT 
CATALOGS ON REQUEST. 


fin: PHILADELPHIA « CLEVELAND ¢ DETROIT ¢ HOUSTON « CHICAGO ¢ ST. LOUIS * LOS ANGELES » MINNEAPOLIS « PITTSBURGH 


ROLOCK INC. * 1272 KINGS HIGHWAY, FAIRFIELD, CONN. 
2 Be | + 


a 


Office: 





cr 






for better work 
Easier Operation, Lower Cost 


4RLS386 
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(Continued from page 238) 
tion in container handling time, 
compared with former handling 
methods. Ordinarily, the 245 lb steel] 
strapped package would be trans- 
ferred on pallets and skids from 
the production line by standard fork 
trucks. The triple thickness of fiber- 
board, reinforced with steel strap- 
ping, provides a lip strong enough 
for lifting the cartons, eliminating 
the need for pallets and skids. 
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Electron Tubes ‘Dissected’ in 
RCA Picture Book 


An educational picture booklet of 
photographs, cutaway drawings, and 
exploded views showing structural 
details of electron tubes used in in- 
dustrial, military and home enter- 
tainment electronic equipment, has 
been published by the Tube De- 
partment of the RCA Victor Di- 
vision, Radio Corporation of Amer- 
ica. 

The RCA tubes “dissected” in the 
booklet include: typical glass, metal, 
and miniature types; a subminiature 
triode; a thyratron; a high-voltage 
rectifier; a power triode; a super- 
power triode; television picture 
tubes; studio and industrial types 
of television camera tubes, pencil- 
type tubes; and a multiplier photo- 
tube. 

The book is printed on special 
70-pound coated paper to permit 
direct photographic reproduction of 
the illustrations and text. Contain- 
ing 16 pages and priced at $.25, it 
can be obtained from Commercial 
Engineering, RCA Tube Depart- 
ment, Harrison, N.J. 
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Information Available on 
Large Plastics Moldings 


Large thermosetting plastics mold- 
ings, highly successful for television 
and radio cabinets, are moving into 
many new areas of application. Mar- 
ket studies indicate that the air 
conditioning and refrigeration fields 
offer excellent possibilities for their 
use. 

A considerable amount of basic 
information on such materials, their 
application, design factors, and pro- 
duction advantages is now available. 
This information results from a co- 
operative customer relations pro- 
gram being sponsored by the Com- 
mittee on Large Plastics Moldings— 
a group of seven leading materials 
suppliers and six of the largest cus- 
tom molders in the plastics industry. 
It is available from Society of the 
Plastics Industry, Inc., 67 West 44th 
St., New York 36, N.Y. 
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DO YOU NEED 
“Spectal ”” FASTENERS 


Why not use National’s Special Pro- 
duct Service? It’s sure to save you time 
and money in duplicating special fasten- 
ers you may now be using, or in designing 
and producing entirely new ones. 

National engineers can help you find 
the solution to practically any fastener 
problem, and National’s extensive pro- 
duction facilities with more than 3500 
cold-heading and finishing units can pro- 
duce your specials economically and in 
unlimited volume. 

And, if you have small parts that may 
be adaptable to cold-heading production, 
you may find unusual cost-cutting possi- 
bilities by letting National’s Special Pro- 
duct Service study them. 

Send us your samples or specifications, 
or call the National representative near- 
est you. And remember . . . National 
makes the most complete line of standard 
fasteners and specialties such as lock nuts 
and self-locking bolts and screws. 


Representatives in: Chicago, Cincinnati, Detroit, 
New York, Philadelphia, Kansas City, Denver, 
San Francisco and Seattle. Write or call direct to: 


THE NATIONAL SCREW & MFG. COMPANY 


Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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CHESTER HOISTS 
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Personalities 





Archie C. Greer has been appointed 
Purchasing Agent of the Pittsburgh 
Steamship Division of the United States 
Steel Corporation. He succeeds William 

Brown, who has resigned. 





Archie C. Greer 


Mr. Greer will supervise purchasing 
for the ore carrier fleet of the Pitts- 
burgh Steamship Division. 

He began his business life as a pro- 
luction worker for Cadillac Motors in 
1932 and four years later he went to 
the Federal Shipbuilding and Dry Dock 
Company, Kearny, N. J. in the same 
capacity. Three years later he was 
named assistant general storekeeper. 

In 1942 he was made general store- 
ceeper of the company’s Port Newark 
yards and held that post until his re- 
turn to Kearny in 1946. In 1948 when 
Federal shipbuilding and Dry Dock was 
old by U. S. Steel to the government, 
Mr. Greer was brought to Cleveland as 
assistant manager of warehouses for 
the Pittsburgh Steamship Division. In 
March, 1951, he was appointed manager 
of warehouses. 


The establishment of the General 
Offices of the Caterpillar Tractor Co., 

East Peoria, Illinois, has brought 
about a number of personnel changes 
mong which is the appointment of 
W. G. Schuller as Purchasing Agent. 

Originally joining Caterpillar as a 
pattern maker apprentice in 1933, Mr. 





IN THE NEWS 


Schuller was subsequenily employed as 
a pattern maker, foundry and pattern 
ship instructor, toundry 
and assistant purcnasing agent 

In March, 1950, he was appointed 
Purchasing Agent for the Joliet plant 
and returned to Peoria in 1952 to 
become Assistant General Purchasing 
Agent. 


James O. Wright has been appointed 
Assistant General Purchasing Agent of 
the Ford Division of the Ford Motor 
Company, Dearborn, Michigan. 

Mr. Wright joined Ford in 1946 as a 
special analyst and shortly afterwards 
was made director of the organization 
department. For the past 10 months, he 
has supervised the manufacturing 
planning and cost and quality control 
functions of the Ford Division. 


supervisor, 


Prior to the establishment of the 
Ford Division in 1949, Mr. Wright was 
assistant to the vice president-finance 
and then became assistant to the vice 
president and general manager when 
the division was organized. He is a 
graduate of North Carolina State Col- 
lege and the George Washington 
University Law School. During World 
War II he served in the Army Air 
Forces as a lieutenant colonel in the 
capacity of executive assistant to the 
chief of air staff. 

In his new position, Mr. Wright will 
assist A. E. Conn, General Purchasing 
Agent, in the direction of all activities 
of the purchasing office. 

W. A. Folsom, former manufacturing 
standards manager, has been named to 
succeed Mr. Wright as assistant gen- 
eral manufacturing manager. 





NEW VICE PRESIDENT —Lucien W. Moore, Director of Pur- 
chases for the Crane Co., Chicago, was elected Vice President at a recent 
meeting of the company’s board of directors. 

Mr. Moore, who joined the company in 1922, has headed its purchasing 
division since 1941. As Vice President, he will have direction and control 
of the purchasing division and responsibilty for the purchases of all 
raw materials, supplies, partly finished products and finished products 


for resale. 
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SUE PAPER 





..- MADE FOR 
A RAINY 
DAY 





—— 


There are no “washouts” of posters and signs printed 
on this special wet-strength, water repellent paper. 
It's Riegel’s Outdoor Sign Stock . . . sheds rain like 
a duck, has very high initial strength, and is often 
stronger wet than dry! Costs much less than fabric. 
Other Riegel weatherproof papers are used for golf 
score cards, hunting licenses, etc. 

This is just one of hundreds of examples of 
Riegel’s ability to make paper for almost any need. 
We now produce more than 600 grades, many with 
properties that would surprise you. Tell us what you 


would like paper to do for you. Just write us... now. 
RIEGEL PAPER CORPORATION e P. O. Box 170 e Grand Central Station « New York 17, N. Y. 
e TAILOR-MADE PAPERS FOR INDUSTRIAL USE @ 
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Make it Better with Gray Iron 


Made Better with Better Equimpment 


| out Cust ron 
epartment ent 


cALt 
wer 1904 “ 
(Clev eland) 


© No matter what your require- 
ments for gray iron castings may be — from half a pound to half 
a ton — when you make Forest City Foundries Company your 
cast-iron parts department you can depend upon receiving your 
castings as specified, delivered when wanted. All you need do 
is, call our office as you would your own production department. 


Here patterns are carefully numbered, indexed and stored in our 
new fireproof storage department for instant availability. When 
imspection reveals the advantage of making changes that will 
improve the quality of the finished product, our skilled pattern 
engineers are prepared to make such recommendations. 


Our representative will be glad to call to discuss your require- 
ments and our ability to meet them in our two large foundries 
equipped with the most modern equipment. 





Each pattern is carefully stored for instant availability. (Inset 
photo) — A corner of one of Forest Ci 


‘s pattern shops. 


FOREST CITY FOUNDRIES 
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D. G. Lehman has been named Senior 
Buyer, directing the electronic procure- 
ment group of the Engineering and 
Research Corporation of Riverdale, 
Maryland. 

Mr. Lehman joined Engineering and 
Research Corporation in 1951 as a pur- 
chasing expediter and has been con- 
nected with the company’s Flightronic 
airplane simulator projects and other 
electronic devices being designed and 
built by them. 


Albert E. Urich has been appointed 
General Manager of Purchases for the 
Gulf Oil Corporation succeeding C. W. 
Lutz who has been named to the post 
of Administrative Coordinator for the 
Production and Exploration Depart- 
ment. Mr. Urich will continue to make 
his headquarters in Pittsburgh. 





Albert E. Urich 


A veteran of 30 years of service with 
the company, Mr. Urich began his as- 
sociation with the Purchasing Depart- 
ment in 1924. He served there as a 
stenographer, clerk, and expediter until 
his appointment as a buyer in 1933. 

He was named Staff Assistant to the 
Director of Purchases in 1941 and 
served in that capacity until his ap- 
pointment as Buyer and Supervisor of 
Purchases for Marketing Operations in 
1949. 

In 1952 he became a Section Head 
and was placed in charge of four major 
commodity buying groups. 


R. A. Kockler has been transferred 
from the Franklin, Pa., plant of Chi- 
cago Pneumatic Tool Company to be- 
come Purchasing Agent of the com- 
pany’s new rock bit plant at Fort 
Worth, Texas. 


The new Director of Purchases for 
the Redmond Co., Inc., Owosso, Mich., 
is Glen L. R. Baumhardt. 

After receiving a Bachelor of Elec- 
trical Engineering degree from Ohio 
State University, Mr. Baumhardt 
joined the I. B. M. Corporation in its 
customer service department. He 
joined the Redmond organization in 
1940 as a laboratory assistant and later 
was made a sales engineer. In 1943 he 
was named sales manager and became 
vice president in charge of the sales- 
engineering departments in 1948. 
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Windpipe for a peaceful H-bomb 





You can call it an H-bomb if you like. Some people do. 
Technically, it isa hydrogenation bomb or, simply, a super- 
pressure vessel. Uses for it are legion but not warlike. 

Researchers in rubber, plastics, pharmaceuticals, petro- 
leum,and solvents pilot their hydrogenation, oxo-reaction, 
polymerization and other jaw-breaker problems in its 
gizzard—under high pressure. 

To speed-up chemical reactions, the vessel is rocked 
38 times a minute. Pressurizing a see-sawing chamber is 


in itself a neat trick: when pressures of the order of 


60,000 p.s.i. are required you might become discouraged 
or concerned. 

American Instrument Company, Inc., maker of Super- 
pressure equipment, introduces the pressure through a 


=< @ 


spiral windpipe. They had some trouble through tube 
breakage but that was before they tried Superior 304 
Cold-drawn Seamless Stainless Steel Tubing. Superior 
gives them just the flexibility and fatigue strength needed 
for cyclic operation, plus chemical resistance and burst 
pressure to spare. Spirals of Superior 304 are easier to 
bend, last longer. And American Instrument reports 
them dimensionally uniform, smooth and free from 
surface imperfections. 

If you haven’t found small tubing in the analysis, size, 
and finish you want, or if you think there's little differ- 
ence in tubing or tubing experience, Superior invites 
your inquiry. Superior Tube Company, 2034 Germantown 
Avenue, Norristown, Pennsylvania. 


Round and Shaped Tubing available in Carbon, Alloy, and Stainless Steels; Nickel and Nickel Alloys; Titanium, Zirconium, and Beryllium Copper 


THE BIG acme 


West Coast: Pacific Tube Company, 5710 Smithway St., 
Los Angeles 22, Calif. UNderhill 0-1331 


All analyses .010"' to %"' O.D. 
Certain analyses (.035’’ max. wall) up to 1%"" 0.0. 
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Fishing for waterproof toggle 
switches? Then get your hooks into 
these! They actually open and close 
electrical circuits underwater . . . func- 
tion perfectly from 65° below zero to 165° above 


.. . defy salt spray ... and withstand shock and 
vibration! 





Riverside engineers developed the prototype of 
this switch to meet aircraft requirements, then 
modified it for present applications. It’s being 
furnished now with ratings from 20 to 200 am- 
peres, in toggle arrangements of momentary ON or 
OFF and stationary ON or OFF, with one or two 
hole mounting. Switch body is encased in a molded 
rubber compound developed to meet military 
specifications. Waterproof lead wires are vulcanized 
into the rubber case and become integral parts of 
the assembly, as does the switch mechanism itself. 
Waterproof connectors are assembled to the leads 
when required. 


' Perhaps now, or with further modification, this 
switch can put a “‘plus” into your product! Addi- 
tional applications, better performance, “ built-in”’ 
safety for an appliance or power tool . . . or to 
solve some other problem for you. Consult our 
engineers. They’ll be glad to give you design and 
manufacturing recommendations for any intricate 
electrical devices or assemblies. Send specifica- 
tions, prints or samples. . . today! 


a ‘ ‘ , 
opr iverside Manufacturing 


AND ELECTRICAL SUPPLY COMPANY 
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COMPLETE PRODUCTION FACILITIES 


10219 MICHIGAN AVENUE e DEARBORN, MICHIGAN e¢ PHONE Tiffany 6-6800 


WIRING HARNESSES AND ASSEMBLIES e CORD SETS « HEATER AND EXTENSION 
CORDS e ELECTRICAL SWITCHES e RELAYS e MOLDED RUBBER PRODUCTS 


Please mention PURCHASING Magazine when writing to advertisers. 





Louis E. Davis has been appointed 
Director of Purchases for the Virginia 
Electric and Power Company. 

In taking over his new work, Mr. 
Davis relinquishes two jobs which he 
has held simultaneously for the past 
six years. He was assistant superin- 


-tendent of production and, in the Engi- 


neering and Construction Department, 
he was supervisor of Steam Station 
Design Engineering. 

Mr. Davis returns from Washington 
where he had been on loan to the 
government’s Department of Interior 
for 16 months. During this time he 
served the Defense Electric Power 
Administration as an enginering con- 
sultant. 

William L. Vaughan is the newly 
appointed Purchasing Agent for the 





William L. Vaughan 


Air Conditioning Division of the Rem- 
ington Corporation, Auburn, N. Y. 


Joseph L. Laputka has been appoint- 
ed Treasurer and Secretary and Lloyd 
L. Entenmann, Controller and Assistant 
Secretary of the R. M. Hollingshead 
Corporation, Camden, N. J. 

In his new position, Mr. Laputka will 
be responsible for the activities of the 
Purchasing, Traffic. Order, and Credit 
Departments in addition to the com- 
pany’s general financial administration. 


A. Lerner, formerly merchandising 
manager for the Royal Blue Stores 
Division, has been appointed Director 
of Purchases for Consolidated Grocers 
Corp., Chicago. 

In his new position, Mr. Lerner will 
be responsible for all buying activities 
exclusive of West Coast operations. 


John T. Messert is the new Purchas- 
ing Agent of the Philadelphia Steel 
Wire Corporation replacing Edward 
Hitzeroth, who retired. 

Mr. Messert joined the firm in 1941 
as director of priorities. In 1945 he was 
named assistant purchasing agent. 


Dan Jones, who has been manufac- 
turing department supervisor at the 
St. Charles (Ill.) Closure and Plastic 
division of Owens-Illinois for the past 
several years, has assumed new re- 
sponsibilities as Purchasing Agent at 
the Glassboro, New Jersey, plant. 
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Walworth No. 95 Bronze Globe Valves 
(Angle Type: No. 96) are recommended 
for service where throttling is not required. 
They are rated at 150 psi working steam 
pressure, 500F; 300 psi cold water, oil or 
gas. The improved renewable disc and lock- 
on, slip-off disc holder — an original Wal- 
worth development—saves time and trouble. 
This valve can be repacked under pressure 
when fully opened. All parts are designed 
to give maximum service and strength. 
Walworth No. 29 Bronze Gate Valves are 
rated at 200 psi working steam pressure, 
550F ; 400 psi cold water, oil and gas. These 
valves have rising stems and integral seats. 
Sizes 2-inch and smaller have union bon- 
nets: sizes 2% and 3-inch have bolted bon- 


Walworth No. 95 Globe Valve 
Re-New-Disc 


GLOBE GATE 


bronze valves... 
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Walworth No. 225P Globe Valve 
500 Brinell Seat and Disc 


Walworth 


4 x Ht No. 29 Gate Valve 


built to give 
dependable trouble-free service 
on all recommended jobs 


nets. Valves up to and including 34-inch 
have solid wedge discs; 1l-inch and larger 
have split wedge discs. These valves can be 
repacked under pressure when fully opened. 

Walworth No. 225P Bronze Globe Valves 
(Angle Type: No. 227P) are rated at 350 
psi working steam pressure, 550F; and 
1000 psi non-shock service on cold water, 
oil and gas. The stainless steel, plug type 
seat and disc — heat treated to 500 Brinell 
— can be closed on sand, slag, scale and 
similar floatage, without injury to the seat- 
ing surfaces. They are the longest wearing, 
TOUGHEST bronze valves you can buy. 

For full information about Walworth 
Quality Bronze Valves, see your Walworth 
distributor, or write: 


« WALWORTH = 


valves and fittings 


60 EAST 42nd STREET 


Avucust, 1953 


NEW YORK 17, N. Y. 


Please mention PURCHASING Magazine when writing to advertisers. 247 












































No more 
“wrenching” 


with 
wrenches | 


USE POWERFUL 
Ingersoll-Rand ROTARY ELECTRIC 


IMPACTOOLS 


THIS MULTI-PURPOSE IMPACTOOL is chopping hours off production and main- 
tenance time every day in plants like yours! Compact, lightweight and powerful, it 
speeds toughest nut-running jobs—loosens and removes “‘frozen’’ nuts no wrench could 
budge!—and makes drilling, screw-driving and other daily repair work quick and easy. 
















e 1900 rotary impacts per minute do all the 



























































N its Drills work 
* 
° Taps e No “kick” or twist to user 
. 
e Operates forward or reverse 
e Reams 
e Uses standard attachments 
. ee e Motor can’t stall or burn out 
Wire- Workers find this the handiest tool around the 
brushes plant. Time studies show it saves up to 90% 
$ of your nut-running time alone ...saves muscle 
aws 
t © Holes and manpower as well! 
Drives , : : 
Wood Augers 3 sizes fit every need . . . available in complete 
S ove kits .. . easy to get from all leading industrial 
Masonry distributors and automotive jobbers. Ask for 
e Drives, a demonstration or write for catalog PL-5024. 
Extracts Removes 
Studs 
Broken 
Cap Screws 





915-18 








ersoll-Rand 


11 Broadway, New York 4, N.Y. 
IMPACTOOLS—AIR AND ELECTRIC 


FRiing 


ORIGINATORS OF 
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C. ©. Slaght, former Purchasing 
Agent for Ford Motor Co.’s aircraft 
engine division, has been named as- 
sistant general manager in charge of 
procurement and customer relations. 


Continental Can Company, New York 
City, has announced the appointment 
of Richard D. Weinland as General 
Manager of Purchases. Formerly a vice 
president and director of the Continen- 
tal Overseas Corporation, a subsidiary 
company, Mr. Weinland will fill the 
position left vacant by the death of 
Robert Schrader. 











Richard D. Weinland 


Originally joining the Continental 
organization in 1932 at the company’s 
Cincinnati plant, Mr. Weinland was 
brought to the Home Office in New 
York in 1937 to assist in various foreign 
and export problems. He was appoinied 
manager of the priorities and records 
department in 1943 and later, in 1946, 
he was named assistant general man- 
ager of the Overseas Corporation. 

He became general manager of the 
corporation in 1949 and held that 
position until 1951 when he was named 
vice president and director. 


Dunwel Screw Products, Chicago, 
announced the appointment of C. H. 
Wummel as Purchasing Agent. 


Standard Steel Works Division of 
Baldwin-Lima-Hamilton Corporation 
anounced the appointment of Joseph 
M. Olnick to Purchasing Agent. Mr. 
Olnick had previously held the post of 
Purchasing Assistant and was chosen 
to succeed Oram C. Lytel, who retired. 

Assisting Mr. Olnick will be Charles 
E. North who was promoted from Pur- 
chasing Assistant to Assistant Purchas- 
ing Agent. 


A realignment of activities of the 
Reinhard Brother Company, Detroit, 
has brought about a series of promo- 
tions within the company structure. 
J. D. Bernhagen, Purchasing Agent, has 
been named as the company’s secretary 
and Gary Roggen, former automotive 
sales manager in Sioux Falls, S. D., 
has been appointed General Automo- 
tive Purchasing Agent. 
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1A SUCCESSFUL PRODUCT 


IS FUSSY ABOUT ITS “CLOTHES” 


There's a lot more to fitting a container to your product than just 
getting the right size. For example, consider an “ordinary” tin can. 

First, the can must fit your product chemically. Some products 
are quite at home in an unlined can—others require one of Continen- 
tal’s twenty-five special enamel linings. 

Next, our “can tailors” carefully consider the way your product is 
to be used, recommend what would be most convenient for your 
customers—a plain top, push-on lid, hinged lid, sifter top, pouring 
spout, handle, or any of a dozen other special features. 


We consider, too, the closing and sealing methods and equipment 


aes SS Ol eee 


employed in your plant. Whether or not the product develops internal 
pressure, and how much, how the product will be shipped and stored, 
whether it will be lithographed. And, of course, the cost of the con- 
tainer must be in line with the proposed selling price of your product. 

It may be that your product doesn't belong in a can at all. The 
right container for it may be one of Continental's paper cups, light- 
weight fibre drums, bags or a steel drum or pail. But you can be sure 
that whatever container your product requires, Continental can pro- 
vide a perfect fit. 

If you are planning a new product or improving an existing one, 


let us take its “measurements” before you decide on a container. 





CONTINENTAL (CC, CAN COMPANY 


CONTINENTAL CAN BUILDING 100 —. 42nd ST., NEW YORK 17, N. Y 


Se 


STEEL PANS AND DRUMS Cars ano CORK 





TIN CANS FORE ORUMS 






PAPER CONTAINERS 
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Stop throwing money away—as King Wrong is doing! Worn gloves of all 
types can be salvaged by your industrial launderer at a fraction of new glove 
cost. After the special salvage process they're soft, clean, sterilized, repaired— 


free of accident-inviting holes and rips. For information on glove salvage write to: 


INSTITUTE OF INDUSTRIAL LAUNDERERS 
1627 K Street, N. W. Washington, D. C. 


MALLEABLE 
IRON CASTINGS 


that you can depend upon! 

























































The right connection—for the malleable 
iron parts you need—can be a source of 
satisfaction to you, 


Many, many leading makers of durable 
goods use Moline Iron Works Malleable 
Iron Castings to uphold the quality of 
their products. 


Good service, quality control and reason- 
able prices are three reasons why your 
connection with Moline Iron Works can 
be both a pleasant and profitable one. 
We invite your specifications for quota- 
tion. 


WE SHIP QUICK! 
Phone 4-5676 for Service 


The parts shown here are 
representative of our produc- 
tion for automotive, farm 
implement, appliance and rail- 
road customers. 


MOLINE IRON WORKS 
Moline, Illinois, U. S. A. 























Edward R. Fort has been named 
Purchasing Agent of Ko-Z-Aire, Inc, 
Red Oak, Iowa. He succeeds V. M. 
Griebel who has been transferred to 
the company’s headquarters in Balti- 
more, Maryland. 


The appointment of Quentin Davison 
to the staff of the Purchasing Depart- 
ment at Caterpillar’s Joliet (lllinois) - 
plant has been annotine®d’ by Clayton 
Russell, plant Purchasing Agent. 

Mr. Davison, who completed the 
machinist training course at the Peoria 
plant in 1948, has been in the metal- 
lurgical and heat treatment depart- 
ments at Peoria as a heat treat engi- 
neer. 


George W. Cook has been appointed 
Director of Purchases for the Owens- 
Illinois Glass Company, Toledo, Ohio, 
to succeed C. L. Rice who has resigned 





George W. Cook 


to accept new duties in the admin- 
istration division. Mr. Rice, in addition 
to his new duties, will act as an advisor 
to the new Director of Purchases. 
Mr. Cook has been associated with 
Owens-Illinois for the past 28 years. 


The Vendo Company, Kansas City, 
Mo., has announced the appointment of 
Arlo Hoover to the newly created po- 
sition of Director of Purchases. 

The new position was created as a 
result of a new coordinating program 
bringing civilian and military produc- 
tion activities under a single author- 
ity. Donald R. Ross continues as Pur- 
chasing Agent of the company. 


Bertram A Warren has been named 
Assistant General Purchasing Agent 
for Esso Standard Oil Company. A 
buyer for the company since 1934, 
Mr. Warren has also served with the 
Petroleum Administration for War as 
a consultant and a materials analyst. 


The Central Purchasing Department 
of Celanese Corporation of America is 
being transferred to Charlotte, North 
Carolina. The offices, under the direc- 
tion of Henry R. Michel, will be lo- 
cated in the Coddington Building. 59 
West Trade Street, until the new office 
building, now under construction, is 
completed. 
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What an old-fashioned way to get 
cooled off—and what lighting! 
Yet, the railway passengers of 
1876 thought they were enjoying 
the ultimate in luxury. 


Today’s average passenger rides 
in refreshingly cool, clean cars, 
many of which are equipped with 
Exide-Ironclad batteries to pro- 
vide comfortable air-conditioning 

..and strong, steady lights. These 
are but two of many ways Exide 


batteries contribute to the com- 





Interior of railroad coach. Train boy offering ice water. From a woodcut, 1876— The Bettmann Archive 


ANY ICE TODAY, LADY? 


fort, convenience and safety of 
railway travel. They are also used 
to start diesel locomotives, and 
for signaling and communications. 


There are dependable Exide batter- 
ies for every storage battery need 
... they are used to power battery- 





BATTERIES 


“Exide” Reg. Trade-mark U.S. Pat. Of. 


electric trucks, mine locomotives, 
trammers and shuttle cars. Exide 
batteries are used by telephone, 
telegraph and cable companies. . . 
electric light and power utilities 
..- radio and television stations. .. 
ocean, river and harbor vessels 
... municipal fire alarm and police 
telegraph systems...over 250 
different applications in all. And 
on millions of cars, trucks, tractors 
and buses, they daily prove that 
‘**When it’s an Exide...you start.” 


1888...DEPENDABLE BATTERIES FOR 65 YEARS...1953 
THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 + Exide Batteries of Canada, Limited, Toronto 
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Right at your own desk... 


See the big difference 
in floor absorbents 
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Here's one who saw the difference: 
Mr. A. Cipperman, Purchasing Agent 


“I never realized the difference between oil absorbents until it was 
graphically demonstrated to me with the Eagle-Picher comparison test.” 


Smart buyers naturally want proof before purchase. And proof 
is what you get when you witness Eagle-Picher’s comparative 
test of floor absorbents. With his portable laboratory, your 
Eagle-Picher representative will analyze your present floor 
absorbent right at your desk, or you can conduct the test 
yourself. Either way, there’s no obligation, of course. 


Here's what the test shows— 
e The amount of oil and water absorbed for given bulk. 


e The cost of your absorbent in terms of absorption and 
coverage. 


e ‘The amount of coverage you’re getting. 


e The benefits of your absorbent in 
terms of safety and reflective ability. 


You'll see that Eagle-Picher Floor-Dry 
is insoluble, chemically inert and non- 
combustible ... that it combines light 
weight for exceptional coverage with 
light color for brighter, safer working 
areas. Write today for the full story. 











EAGLE-PICHER INDUSTRIAL 
FLOOR-DRY No. 85 


EAGLE 
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THE EAGLE-PICHER COMPANY 


PICHER General offices: Cincinnati (1), Ohio 


Since 1843 
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W. K. Jennings has been named as 
sales manager of the Reichman-Crosby 
Co., Memphis. Mr. Jennings had been 
associated with Lee Wilson and Co,, 
Wilson, Arkansas, as assistant manager 
of the oil mill and Purchasing Agent 
for all manufacturing operations of the 
company. 


Four promotions in the purchasing 
department of Servel, Inc., Evansville, 
Indiana, were announced by S&S. L. 
Nicholson, vice president in charge of 
purchasing. 


James E. Young 


James E. Young and John A. Evans 
were named as Purchasing Agents. Mr. 
Young is in charge of all custom-made 
parts and Mr. Evans handles all stand- 
ard and miscellaneous parts. 





John A. Evans 


The two other promotions were: 

William K. Johnson, Sub-Contracts 
Manager, and Frank A. Kalkbrenner, 
Supervisor of Purchasing Services. 


William R. Patton has joined the 
New Holland Machine Company as 
Purchasing Agent under Russell H. 
Anderson, Director of Purchases. The 
New Holland Machine Company, farm 
machine subsidiary of the Sperry Cor- 
poration, has its home offices at New 
Holland, Pennsylvania. 

A graduate of the University of 
Rochester, Mr. Patton was formerly 
associated with Argus Camera, Inc., 





Ann Arbor, Michigan. 
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We make all kinds of bolts 


for all kinds of jobs 





Long bolts. Short bolts. Thin bolts. Fat bolts. Special bolts. Bolts with cut or rolled threads, 
to meet any specification . . . Yes, we make all kinds of bolts, and in just about every size. 
Bethlehem bolts are good bolts. They have strong heads and shanks, and smooth- 
fitting threads. You can count on them for dependable performance. 
If you need bolts—or any kind of fasteners—in your business, get in touch with the 


nearest Bethlehem sales office. Chances are good that we can supply you. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Stee! Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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Cuts down your 
inventory 


of seldom-used electrodes 











don’t have to buy seldom- 

used electrodes in quantities larger than 

you need. With the P&H Maintenance Pack, you can 

keep some of each type on hand-—-economically. This assortment 
includes seven different electrodes packaged to stay dry — and 
clearly labeled to make selection easy. You're equipped to do all 
kinds of repair and maintenance jobs—get fast, easy, sound welds. 


Let the P&H Maintenance Pack save you time, trouble, money. 
Order from your P&H representative or local distributor. 





7 different electrodes 


(Approximately 27 Ibs.) 


* AC-3, 1/8", 5/32", 3/16" — For * Harstain, 1/8” — For spring steels 
all position welding of mild steels and “ae steels of all kinds. 
and sheet metal. AC or DC. AC or 


* AC-1, 5/32” — For mild steels. AC * Nicast “55”, 1/8” — For machin- 
or DC. able welds on cast iron. Nicast 
* JOLA2, 5/32” — For high-carbon, — pn 
alloy, high-sulfur, free-machining, eed cous 
cold-rolled, and other hard-to-weld a 
steels. Ideal for steel casting re- 
pairs. AC or DC 














ip: H] WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 
4696 West National Ave., Milwaukee 46, Wis. 
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Formerly assistant to the vice pres- 
ident, William Byford has been named 
Director of Purchases for the Eng- 


lander Company, Inc., Chicago. 


Previously, Mr. Byford had been 
associated with the Argonne National 
Laboratory, Chicago, as Purchasing 
Agent and District Business Manager 





William Byford 


and also with the Joy Manufactur:ng 
Company as Purchasing Agent in 
Michigan City, Indiana, and Claremont, 
New Hampshire. He received his col- 
lege training at the University of Il- 
linois and Northwestern University, 
where he majored in business admin- 
istration. 


Robert W. Daumiller has been named 
Purchasing Agent for the Townsend 
Company, New Brighton, Pa., to re- 
place W. W. Rinehart who is retiring 
from the position he has held for the 
past 16 years. 





Robert W. Daumiller 


Mr. Daumiller joined the organization 
in 1946 as a time analyst in the indus- 
trial engineering department. Later, he 
was appointed supervisor of the pro- 
duction control department and in 1952 
he was appointed Assistant Purchasing 
Agent. 


The new president of the New York 
State Society of Professional Engineers, 
Carl M. Gilt, is Assistant Purchasing 
Agent of the Consolidated Edison Com- 
pany, New York City. 
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lBerrs MACHINE COMPANY, Warren, Pa., is 
using Parker Die Castings for the housing and 
hex nut socket on their Truck Clearance Lights. 
These lights are pressure tight and ‘‘bubble-proof"’ 
thanks to Parker's ability to provide leak proofiand 
non-porous die castings. Die castings were also 
selected because they eliminate machining—to 
lower production costs. For more than fifty years 
Parker die castings have been specified by manu- 
facturers in industry . . . automotive, aviation, 
electrical, business machines and many others. 
The experience thus gained by Parker can be used 
to your benefit. Consult with Parker engineers on 
your next die casting requirements. 








THINK OF Parker White-Metal Company © 2153 McKinley Ave., Erie, Pa. 


r.N°d ¢ cw Diz Ca ra y 4\, ie 


OM ees te 1053 .Pleviie rien tiv a PURCHASING Myetiznb eRdh Vang We vabeertixer’s. 2257 
















































A QUIZ ABOUT THE NEWEST 
BOSTITCH PROFIT-CLINCHERS 





1 How can a squeeze of your finger 
seal overlapping flaps of tough fiber 
containers? 


2 What is the newest, surest, quickest, 
cheapest method of sealing small ship- 
ping containers? 


ANSWERS: 


| 

I 

| 

| 

! 

! 

! 

! 

| 

1 This powerful new Bostitch Air Drive 
; Stapler with “C”’ blade—Model C67AD 
1 —+is ideal for the job. Drives heavy-duty 
! ° ‘ 

; staples through tough materials, easily 
and rapidly. It’s a whiz with large, awk- 
1;  wardly shaped containers! 
| 

! 

1 
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| 
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2 Stapling, of course, with the handy 
new Bostitch P6P Stapling Plier. Its 
pointed blade makes only a tiny slit to 
insert the clincher for stapling flaps of 
small corrugated containers, and ‘lids of 
all sizes. 





3 The Bostitch T5 Tacker with Outward 
Clinch spreads staple legs inside or under 
the work, entirely from the outside. No 
blade or clincher needed. Used for fasten- 
ing insulation around ducts, tags to cor- 
rugated containers, many other jobs that 
could not 
be stapled 
any other 
way, etc. 


3 How can you clinch staples in soft 
materials without a blade or clincher 
under the work? 


The Bostitch Line includes more than 800 
profit-clinching machines—one to fit al- | 
fastening need. Staplers for 
production lines, shipping rooms, offices. 
' 

' 

' 

1 

1 





most any 


Let your local Bostitch man demonstrate 
them to you. He’s under “Bostitch” in 
our telephone directory. 








BOSTITCH, 728 Mechanic Street, Westerly, R. I. 


*lease send me information about fastening (check materials) .. . 


[] Wood C) Paper C] Rubber 
.} Plasties {] Leather {} Light Metals 


We are presently using (please check) . . . 


C] Fabric 
LC) Roofing 








[) Nails [] Glue C) Tape C) Tacks 
] Pins (_] Thread CJ Rivets L] Spot Welds 
Vame — —— 
Company = —— a 
Address =i Sree 
City ht State pe 
wo FASTER 


fastens it better, with wire 








Karl A. Krantz succeeds Carl Freund 
as Purchasing Agent of the Service 
Division of Thompson Products Com- 
pany, Cleveland. 

Mr. Krantz moves from his present 
post as Buyer in the Special Products 
Division, a division in which he has 
served for 11 years. 


Edward A. Ulvestad has been named 
Director of Purchases of the Kropp 
Forge Co., Chicago. A graduate of the 
Michigan, 


University of where he 





Edward A. Ulvestad 


majored in chemical engineering, he 
was formerly Purchasing Agent of 
Kropp Forge Ordance Co., Melvindale, 
Mich., a subsidiary of the firm. Mr. 
Ulvestad began his career with the 
company in 1951 


The newly created post of Purchas- 
ing Agent at Cornell Aeronautical 
Laboratory, Inc., Buffalo, has been 
filled with the appointment of Joseph 
C. Polizzi. 





Joseph C. Polizzi 


Mr. Polizzi, who joined Cornell in 
1946 as a buyer, had previously been 
with the New York State Health De- 
partment, the Wurlitzer Co., and Bell 
Aircraft Corporation. During World 
War II he was with the Airplane Divi- 
sion of the Curtiss-Wright Aircraft 
Corporation as general foreman of in- 
spection. 

Cornell Laboratory is the outgrowth 
of the Research Laboratory of Curtiss- 
Wright. 
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Johnson Morgan, Purchasing Agent 
of the Savage Arms Corporation, Utica, 
N. Y., has retired from his post with 
the company. 

Rodger F. Reynolds, former produc- 
tion manager of the Machine Gun Divi- 
sion, has been appointed Purchasing 
Agent to succeed Mr. Morgan at Utica. 

Robert W. Luley has been named as 
Assistant Purchasing Agent. 


The Peoples Gas Light and Coke 
Company, Chicago, has appointed 
Wilton L. Brown as Purchasing Agent. 


Wilton L. Brown E. F. Toussaint 


With the company for the past 20 
years, Mr. Brown had been Assistant 
Purchasing Agent since 1947. 

Mr. Brown will be assisted by Ed- 
ward F. Toussaint who takes over the 
post of Assistant Purchasing Agent. 


Stanley Yonkauski, Purchasing Agent 
for the city of Bangor, Me., has ac- 
cepted the position of Assistant City 
Purchaser for Houston, Texas. 


Amasa C. Bull, vice president and 
head of the Purchasing Department of 
Pioneer Service and Engineering Co., 





Eugene V. Cullen 


Chicago, is retiring from the depart- 
ment to take up special assignments. 
He is being replaced by Eugene V. 
Cullen as Chief Purchasing Engineer. 


R. W. Stewart is the new District 
Purchasing Agent at Vancouver, Wash- 
ington, for the Aluminum Company of 


America. 


W. J. Evans, recently discharged 
from the armed forces, has been named 
as Assistant to the Purchasing Agent 


at the Southland Supply Co. in Dallas. 








1. 


DESTRUCTIVE OLD AGE 






RO the time you discover old age has attacked your 
important drawings — it’s too late. By then, the damage has 
been done. The time to effectively block old age is NOW — 
while tomorrow’s drawings are still in the preparatory stage. 

The way to do it? Specify Arkwright Tracing Cloth. Arkwright 
checks the destructive effects of old age. Arkwright won't fray 
at the edges, turn brittle or opaque. You are assured perfect 
transparency, regardless of age. 

There are other reasons why it pays to work with Arkwright. 
This superior tracing cloth can “take” all the 
erasing you're likely to give it in a month of 
Sundays — and still provide sharp, 
clear lines. You need never worry 
about “feathering” or “blobbing” or 
imperfect blueprints. 

So insist on quality. You'll get it 
with Arkwright... America’s Standard 
for over 32 years. Arkwright 
Finishing Co., Industrial Trust Bldg., 
Providence, R. I. 


ARKWRIGHT| 
Thacing Ultths 


AMERICA’S STANDARD 
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condition you need 


Best and most effective because ... it re- 
moves moisture as a separate function 
from cooling or heating and so gives a 
precise result constantly and always. 
Niagara machines using liquid contact 
means of drying air have given over 20 
years of service. 


Most reliable because ... the absorbent 
is continuously reconcentrated automat- 
ically. No moisture-sensitive instruments 
are required to control your conditions. 


Most flexible because ... you can obtain 
any condition at will and hold it as long 
as you wish in either continuous produc- 


tion, testing or storage. 


Easiest to take care of because ... the 
apparatus is simple, parts are accessible, 
controls are trustworthy. 


Most compact, taking less space for in- 
stallation. 


inexpensive to operate because ... no 
re-heat is needed to obtain the relative 
humidity you wish in normal tempera- 
ture ranges and frequently no refrigera- 
tion is used to remove moisture. 








to control your product's quality 


to DRY your material or product 


This NEW METHOD 
DRIES AIR 


PRECISELY as you want it 


to prevent condensation on your product or material 


to prevent changes due to moist air in contact with your product 
to protect your processing of moisture-sensitive material 


to pack or store your product safe from moisture damage 


> 
> 
> 
> ‘to protect your material from dampness 
> 
> 
> 
> 


to get exact moisture control for the precise atmosphere 


> to provide precise atmospheric conditions for testing 
to increase your air conditioning capacity 


> co DRY large quantities of fresh air from outdoors 


The Niagara’s Controlled Humidity Method using 
HYGROL moisture-absorbent liquid is 


The cleanest because ... no solids, salts 
or solutions of solids are used and there 


are no corrosive or reactive substances. 





Niagara Controlled Humidity 
Air Conditioning 
This method removes moisture from air 
by contact with a liquid in a small spray 
chamber. The liquid spray contact tem- 
perature and the absorbent concentra- 
tion, factors that are easily and positively 
controlled, determine exactly the amount 
of moisture remaining in the leaving air. 


Heating or cooling is done as a separate 
function. 


For complete information write 


NIAGARA BLOWER COMPANY 


Dept. PU, 405 Lexington Ave., New York 17, N. Y. 


District Engimeers inPrimeipalities of United States and Canada 
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Leon H. Black has been named as 
manager of the W. A. Schaeffer Pen 
Co. of Canada, Ltd. He had been As. 
sistant Purchasing Agent for Schaeffer 
in the U. S. 

Robert L. Clark has been appointed 
Director of Purchases at Kropp Forge 
Ordnance Company, Mich., a subsidiary 
of the Kropp Forge Ordnance Com- 
pany. 





Robert R. Clark 


Mr. Clark had been Assistant Pur- 
chasing Agent at the company’s Chi- 
cago office and has been associated 
with the firm for the past three years. 
Prior to that, he was a buyer for the 
Santay Corporation, Chicago. 


Frederick M. Walsom, Director of 
Purchasing for the P. Lorillard Com- 


pany, has been elected to the company’s 
board. 


William C. MacAdam has _ been 
named Assistant Treasurer and Pur- 
chasing Agent for the Champion-In- 
ternational Paper Co., Lawrence, Mass. 


John A. Peppard, Purchasing Agent 
for Jahncke Service, Inc., New Orleans, 
has assumed the additional responsi- 
bilities of assistant to the managers of. 
the Dredging and Marine Departments 
of the firm. Mr. Peppard is a member 
of the National Association of Purchas- 
ing Agents and was previously associ- 
ated with the Illinois Central Railroad. 


William McVay has been appointed 
Purchasing Agent at the Biltmore 
Hotel, New York City. Mr. McVay 
formerly was with the Essex House in 
New York, and most recently was 
associated with the Stratfield Hotel, 
Bridgeport, Conn. 


Allen L. Prentice has been named 
Vice President of Purchases for the 
New York Central System. Mr. Pren- 
tice succeeds Frank S. Austin who has 
retired after 43 years of service with 
the organization. 


The Magnolia Petroleum Company 
and its subsidiary, Magnolia Pipe Line 
Company have announced the appoint- 
ment of John R. Guynes as Purchasing 
Agent to succeed John P. David who 


will continue to serve in an advisory 
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SPONGEX 


CELLULAR RUBBER 
FOR 


V CORD 


SHEETS 

TUBING 

STRIPS 

PAD STOCK 
DIE-CUT SHAPES 
MOLDED FORMS 
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Spongex cellular rubber cord effectively answers 
many sealing, insulating and cushioning problems. 
It is available in a variety of densities and compres- 
sion ranges in either round or half-round form. 
Either form is available in practically any diameter 
from 3/16" to 2”. 

If desired, Spongex cord can be compounded with 
special qualities, such as resistance to oils, acids, 
corrosive vapors and extremes of temperature. 

Spongex cellular rubber cord can be fabric 
covered by either vulcanizing or cementing. Circle 
gaskets are also available. 

Cord is only one of the many forms of Spongex 
cellular rubber. So the next time you need cellular 
rubber —check with us—we'll be glad to help. 


R 
e 
i THE SPONGE RUBBER PRODUCTS COMPANY, 604 Derby Place, Shelton, Connecticut 
In Canada: Canadian Sponge Rubber Products, Ltd., Waterville, Quebec 


INDUSTRIAL UPHOLSTERY CUSHIONING SEINE FLOATS—BOAT FENDERS—ICE BUCKETS HOME AND OFFICE 


A few cords in actual size 
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INDUSTRIAL Developments 








The Bristol Brass Corporation, Bris- 
tol, Conn., has announced the formation 
of a wholly-owned subsidiary company, 
the Bristol Brass Corporation of Cali- 
fornia, in order to provide prompt and 
efficient service to its expanding list of 
West Coast customers. 

In addition to a complete line of 
brass mill products, it is expected that 
the new California subsidiary will also 
carry aluminum and stainless steel. 

John H. Smith, formerly vice presi- 
dent and general sales manager of Con- 
tinental Metals, Los Angeles, Cal., has 
been named vice president and general 
manager of the Bristol Brass Corpora- 
tion of California and will direct its 
activities from its offices and ware- 
houses at 1217 East Sixth Street, Los 
Angeles. 

The other officers of the new com- 
pany are: Roger E. Gay, president; Carl 
A. Gustafson, treasurer; and Frederick 
W. Beach, secretary. 


General Electric Company’s newly- 
completed military electronics plant in 
Utica, N. Y., is reputed to be one of 
the most complete industrial installa- 
tions for the supply of electrical power 
in a wide range of currents, frequencies 
and voltages for the research, develop- 
ment and manufacturing of specialized 
electronics equipment for military pur- 
poses. 

The plant consists of a steel frame, 
single-story structure 842 feet long and 
352 feet wide plus a two-story office 
and laboratory section 632 feet long by 
75 feet wide. While a major portion of 
the plant is for bench assembly of a 
wide variety of electronic military 
equipment, a substantial portion is de- 
voted to development and the testing 
of new types of equipment. Four pent- 
houses on the structure have been spe- 
cifically designated for special engineer- 
ing development work on antennas. 

A special centralized area, termed 
the “Test Powerhouse”, provides the 
varied electrical voltages and frequen- 
cies by means of a 72 foot long plug- 
board with a thousand-cable distribu- 
tion network. 
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Test cubicles, mounted eight feet 
above floor and fastened to the build- 
ing columns permits maximum free 
floor space for assembly benches. 

An elaborate conveyor system, run- 
ning around the interior of the plant, 
transports thousands of small parts 
used and produced in the plant into 
and out of storage. 


Essex Wire Corporation, Detroit, 
Mich., announced the consolidation of 
Chicago Transformer Division of Essex 
Wire Corporation, with Standard Trans- 
former Corporation of Chicago. The 
combined operations will now be 
known as Chicago Standard Trans- 
former Corporation. The corporation 
will retain and operate all present lo- 
cations and facilities without any con- 
templated changes in personnel. 


1 


: =i sans 
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Marking its third expansion in the 
past year, General Controls Co., Glen- 
dale, Calif., is undertaking the imme- 
diate construction of a new 120,000 sq. 
ft. manufacturing plant designed to 
augment the production of its Grayson- 
Greenamyer Appliance Controls Divi- 
sion in Burbank, Calif. 

This latest expansion, following the 
construction of a new mid-west plant 
in Skokie, Ill, last fall and a sub- 
stantial addition to the company’s air- 
craft division in Glendale earlier this 
year, is intended to give General Con- 
trols additional production capacity for 
appliance controls and to free areas in 
the Glendale plant for increased pro- 
duction of other automatic controls. 

Completion of the new plant is 
scheduled for late this summer. 





A SECRET METAL POWDER PROCESS developed during 
World War Il which aids in the effectiveness of 90mm ammunition and 
saves tons of strategic materials is being manufactured by the Amplex 
Division of the Chrysler Corporation, the U. S. Army Ordnance Corps 


disclosed recently. 


Two rotating Oilite bands on each 90mm shell provide a surface for 
the rifling of the gun barrel to dig in and give the projectile the spin 
necessary for range, accuracy and stability in flight. Without bands the 
shells would either tumble in flight or the range would be short and 


inaccurate. 


Processing of the Oilite bands for 1,000,000 90mm shells saves approxi- 
mately 460,000 pounds of copper for more urgent needs. 
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- 6|N in tool steels? 











Wy | || Thousands of tool steel users have found that they can rely 
on Crucible for quality and uniformity — factors that really 
pay off in the shop. 

That’s because there is no other maker of tool steels that 
exercises greater care or checks quality more closely during 
melting and processing than we do. We have complete control 
over all of our steelmaking right from the mining of iron ore 
| ' straight through to the last finishing operation. And we’ve 


























been the leading specialist in the tool steel business for more 
— than half a century. 


So if you want uniform quality tool steel, call your nearest 
Crucible warehouse. In all of our warehouses, which are con- 
veniently located throughout the country, we maintain com- 
plete stocks of all grades of tool steel. 





Stocks maintained of: 
Rex High Speed Steel... ALL grades of Tool Steel (includ- 
ing Die Casting and Plastic Die Steel, Drill Rod, Tool Bite 
and Hollow Drill Steel) ...Stainless Steel (Sheets, Bars, 
Wire, Billets, Electrodes) ... AISI Alloy, Max-el Machin- 
ery, Onyx Spring and Special Purpose Steels. 


CRUCIBLE| first name in special purpose steels 
Sine 


53 years of steelmaking WAREHOUSE SERVICE 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


Branch Offices and Warehouses: ATLANTA © BALTIMORE ¢ BOSTON © BUFFALO © CHARLOTTE * CHICAGO »* CINCINNATI * CLEVELAND © DAYTON 
DENVER * DETROIT * HOUSTON * INDIANAPOLIS * LOS ANGELES * MILWAUKEE * NEWARK * NEW HAVEN * NEW YORK © PHILADELPHIA © PITTSBURGH 
PROVIDENCE * ROCKFORD * SAN FRANCISCO © SEATTLE « SPRINGFIELD, MASS. ¢ ST. LOUIS ¢ ST. PAUL * SYRACUSE * TORONTO, ONT. * WASHINGTON, D.C. 
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... THEN WE INSTALLED ALGRIP 
And Ended Slipping Accidents And High Insurance Costs! 


ELIMINA TED: 
‘Accidents like this 


—Wwhich cost a 
man his life. 


It happened at a large industrial 
plant, where oil and grease on a 
\\ loading platform created a constant 
hazard. A lift truck skidded on 
the slippery surface, toppled from 

the platform’s edge, and crushed 

the operator to death. 






Then A.W. Atcrip Abrasive Rolled Steel Floor Plate was installed on the 
platform—and slipping accidents ended at once. For ALcrIP is truly non- 
slip—even on steep inclines! Hundreds of tiny abrasive particles in each 
square foot of ALcrip converted the slippery, dangerous platform into a 
hard gripping, anti-skid surface—safe for men and vehicles alike. 


IMMEDIATE SAVINGS were obtained in three ways: (1) No more costly, 
morale shattering accidents. (2) Faster handling of loads. (3) Workmen’s 
compensation insurance premiums were substantially reduced by more than 
enough to pay for the Avcrip installation. 


END SLIPPING ACCIDENTS THAT STEAL PRODUCTION AND KITE INSURANCE RATES 


A.W. ALGRIP—only abrasive rolled steel floor plate in the world—pays for 
itself in savings from safety. Tough abrasive particles (same kind used in 
grinding wheels) put hundreds of tiny safety-brakes in every footstep— 
moke it virtually impossible to slip even on steep inclines. ALGRIP doesn't 
wear smooth either—wear only exposes new particles. And tough rolled 
steel! makes this floor plate stronger than other abrasive floorings. For safety 
at a saving, get the full ALGRIP story today. Write for 
our new Booklet AL-31 —without obligation. 


Over 125 Years of Iron and Stee! Making Experience. 


A “a 
* NER ee Sa 
ALGRIP Abrasive Rolled Steel Floor Plate 


ALAN WOOD STEEL COMPANY 


CONSHOHOCKEN, PA. 
Other Products: A. W. SUPER-DIAMOND Floor Plate © Plates « Sheet © Strip 
(Alloy and Special Grades) 
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Rheem Manufacturing Co., Los An. 
geles, has acquired the patent rights, 
machinery, and processes of the Pa. 
cific All-Fiber Drums, Inc., of Alham- 
bra and Berkley, Calif. 

Since the purchase does not include 
the land or buildings of the two com. 
panies, Rheem intends to transfer al] 
activities to its own plants and plans 
an immediate expansion of manufac. 
turing and merchandising activities ip 
the fiber drum field. 

The processes and patent rights ac- 
quired in the purchase are considered 
unique in the container field and will 
permit mass production of inexpensive, 
disposable containers for a variety of 
industrial and commercial products 
such as dry chemicals, foods and oils, 
The fiber containers will be produced 
in a range of sizes from 1-gallon to 55- 
gallon with processing including full- 
color labelling and decorations. 

In addition to the fiber containers, 
Rheem operates other plants producing 
steel shipping containers, water heat- 
ers, domestic heating and air condition- 
ing equipment, kitchen ranges, water 
softeners, and a variety of defense 
equipment. 


A new mill-branch warehouse has 
been opened in Belmont, Calif., by 
The Carpenter Steel Co., Reading, Pa. 
to combine with the company’s Los An- 
geles facilities in providing a more 
complete service and stock of tool, al- 
loy and stainless steels to Carpenter’s 
West Coast users. 


The Electric Auto-Lite Company, 
Toledo, Ohio, has embarked on an ex- 
pansion program that will add 380,220 
square feet of manufacturing space 
during 1953. 

The largest single project of the pro- 
gram calls for the construction of a 
new building adjacent to the Stickney 
Avenue plant of Auto-Lite in Toledo. 
This new plant will provide 225,000 
square feet of manufacturing area. As 
the program stands, the new structure 
will be utilized, primarily, for the 
manufacture of products vital to the 
defense effort. 

The expansion of two of Auto-Lites 
battery plants, one in Niagara Falls, 
N. Y., and the other in East Point, 
Georgia, will help to relieve the pres- 
sure caused by the increasing demand 
for replacement batteries. The Niagara 
Falls plant will add 41,930 square feet 
to its facilities while the East Point 
battery plant will be increased by 7,290 
square feet. Last year battery plants in 
Oklahoma City and Oakland, Cali- 
fornia, received additional manufac- 
turing space. 

The spark plug plant in Fostoria, 
Ohio, comes into the expansion pro- 
gram for its 14th alteration in 17 years 
with the addition of 50,000 square feet. 

The Sharonville, Ohio, bumper plant 
will also be increased by an additional 
56,000 square feet. 

Auto-Lite now has a total of 29 
plants in operation in the United States 
and Canada providing 9,053,823 square 
feet of manufacturing space. 
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Save heat and you save money. Thousands 
of plants depend upon “Featherweight” 
85% Magnesia to do just that. And 
no wonder! 


‘“‘Featherweight”’ needs no introduction 
to thousands of users, many of whom 
first experienced its unusual qualities be- 
fore this century began. 


It is a superb insulation, low in thermal 
conductivity and not only effective on 
heated surfaces with temperatures up to 
600° F., but when used in combination 





View of Pipe bay in large eastern utility 
plant, showing pipes: insulated with 
K&M “Featherweight’’85% Magnesia. 


ithe ape! 


85% MAGNESIA 


with K&M Hy-Temp Insulation, it is 
efficient up to 1900° F. This combination 
of double layers permits staggering all 
joints and eliminating heat loss through 
open joints when expansion occurs. 


Keep this heat-saving, money-saving in- 
sulation in mind for applications in your 
company’s plants. It will serve you well 

always! For detailed information on 
‘**Featherweight” 85% Magnesia, see your 
local K&M distributor, who is an experi- 
enced applicator, or write directly to us. 


Nature made asbestos .. . 
Keasbey & Mattison has made it 
serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY + AMBLER 


« PENNSYLVANIA 
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Before You Buy 
Industrial Leathers- =. 


GET ALL THE FACTS 


RHOADS 


aL Leatweas 


“Gentlemen, the Rhoads Data File con- 
tains specifications on all Rhoads in- 
dustrial leather products—Tannate Flat 





Leather Belting, Tannate Mechanical Leather Packings, Tan- 
nate Textile Leathers. Actually, it’s a guide to better indus- 


trial leathers. 


“It explains why Rhoads industrial leathers, which are 
‘custom-manufactured’ from raw hide to finished product, 
offer long and dependable service. For your free copy, 


write to 


J. E. RHOADS & SONS 


35 N. Sixth Street, Philadelphia 6, Pa. 


Jannate® LEATHER BELTING... 


“Custom-manufactured” from raw hide to finished product, Tan- 
nate offers long, dependable performance day after day. Its high 
coefficient of friction; transmits maximum power over a wide 


variety of drive conditions. 


Jannate® LEATHER PACKINGS... 


These, too, are “custom-manufactured” to meet individual re- 
quirements. And because of Rhoads exclusive tanning processes, 
supplemented with special impregnating materials, they are made 
to operate over a wide range of pressures, temperatures, and with 


different mediums. 


Jannate ® TEXTILE LEATHERS... 


These are tough, durable and resilient . . 


. available as check 


straps, harness and jack straps, lug straps. Special straps can be 
made to individual requirements. 


RHOADS 


INDUSTRIAL LEATHERS 








PHILADELPHIA * NEW YORK ¢ CHICAGO ° ATLANTA 
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Keller Tool Company, Grand Haven, 
Mich., manufacturer of air tools, has 
established a sales subsidiary in Los 
Angeles known as Keller Tool. 
California, Inc. 

The new company is the sales and 
service outlet for Washington, Oregon 
California, and Arizona. : 


Standard Pressed Steel Co., Jenkin- 
town, Pa., manufacturer of socket-head 
screws, has provided further diversj- 
fication to its line and acquired manu- 
facturing facilities in the heart of the 
Pacific Coast aircraft industry as Coo- 
per Precision Products, Los Angeles, 
manufacturer of hex-head bolts for 
aircraft, becomes a wholly owned sub- 
sidary of SPS. 

Both companies will continue to op- 
erate independently with no changes 
contemplated for the sales organiza- 
tions nor management policy. 


The open-pit operation and develop- 
ment of an ore body, known as the 
veteran, will be undertaken by the 
Kennecott Copper Corporation in Ne- 
vada. Development work will start in 
the near future and full production is 
expected to be attained in 1954. 

Although this deposit, which consists 
of low-grade copper ore, was mined by 
underground methods years ago, it has 
not been in operation since 1914. 

This is the second major develop- 
ment undertaken, recently, by the Ken- 
necott in this area. The first task in- 
volved the moving of an entire town in 
order to operate new shafts of the so- 
called Deep Ruth mine. This mine will 
be in full operation in 1954. 


The Kold-Hold Manufacturing Com- 
pany, Lansing, Mich., manufacturers of 
refrigeration equipment and products 
in the industrial and domestic heating 
fields, has announced a change in its 
corporate name to Tranter Manufac- 
turing, Inc. 

The change was voted by the stock- 
holders who felt that the Kold-Hold 
name had been made inappropriate as 
a result of a well-established product 
diversification program. 

Kold-Hold, which was founded in 
1931 by R. E. Olds, had as its sole 
product in its beginning, Hold-Over 
truck refrigeration plates. The original 
Kold-Hold product now represents less 
than a tenth of the total business of 
the company. 


By concentrating their entire facili- 
ties to the production of aluminum ex- 
trusions for other manufacturers, North 
American Extrusions Corporation, 
Kalamazoo, Mich., expects to provide 
extrusion users with a constantly de- 
pendable and economic source of sup- 
ply. 

A comparative newcomer to the alu- 
minum extrusion field, North Ameri- 
can’s recently completed plant occupies 
a 45 acre site just north of Kalamazoo 
with 25,000 square feet of manufac- 
turing space equipped with the most 
modern facilities for the production of 
extrusions. 
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Up until about 20 years ago, assembly with slotted 





Please mention PURCHASING Magasine when writing to advertisers. 



























screws was one of the slave jobs of industry ... hit or 
miss, slip and slash, nerve-racking to workers and 
often destructive to work. 

Then American gave industry the Phillips Cross- 
Recessed Head Screw, with screw and power-driver 
aligning themselves automatically into a_ single 
straight-driving unit. Right then and there the drudg- 
ery ended, production increased (often as much as 
50%), while work-spoilage dropped to the vanishing 
point. And those who have adopted this modern fas- 
tening method find that American Phillips Screws 
always cost least to use. American engineers will prove 
this to you, on your own assemblies, any time you say. 














AMERICAN 


COMPANY 


PHILLIPS HE AD quarters 
WILLIMANTIC, CONNECTICUT cg) 
Main Office & Plant 
> Willimantic, Conn 


Office & Plant, Norristown, Pa 
Office & Warehouse, Chicago, III. 
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Glas-Kraft has 
amazing all- 
directional 
strength because 
it contains up to 
315 feet of continuous ape 
cially-treated fibers swirled 
into each square foot. Fibers 
are waterproof bonded 
under heat and pressure be- 





NEW PROTECTION 


eee GLAS-KRAFT a really waterproof 


paper...reinforced with glass 
_7 t© prevent rupture 


cee IN GLAS-KRAFT 


GLAS-KRAFT — The smoothest, lightest, most 
pliable reinforced paper available — keeps your 
materials, products and equipment safe from 
weather, wear and the hazards of transit or 
storage. Strong and tough, it is hard to punc- 
ture and difficult to tear. It is the most water- 
proof reinforced paper on the market. 


Ask for GLAS-KRAFT . . . the non-deteriorating, 
all-purpose paper. Use it for wrapping and pack- 
aging steels and other metals, machinery, paper, 
leather, textiles, chemicals, cement, wirestock, 
furniture, etc. Use it for wraps, covers, shrouds, 
tarpaulins, bag, box, case and barrel liners. Use it 
for unitized loading of freight cars and trailers. 
Use it for protecting floors or curing concrete. 
Use it when you want a paper to perform where 
others fail. 


OTHER GLAS-KRAFT PRODUCTS 


@ SEALING TAPE for Carton Closures. Five times 
stronger than ordinary sealing tape. Will not cut car- 
. ton. Replaces string, rope, 

















tween two plies of finest 
specification kraft. 

FREE. Send for new Glas- 
Kraft Folder and Prices today. 
Glas-Kraft is supplied to the 
U.S. Government in quantity. 
It meets JAN-P-125 speci- 
fications for barrier wrapping 
material, Types E-1, E-2, E-3. 
Italso meets Federal Specifica- 
tions UU-P-147, UU-P-264-A 





and UU-P-271-B. 











TRADE MARF OF GLAS-KRAFT, INC. 





wire and strappings. 


@ GLAS-TAPE(ungummed). 
A simple attachment 
on your present equip- 
ment permits you to use 
ungummed Glas-Tape with 
Darex adhesive. Weather- 
proofs the manufacturer's 
joint on your own cartons. 
Creped outer surface mini- 
mizes joint itself. Also 
available in gummed form. 


BETTER INDUSTRIAL PAPER PRODUCTS BY 


GLAS-KRAFT, INC. 


LONSDALE, 


RHODE ISLAND 
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The General Electric Company has 
established a Direct-Current Motor and 
Generator Department, headquartering 
in Erie, Pa., responsible for the DC and 
synchronous motor and generator lines 
formerly manufactured at the com- 
pany’s Large Motor and Generator De- 
partment in Fort Wayne, Ind., and the 
armored motor line produced at Erie 
by the Medium Induction Motor De- 
partment. 

Oscar L. Dunn is general manager of 
the new department aided by Paul D. 
Ross, manager of marketing; Richard 
M. Hartigan, manager of employee rela- 
tions; Paul S. Stough, manager of en- 
gineering; Louis E. Wengert, manager 
of finance; and Francis J. Boucher, 
manager of manufacturing. 





Rochester Industrial Insulations Ine., 
Rochester, N. Y., has purchased the in- 
sulation department of the Chamber- 
lain Rubber Company. The company 
will maintain stocks and give contract 
and _ sales-service on the following 
lines of hot-cold insulation materials; 
Fiberglas Industrial Insulation, Kaylo, 
Unibestos, Foamglas, cork, Ruberoid, 
and cold storage doors. 


F. W. Wakefield Brass Company, 
Vermilion, Ohio, will produce the 
Wakefield Grenadier, Star and other 
Wakefield equipment, formerly pro- 
duced by the Canadian General Elec- 
tric Company, with the formation of 
Wakefield Lighting Limited with fac- 
tory and offices in London, Ontario, 
and sales offices in Toronto. 

A completely new and modern plant, 
to be completed this month, is under 
construction on Wellington Road, Lon- 
don, Ontario. 

The London operations will include, 
besides the Grenadier, the 1953 Wake- 
field Geometrics, large arc-low bright- 
ness equipment and newly developed 
industrial lighting equipment. 





The DeVilbiss Company, Toledo, | 
Ohio, has undertaken the expansion of 

the facilities for its metal working di- 
vision due to the expanding business 

in the spray booth field. 

A new steel-frame and masonry ad- 
dition to the company’s present build- 
ing is designed to provide the organi- 
zation with important additional space 
for manufacturing, storage and ship- 
ping. 

While a portion of the company’s 
spray booths are engineered for indi- 
vidual requirements, the DeVilbiss line 
of standard sized booths are carried as 
stock items. With the expansion of the 
plant’s facilities, better delivery of these 
stock items can be expected. 

The company’s manufacturing facili- 
ties occupy a 50-acre site in Toledo 
and, in addition to the separate build- 
ing housing the metal working division, 
DeVilbiss has seven other modern plant 
structures for the manufacture of rub- 
ber hose, spray guns, air compressors, 
air regulators and transformers and 
other allied equipment. 

The construction work in Toledo is 
expected to be completed in Septem- 
ber. 
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PAR is just another habit! 


When you keep your eye on the ball— and wire have taken us on as their partner. 
and keep playing the game for all you’re Care to shoot a “Practice round” with 
worth, day after day—you’re pretty sure us some time? 
to be a better-than-average performer. THE 

That’s the way it goes in the brass mill B RISTOL B RASS 
business, too. And here at Bristol we are a 

; CORPORATION 
able to score consistently enough — both in a 
‘ Makers of Brass since 1850 in Bristol, Connecticut. 
production and service — so that quite a Offices or warehouses in Boston, Chicago, Cleveland, Dayton, 
Detroit, Los Angeles, Milwaukee, New York, Philadelphia, 
few of the country’s top users of sheet, rod Pittsburgh, Providence, Rochester. 
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Zine phosphate coatings 


to steel in preparation 
for painting 





Here’s the story on the Oakite CrysCoat HC Process, which gives steel 
a firm grip on paint and long-lasting protection against electro chemi- 
cal corrosion. 


Oakite CrysCoat HC gives steel a zinc phosphate coating that weighs 
more than 200 milligrams a square foot. It more than meets U. S. 
Government Specifications JAN-C-490, Grade 1; 57-0-2C, Type 2, 
Class C; and PA-PD-191, Rev. A. Test panels, run for over 500 hours 
in the salt spray chamber, show no signs of blistering or peeling of 
paints ordinarily used in ordnance production. 


Oakite CrysCoat HC may be used in spray-washing machines or tanks 
It has several advantages in production: 


+ it is easy to control. Only one material is used for make-up and up- 
keep. No accelerators, starters, toners, or other additives are needed. 
One simple type of titration is used. 


* It produces relatively little sludge and scale. 
cS It does not require stainless steel in all parts of equipment. 
FREE BOOKLET gives complete 


facts. Ask your local Oakite Tech- 
nical Service Representative, or conit® 


use the coupon below. oO AKITE 


t 
gen’ 


Technical Service Representatives in 
Principal Cities of U.S. and Canada 
po INDUSTRIAL Clean 


“eens . METHODS * 

OAKITE pRODUCTS, INC. ne 

54 Rector St., New York 6, “ ; mm 
Ww 

Please send me your FREE booklet “Ho 


for painting. 
coatings to steel it in pone wiih ee, 


better zinc phosphate 
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At a recent meeting of the board of 
directors of Bearing Specialists, Inc., 
Cleveland, Ohio, it was decided that 
the name Bearing Specialists, Ine., 
would be eliminated and, in the future, 
the corporation would be known as 
Bearings, Inc. 

It was further voted that the name 
Bearings, Inc., will also be used as the 
name of the corporation’s divisions 
which are Ohio Ball Bearing, Indiana 
Bearings, Pennsylvania Bearings and 
West Virginia Bearings. These units of 
the corporation will cease to exist as 
separate operating concerns and all will 
now be known as Bearings, Inc. 


A revamping and expansion of its 
dealer organizations in the mid-west 
and on the west coast has been under- 
taken by the Clark Equipment Com- 
pany, Buchanan, Mich., to handle its 
newly-acquired Ross straddle trucks 
and fork-truck lines. 

A leading manufacturer of materials- 
handling industrial trucks, the Clark 
organization acquired the Ross Carrier 
Company earlier this year. 

The new dealer plan affects Clark 
dealer organizations in California, Il- 
linois, Indiana, Iowa, Michigan, Ne- 
braska, Oklahoma, Oregon, and Wash- 
ington. In most cases, however, exist- 
ing Clark dealers will add the Ross 
products to their activities. 

Newly-appointed dealers who will 
handle the expanded Clark line are 
Robert H. Dodd Equipment Company, 


Portland, Oregon, and the Christy 
Equipment Company, Omaha, Ne- 
braska. 


Rapidly increasing demands for Edi- 
son nickel-iron-alkaline storage bat- 
teries for powering electric industrial 
trucks used in material handling has 
been a major factor leading to new 
plans for plant expansion and increased 
production, according to officials of the 
Edison Storage Battery Division, 
Thomas A. Edison, Inc. 

Under the present setup, expansion 
plans call for 40% increase in battery 
production capacity at the company’s 
plant in West Orange, N. J. 

At the same time that the expansion 
program was announced, it was stated 
that the manufacture of lead-acid bat- 
teries by the company’s automotive 
division would be discontinued. 


The Preferred Bearing Company, 
Bristol, Conn., has been acquired by 
the Hartford Electric Steel Corporation 
and will be known as the Bristol Bear- 
ing Company. The company will pro- 
duce a line of high quality, unground, 
pressed, radial and thrust ball bear- 
ings. 

Officers of the new firm are Walter 
P. Jacob, president, and Fred Weber, 
former head of the Preferred Bearing 
Company, vice president and produc- 
tion manager. 

The board of directors of Bristol 
Bearing are Jacob N. Martinelli, 
Thomas J. Reardon, G. Herbert Semler, 
and Henry A. Wilmerding. 
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When figuring your maintenance painting, never 
put the price before the cost. It can ruin you. The 
price of the paint is only one fourth the cost of 
putting the paint on the wall. And when it 
comes to cutting on-the-wall costs, that’s where 
Barreled Sunlight shines. 


True, the price of Barreled Sunlight might run a 
few extra pennies per gallon. But that slight 
premium pays handsome dividends on the over- 
all cost of the job. 


To begin with, you can use more thinner with 
Barreled Sunlight . . . as much as one gallon of 
thinner to every five gallons of paint. You buy 
less paint . . . and so cut your material costs. And 
of even greater importance (because labor repre- 





sents 80% of the total cost of painting), Barreled 
Sunlight cuts your labor costs, too. It goes on 
faster . . . much faster. It hides better in fewer 
coats. It gives more yardage per gallon. It stays 
brighter, cleaner longer. It saves, in many cases, 
enough on labor to pay for the cost of the paint. 


Before your next maintenance painting job, 
talk with one of our representatives. Talk “cost 
vs. price” with him and see how much Barreled 
Sunlight can save for you. Write and he’ll call. 


BARRELED SUNLIGHT PAINT COMPANY 
18-H Dudley St., Providence, R. |. 


Barreled Sunlight 
Fuinjse 


IT ALWAYS COSTS MORE NOT TO PAINT! 


For over half a century those who know the best in paints . . . for all types of buildings . . . have strongly insisted on famous Barreled Sunlight 
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yourself 
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DINEL 


NEW 
FLOOR 


with the NEW Fuller Liquid Wax 








For those “‘danger spots’’ 


where you need extra anti- 
slip protection. 


“ To get a brilliant lustre 
without hard buffing, get 
Fullustre. 


on all types of floors. 


Quick action on dirt 
moval. 


Also FULLTROL Detergent-Sanitizer, 
disinfectant, Furniture and Metal Polishes. 


. Guar 


' _/Mlustrated folder, 


For heavy duty applications , 


quick action on wax re- 
Use on any floor. 


FULLSAN 


Direct from Us to You 


Manufactured in Our Own Plant 
Stocked in Our Own Warehouses 


Sold only by Fuller Brush Industrial 
Representatives 





FREE 


“Experience is 
” Part of the Product”, gives you the 
“inside” on the connnlon Fuller 
chemical line. Send for your copy 
today! Write to. . 


BRUSH CO 





3554 MAIN STREET © HARTFORD 2, CONN. 





Power driven brushes, Factory & institutional cleaning tools, Waxes & Detergents 
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An improved process in the manu- 
facture of titanium-aluminum 
developed by Alloys and Products, Inc., 
New York City, will enable the com- 
pany to embark on a volume produc- 
tion program of the important ma- 
terial. 

The principal product will be the 5% 
titanium alloy as-used by producers of 
primary aluminum and aluminum foun- 
dries. Titanium-aluminum is a master 
alloy used as an additive to aluminum 
alloys to promote reduced grain size 
and improve mechanical properties of 
the finished product. 

The company has installed facilities 
to provide a melting capacity of 2,500,- 
000 pounds per year. 


Set Screw & Mfg. Co., Bartlett, IIL, 
has acquired from the Shakeproof Di- 
vision of Illinois Tool Works the facili- 
ties for the manufacture and sale of 
the line of Offset Self-Locking Set 
Screws formerly marketed by Shake- 
proof. This screw will now be. known 
as the Setko Offset Self-Locking Set 
Screw. 


A modern, one-story, completely air 
conditioned plant will be constructed 
in Gainesville, Georgia, by the Brun- 
ner Manufacturing Company, Utica, 
N. Y., for the production of its Brunner- 
Metic semi-hermetic refrigeration com- 
pressors. 

The new plant will be known and 
operated as the Brunner Company and 
a new corporation is being formed to 
operate as a subsidiary. 

A warehouse to serve the entire 
southeastern area will be maintained. 
Plans call for the stocking of a wide 
range of air compressors in addition to 
large and small refrigeration units at 
the new Gainesville location. 





NEWS OF YOUR SUPPLIERS 





Adamas Carbide Corporation, Har- 
rison, N. J., has named Raymond J. 
Nagy as sales representative for the 
State of Connecticut. 


A new. stock carrying branch ware- 
house and sales office has been estab- 
lished by Quaker Rubber Corporation, 
division of H. K. Porter Company, Inc., 
in New Orleans, La. to serve the 
southern Louisiana area. Morgan Kath- 
er supervises the new branch. 


Eureka Television & Tube Corpora- 
tion, Thermal Relay Division, Haw- 
thorne, N. J., has appointed Technical 
Services Company, Boston, Mass., as 
sales representatives in the New Eng- 
land area. 


Mid-West Abrasive Company elected 
A. C. Reepenhagen as its new president 
to succeed L. P. Jackson who becomes 
chairman of the board. 

The new president and general man- 
ager joined the orginization in 1944. He 
had been general manager of the Ex- 
perimental Tool & Die Company. 
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The szcZe__ system 
saves money on stainless piping 
and increases flow and capacity 


You can save money on your corrosion-resistant 
piping systems... perhaps even cut your costs in 
half. Speedline engineers have achieved these 
amazing results by using the new light wall stainless 
pipe and versatile Speedline Fittings. Here’s the 
way it works: 


If you are now using Stainless Pipe... 


... chances are that it is the conventional Schedule 
40. But this heavy wall is not needed in 90% of the 
cases. Light wall Schedule 5 pipe costs about half as 
much, and all sizes will easily withstand 150 p.s.i. 
working pressures. Speedline Fittings are specially 
designed for fast, low-cost installation of lignt wall 
stainless pipe lines. And because light wall pipe of 
the same size has a larger inside diameter than 
heavy pipe, you gain 15% to 25% greater flow 
and capacity! 





al ms 


lf you are now using Stainless Tubing... 
Over 800 Speedline flanges are used in this installation by one 


...the Speedline system offers real savings and of the largest chemical producers. Shortly after they were 
advantages. It permits you to change to a light wall installed, a mishap occurred which caused the fluid to solidify in 
pipe rather than tubing size—at no increase in cost. the lines, building up tremendous pressures. When the lines were 


And here's where you gain. Standard equipment put back into operation, not a single Speedline flange leaked! 


like valves, pumps, sight gauges, etc., are made in 
pipe sizes—you hook right in without special 
adapters! And equally important, piping permits 
you to use the next lower dimension (for example, 
1" Schedule 5 has even greater capacity than 14” 
O.D. tube). This means that you can use smaller 
valves, flanges, and other accessories—an entire 
installation would be considerably lower in cost. 




















Look for the “Tangential Feature” 


These drawings show a Speedline Tee and 90° 
Elbow. The dotted lines show the termination points 
of conventional fittings. The additional straight sec- 
tion of Speedline Fittings permits attaching of 
unions or flanges without fouling, reduces the num- 
ber of welds required, and eliminates troublesome 
curved or angle joints. The tangential feature is 
why you get better results at less cost common to all Speedline Fittings such as Ells, Tees, 
with Speediine Fittings. Crosses, etc. 


WRITE FOR THIS FREE BOOK 


Just write a note on your company 
letterhead and we will mai! the 


Speedline catalog to you. It shows 





Speedline distributors are located in principal cities from coast to coast 










Corrosion-Resistant FITTINGS | 


— the newest thing in pipeline economy 


Manufactured by HORACE T. POTTS CO. - 530 E. Erie Avenue *« Philadelphia 34, Penna 
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STANDARD 
STOCK SIZE 


JOHNSON 
sleeve 


BEARINGS 
FROM YOUR 


JOHNSON GP 


BEARINGS JOHNSON 
These GP ee prs LEDALOYL 
sh Sanaa conbeunieenak th BEARINGS 


21 lengths of i ize. 

engths of a given size Powder Metallurgy Ledaloy! 
Self Lubricating bearings in 
plain, flanged and self- 


JOHNSON EM aligning types. 












BEARINGS JOHNSON 
NL Sean ane. anehiabte her UNIVERSAL 


all popular motors. 


Equal to or better than B RO N Z E BAR S 


original bearings. Cored, solid and hexagon 


bars, 13 inches long. All 
except hexagon bars com- 
pletely machined 1D, OD 
and ends. 


JOHNSON. 
RY ® 


leeve- J 


BABBITT METAL 


e Tin base and lead-base 
Babbitt in 7 pound bars. 


Over JOHNSON 
200 GRAPHITED 
pe: BEARINGS 


Cast Bronze Graphited Bearings provide 40 to 

Write for 3 45% graphite contact with shaft, for applica- 
, eee tions difficult to lubricate, or where ordinary 

catalog i lubricants may damage goods in process. 


JOHNSON BRONZE COMPANY « « «+ 





405 South Mill St., New Castle, Pa. 











Please mention PURCHASING Magazine when writing to advertisers. 


Belle Alkali Company, Belle, W. Va, 


a subsidiary of Diamond Alkali Com. | 


pany, Cleveland, Ohio, has named Wij- 
liam B. Beeson, Jr., as its new sales 
manager. Mr. Beeson will make the 
Cleveland offices his headquarters, 


Columbia-Southern Chemical Cor- 
poration, Pittsburgh, has announced 
the appointment of C. F. Bingham. 
former assistant director of sales, to 
director of sales with his headquarters 
in Pittsburgh. 


A 17 year veteran of U. S. Steel 
Corporation, Canute R. Olsen has been 
appointed manager of the general sales 
staff for the corporation’s Supply Divi- 
sion in Chicago. 


The Bakelite Company, a division of 
Unon Carbide and Carbon Corpora- 
tion, New York City, has named John 
D. Benedito as assistant general sales 
manager. 





John D. Benedito 


Mr. Benedito joined Union Carbide 
in 1935 following his graduation from 
Yale University and was manager of 
the Molding and Extrusion Material 
Department prior to his new appoint- 
ment. 


The former northwestern district of 
the Westinghouse Electric Corporation 
has been renamed the Mid-America 
Region with headquarters in Chicago. 

The new region will encompass Iowa, 
Minnesota, Nebraska, North Dakota, 
South Dakota, Wisconsin, and parts of 
Illinois, Indiana, and Michigan. 

In addition a new Chicago district 
office has been established and three 
former branch offices, Des Moines, 
Milwaukee and Minneapolos have been 
changed to the status of district offices. 
Three former sub-branch offices, Dav- 
enport, Duluth and Omaha have been 
made branch offices. 

The new manager of the Chicago dis- 
trict office is A. M. Fisher who has 
been replaced as regional industrial de- 
partment manager by V. S. Acton. J. 
R. Walter has been appointed regional 
manager of the Application Data and 
Training Department to succeed C. W. 


Mills who moves to the. new Chicago 
office. 
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This unretouched photo shows Bernheim’s 
modernized power plant operating under 
full load. Three boilers now provide more 
steam than six boilers did before modern- 
ization. Automatic combustion controls 
have been installed. The increased effi- 
ciency has resulted in large fuel savings, 
virtually smokeless operation, and greatly 
reduced maintenance costs. 


Why not take full advantage of coal’s economy? Cut 
your operating costs to a minimum with automatic coal- 
and ash-handling equipment. Get more steam for every 
dollar with an up-to-date combustion installation. 

Whether you're building a new plant, or planning to 
modernize, a consulting engineer can show you how 
you can get big savings by burning coal in a modern 
plant designed to meet your specific needs. 

Consider, too, that of all fuels, coal alone has virtually 
unlimited reserves. And America’s coal industry leads 
the world in efficient, economical production. That 
means that, unlike other fuels, ample coal will be avail- 
able in the future—and at relatively more stable prices. 





if you operate a steam plant, you can’t 
afford to ignore these facts! 


COAL 
COAL 


COAL 


COAL 


COAL 
COAL 


in most places is today’s lowest-cost fuel. 
resources in America are adequate for all 
needs—for hundreds of years to come. 


production in the U.S.A. is highly mechanized 
and by far the most efficient in the world. 


prices will therefore remain the most stable of 
all fuels. 


is the safest fuel to store and use. 
is the fuel that industry counts on more and 
more—for with modern combustion and han- 


dling equipment, the inherent advantages of 
well-prepared coal net even bigger savings. 


BITUMINOUS COAL INSTITUTE 
A Department of National Coal Association, Washington, D. C. 


FOR HIGH EFFICIENCY we FOR LOW COST 


YOU CAN COUNT ON COAL! 
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| “WE CUT OPERATING COSTS $67,000 A YEAR— 
BY BURNING COAL THE MODERN WAY!” 
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wire rope craftsman 


LOSE tolerances in wire rope diameter 

depend on the accuracy of the forming 

dies. These dies are carefully polished, and their 

surfaces checked at frequent intervals—another 

example of Upson-Walton craftsmanship 

which builds high quality for long service into 
Upson-Walton wire rope. 


Upson-Walton wire rope is sold through 
selected distributors. Free catalog available on 
request. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE e CLEVELAND 11, OHIO 
New York . Chicago . Pittsburgh 


MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS — ESTABLISHED 1871 


70 
. 
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A new sales office in Rochester, 
N. Y., has been opened by Sterling 
Electric Motors, Inc., Los Angeles, 
Calif., with John C. Ringland being 
appointed as manager of the new 
location. 

Mr. Ringland has been district man- 
ager in Detroit and Toronto, Canada, 
for Sylvania Electrical Corp., before 
joining Sterling. 


The Pure-Pak division of the Ex- 
Cell-O Corporation has announced the 


George L. Huffman 


promotion of George L. Huffman from 
assistant sales manager to sales man- 
ager of the division. 


Morse Twist Drill and Machine Co. 
New Bedford, Mass., has named Fred 
Duff as district manager of the com- 
pany’s operations in and around Chi- 
cago. 


Fred Duff 


Mr. Duff was formerly district man- 
ager in Cleveland and in metropolitan 
New York City. Rex Bennett has been 
assigned the district managership in 
New York to succeed Mr. Duff. 


A new sales and service factory 
branch office of the Thor Power Tool 
Company, Aurora, IIL, will be opened 
in Atlanta, Ga., in October: 

The Atlanta office, scheduled to oc- 
cupy quarters in a new building under 
construction at 1363 Spring Street, will 
serve distributors and tool users in 
Georgia, South Carolina and Florida. 
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Protected Type Motors 


solve tough production 
brobleins 


Do you need motors to operate under 
severe conditions? If you do—you can 
solve your problem easily with Wagner’s 
complete line of protected type motors. 


TYPE CP—Totally-enclosed Fan- 
cooled. Steel frame. 1 to 250 hp. 











TYPE HP—Explosion-proof. Steel 
They are specifically designed for use 
corrosive vapors or abrasive dusts... 


frame. 1 to 250 hp. 
wherever EXTRA protection is demanded 
—for bearings or windings... against 
in explosive atmospheres or in exposed 


In their specific applications, each of these 
Wagner Motors assures complete protec- 


outdoor locations. 

tion of vital parts. Wagner Motors are TYPE EP—Totally-enclosed Fan- 

backed by more than sixty years of motor pp Cast iron frame. 2 te 
Si . . r 

building experience. 











* * * 


A Wagner engineer will be glad to help 
you select the correct motor for your 
specific application. Consult the nearest 
of our 32 branch offices, or write for Bulle- 
tin MU-185 for complete information. 





TYPE JP—Explosion-proof. Cast 
iron frame. 2 to 250 hp. 


- 








TYPE RP—Drip-proof. Steel TYPE XP—Splash-proof. Cast TYPE TP—Totally-enclosed, non- 
frame. Yo to 400 hp. iron frame. ¥% to 200 hp. ventilated. Y% to 15 hp. 




















WAGNER ELECTRIC CORPORATION 
6369 Plymouth Ave., St. Louis 14, Mo., U.S.A. 





ELECTRIC MOTOR: , TRANSFORMERS INDUSTRIAL BRAKE‘ 
AUTOMOTIVE BRAP SYSTEMS AIR AND HYDRAULIC 



















BRANCHES IN 32 PRINCIPAL CITIES 


53-10 
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Witco Chemical Company, New York 


| A Good. Rule To Felloge _ N. ¥., has appointed Charles W. Grubk 


sales manager for the New England 







States. His headquarters are in Bos- 
ton. 


Arthur McKinley has been named 
general sales manager for the Key- 
stone Manufacturing Co., Center Line, 
Mich. 








a < 

= Arthur McKinley 

a Mr. McKinley was formerly associa- 
— ted with McKinley-Mockenhaupt, Chi- 
= cago. 
j > =} 
| 4 


Acushnet Process Company, New 
Bedford, Mass.,, has announced the 
election of Karl P. Goodwin as second 








Note the many planes and 
angles in the pieces shown 
above — the smooth, perfectly 
molded surfaces. Only knowl- 
edge and experience in selecting 
the material, expert skill in mak- 
ing the dies, and equal skill in 
molding can result in finished 
pieces like these. Karl P. Goodwin 














vice president and director of sales for 
its Rubber Division. For the past eight 














years, Mr. Goodwin has been sales 
x manager of the Rubber Division. 
” 
w 


SEND BLUEPRINTS OR SAMPLES 


Crucible Steel Company of America 
has appointed Edward LeMaire as sales 
engineer for the company’s drill steel 


division in the eastern United States 
Ku bs mn & J re (GO) b territory. 
M7 a. 


Thomas J. Manning has been named 
district manager of the Okonite Com- 
pany, Passaic, N. J. 

Mr. Manning has been with the 
Okonite organization as a sales engi- 





1221 SOUTHARD STREET, TRENTON 8, N. ?. 
Telephone Trenton 4-5391 


CONTACT THE 


S.C. Ullman, ss W. 42nd St., New York, N.Y. neer since 1946. 
vephone—Penn 6-0346 
K & J ie tanh Seatees ¢ Edgecomb Steel of New England, 
z. yier, Box tratfor onn. * . 
REPRESENTATIVE a, ‘Teleptione — Bridgeport 7-4293 Inc., Milford, _Conn., has appointed 
NEAREST YOU Edgar R. O’Brien as assistant to the 
Wa. A. —— . oo Read, president and Frank L. McCann as 

















general sales manager. 
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Towmotor dumps pot of annealed castings into shakeout IN U.S 
hopper at Cleveland plant of Eberhard Manufacturing Co. 


INDUSTRY 


BOTTOMS UP! 





Here’s to TOWMOTOR, the fast and economical way of handling 
materials! Easy, too, because TOwMOTOR Power Steering reduces 
steering effort 80% ! And speaking of power, the new “Cushioned 
Power” Diesels are as gentle and economical as ponies — with 
all the terrific strength of wild horses! There are dozens of other 
features that make special jobs like the one above, mere routine, 
and make your job twice as important to the boss. Send today 
for free booklet, ““What Makes It Tick?” TowMoTor Corpora- 
TION, Div. 1108, 1226 East 152nd Street, Cleveland 10, Ohio. 





TOWMOTOR 


ele ee ee 


FORK LIFT TRUCKS and TRACTORS 
SINCE 1919 
TOWMOTOR ENGINEERED FOR QUALITY PERFORMANCE 
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New Process Cuts Printing 
Costs on Polyethylene Film 


A special surface-treating process 
for polyethylene film to increase 
ink adhesion, speed-up press run, 
lower printing costs and help solve 
the major problems of printing on 
this packaging material, has been 
developed by Chester Packaging 
Products Corp., Yonkers, N. Y. 

The newly treated film, called 
Cheslene TF, allows for faster 
printing, more uniformity of im- 
pression, more brilliant colors; 
greater design possibilities, and bet- 
ter printing permanence. It also 
lessens the need for overcoating 
after printing. 

The demand for polyethylene film, 
made from Bakelite polyethylene 
resins, is based on its toughness, 
translucence, flexibility at sub-zero 
temperatures and_ resistance to 
moisture and most chemicals. One 
wide-spread use of the film is in 
the packaging of fresh, frozen, and 
prepared foods. 


se ' # 


Packard Motor Develops 
Gears of Nylon Plastic 


Packard Motor Car Company has 
developed gears made of nylon 
plastic and is now installing them 
on Packard cars and Packard Clip- 
pers. The three new plastic gears, 
a driving gear and pinions for the 
transmission governor and _ the 
speedometer, have many advantages 
over the old gears made of steel 
and brass. 

The installation of these new 
gears marks the first time plastic 
materials have been used success- 
fully in the complete gear train. 
Packard research engineers spent 
three and a half years developing 
them, and a plastics molding firm 
required 11 months in which to 
perfect the machines to produce 
them. 

Four advantages are claimed for 
these plastic gears compared to 
those made of steel and brass: they 
operate more quietly, are lighter, 
wear longer, and can be produced 
and installed less expensively. Prior 
to being placed in production, the 
gear trains were given over 100,000 
mile road tests on regular Packard 
and Clipper models. 

This new application of plastics 
is seen as the forerunner of greater 
use of this material for moving 
parts in automobiles. In times of 
metal shortages, brass and steel in- 
variably appear on the critical list. 
The plastic has limitations, however, 
and cannot be used at the present 
time in parts of the car where heat 
over 250 degrees is generated. 
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How to identify 
the accident-prone workers 


In your 


You can benefit from these 
Bausch & Lomb industrial 











oy 








vision services 


Complete Line of Protective Eyewear 
—Completely dependable safety eye- 
wear engineered to meet the most 
rigid tests for every job in your plant. 
Protection from all types of eye hazards. 


Corrective-Protective Service — Fast, 
dependable iaboratory service in 
every major industrial area for pro- 
fessionally-prescribed corrective safe- 
ty lenses for worker comfort and 
efficiency. 


Plant Surveys on Eye Protection— 
Bausch & Lomb offers services of ex- 
perienced safety experts to investigate 
problems of eye-hazardous opera- 
tions in your plant and make recom- 
mendations for their solution. 


Employee Education Programs—Post- 
ers for bulletin boards, pay envelope 
inserts, other material designed to 
stimulate interest among workers for 
eye safety measures; an adjunct to 
your safety program. 


Occupational Vision Service—A 
quick, dependable method for relat- 
ing visual performance of each em- 
ployee to his job. The Bausch & Lomb 
Ortho-Rater is especially valuable for 
identifying accident-prone workers. 


Leadership in Optical Science—For 
100 years Bausch & Lomb has been a 
leader in research and development 
of products to serve better the optical 
and visual needs of mankind. All in- 
dustry is profiting today from this 
knowledge and experience. 





he _ 
iP INTOA ON 
NEW CENTURY | 
OF OPTICAL 
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More than 25% of all industrial employees are 
accident repeaters because they are not visually 
qualified for their jobs. These accident-prone 
workers are largely responsible for the huge 
medical and compensation bill industry pays 
every year. 

You can cut your accident costs if you know 
which workers in your plant are most apt to have 
accidents. The Bausch & Lomb Occupational 
Vision Program scientifically points out those em- 
ployees and job applicants whose visual per- 
formance makes them accident risks. Based upon 
use of the Ortho-Rater, a precision optical instru- 
ment for measuring visual performance, it relates 
visual skills to job requirements and provides a 
system for improving the visual efficiency of 
workers—to the profit of both employer and 
employees. 

Hundreds of leading companies have saved 
many thousands of dollars in accident costs with 
the Bausch & Lomb Occupational Vision Program. 
For complete details, contact the Bausch & Lomb 
Office in your area or send for the brochure, “Eyes 
Right for the Job”: Bausch & Lomb Optical Co., 
90620 Smith Street, Rochester 2, New York. 


BAUSCHZ.6 LOMB 













PROGRESS 


BAUSCH & LOMB CENTENNIAL 


fy Cyoweat 
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motor parts set 


powers the 


CUMMINS 


ball-rite drill 


ow Com t222 0. mortor 
by te Company A Revo 


EMC and CYCLOHM Fractional H. P. Motors 


Universal and Direct Current 1/1000 to 1/2 h.p. 
Shaded Pole 1/2000 to 1/8 h.p. * Induction 1/1400 to 1/4 h.p. 
Dynamotors @ Blowers © Motor Parts Sets © Gear Motors 


Cummins-Chicago Corp., nationally famous manufacturer 
of business machines and portable tools, has selected EMC 
Model 150 motor part sets for the new Ball-Rite 44 Drill. 


Mr. Otto Downer, Vice-President and Chief Engineer for 
Cummins, states: “The ‘Heart’ of the Ball-Rite 44 Drill (for that 
matter, any Cummins drill) is the motor. We find that the 

EMC motor meets our exacting requirements with respect to 
workmanship, durability and excellent performance 

under heavy work load.” 


EMC and CYCLOHM fractional h.p. motors, motor parts 

sets, dynamotors and blowers are used by hundreds of leading 
manufacturers for hundreds of applications — portable 

tools, business machines, sewing machines, electronic equipment, 
jet aircraft, radar and others. If you have an application 
requiring fractional motors, check with Howard today. 


HOWARD 





DEPT. PM-3 + HOWARD INDUSTRIES, INC. - RACINE, WISCONSIN 
oivisions: FMC evectric motor corp. CQ > cycionm motor corp. 


RACINE ELECTRIC PRODUCTS 
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H. K. Porter Company Acquires 
A. Leschen & Sons Rope Company 


H. K. Porter Company, Inc., Pitts- 
burgh, has acquired a controlling 
interest in A. Leschen & Sons Rope 
Co., St. Louis, Missouri. 

The Leschen Company, estab- 
lished in 1857, is one of the country’s 
oldest producers of wire rope. The 
company supplies wire rope for oil 
and gas drilling, elevators, marine 
uses, derricks and cranes, bridges, 
water well and blast hole drilling, 
rope slings, and many other pur- 
poses. Operations will continue as 
Leschen Wire Rope Co., a Division 
of H. K. Porter Company, Inc., 
under the direction of D. W. Vernon, 
Vice President and General Man- 
ager. A. A. Leschen, former presi- 
dent, has expressed a desire to re- 
tire from active business. 
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New Process Converts Pulverized 
Coal to Gas In One Step 


A new process whereby pulver- 
ized coal is converted in one step 
to synthesis gas, a mixture of car- 
bon monoxide and hydrogen which 
is the base of over 100 of the world’s 
most important chemicals, was ex- 
plained before the American Gas 
Association recently. 

Instead of producing synthesis 
gas from pulverized coal in one 
operation, the previous method was 
to convert the coal to coke and then 
in additional steps, convert the coke 
to synthesis gas. It was pointed out 
that the new process would produce 
the gas much more economically 
than the old method by permitting 
the use of lower grade coals, and 
also would lend itself to operation 
in widely diversified locations in- 
stead of only near beds of high 
grade coal. 

Babcock and Wilcox’s thirty years 
experience in utilizing pulverized 
coal firing for large industrial boilers 
was an important factor in the suc- 
cess of this development. After a 
pilot plant had proved the prac- 
ticability of the new process, a large 
semi-scale plant was built for the 
Du Pont Company at their Belle, 
W. Va., works in the fall of 1951. 
This plant converted 3000 lb of coal 
into gas, producing 2,000,000 cf per 
day. As a result of these early ex- 
periences, Grossman revealed that 
Du Pont has placed an order for a 
full scale plant with B & W which 
is scheduled to go into operation 
next year. It will be the largest 
single unit for producing synthesis 
gas by either the old or new method. 
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@ A fleet of fork trucks including Bakers, 
coupled with intelligent planning and material 
handling engineering, enables Westinghouse 
Electric Corporation to cut handling costs 
more than $57,000.00 per year at its huge 
East Pittsburgh works. Savings in which the 
Baker Trucks participate, include: 


e@ $12,000.00 warehousing raw materials in 
the molded materials section 


e@ Another $12,000.00 handling finished molded 
products 


@ $9,000.00 on one scrap handling operation 

e@ $7,500 by handling castings on pallets in 
yard storage 

@ 100% added storage capacity in molded 
materials warehouse 


@ Doubling capacity of drum storage space 
in yard 


These savings were made possible by replac- 
ing manual handling and other slow methods 
with efficient fork-truck unit-load handling. 
In some instances Westinghouse devised 
special pallets and containers to achieve 
greatest speed and efficiency from their 
versatile Fork Trucks. 
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THE BAKER-RAULANG COMPANY 


CLEVELAND 2, OHIO 


1253 WEST SOth STREET * 






Westinghouse 


saves in excess of 


| $57,000 pet year 


by FORK TRUCK 
HANDLING 





Illustrated above is a special 
stringer pallet which enables 
Baker Fork Trucks to tier and 
transport drums four at a 
time, doubling storage capacity 
and speeding these operations 
substantially by eliminating 
manual methods. 


This method of handling 
scrap saved $9,000.00 in 
one year. Driver merely 
operates controls—the 
truck does the work. 


yard storage on pallets 
with Fork Trucks saves 
$7500.00 per year over 
former methods—and 
multiplies storage capac- 
ity by tiering. 


4 Handling castings in 


By palletizing bagged 

materials for fork truck 

handling, tiering to ware- 
house ceiling more than 
doubles storage capacity. 
This method cuts han- 
dling costs $12,000.00 
per year. 


your copy of the“ Baker Handling Library” 


@ 
A = Write, a new portfolio of actual case histories, 





The Baker-Lull Corporation, Subsidiary, Minneapolis, Minnesota 
Material Handling and Construction Equipment 


Avucust, 1953 


Please mention PURCHASING Magazine when writing to advertisers. 


industrial trucks 





285 











ADJUSTING SCREW 

SILVER CONTACTS 

*TRI-SNAP BI-METAL ASSEMBLY 
MOLDED CERAMIC BASE 
MOUNTING PLATE 
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Product of Westinghouse Electric Corporation, 
Meadville, Pennsylvania 


Westinghouse Tri-Snap® thermostats in butter warmer compartments 
of household refrigerators permit storing butter at a temperature 
higher than that of the food storage compartment. Thus a housewife 
can select a butter temperature that assures her the spreading con- 
sistency she desires. The snap action, quick make-quick break, is 
largely dependent upon precise Chace Thermostatic Bimetal. 


The butter compartment is warmed by a molded wire resistor 
under the box. The crimping of the outer edges of the slotted 
bimetal element shortens the over-all length, placing the center 
section under compression. As the bimetal deflects due to the rise 
and fall of ambient temperature, the “oil-can” effect of the distorted 
center causes a sharp make-and-break contact with the resistor. 
Opening the gap between contacts lengthens the “off” period, hence 
the spreading consistency may be controlled to the queen's taste. 


Chace engineers, recognized authorities on temperature responsive 
devices invite you to consult with them before designing your new 
temperature actuated control. Our 29 types of thermostatic bimetal 
are available in strips, coils, random long lengths and welded or 
brazed sub-assemblies. Write for our 32-page booklet “Successful 
Applications of Chace Thermostatic Bimetal.”’ 


W.M. CHACE CO. 


1635 BEARD AVE., DETROIT 9, MICH. 
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International Competition 
For North American Trade 


(Continued from page 91) 


these wares makes up a considerable 
industry. The dollar value is im- 
pressive. 

But the production of handicrafts 
can never give high level employ- 
ment to the industrial centers of 
Europe, such as Manchester, Milan, 
Brussels, Hamburg. To keep these 
centers going, there must be a more 
basic product — machinery, textiles, 
appliances, tools, plastics, products 
which are purchased, used and con- 
sumed in ordinary usage. 

These, however, are _ products 
which the U.S. makes in abundance. 
True, Canada can absorb more of 
Europe’s industrial products in pro- 
portion to the population than can 
the U.S. — but Canada also is an 
industrially advanced nation. 

These conditions are fairly trans- 
parent, even to the European ex- 
hibitors at the Toronto Fair. They 
would like to sell the North Ameri- 
can market, and the question most 
often asked by the Europeans is: 
“What can we make for the Ameri- 
can market?” 

The obvious answer, citing the 
traditional baskets and lace, glass- 
ware and pottery, is an insufficient 
answer for the steel makers of Bel- 
gium, Germany and France — or 
for the machine builders of Britain, 
Germany and France — or for the 
electrical equipment manufacturers 
of Sweden, Britain and Switzerland. 

So they come to the Fair — and 
what do they show? This is from 
an analysis of the amount of floor 
space which each country allocated 
for exhibits: 

Of a total of 45,360 feet of exhibit 
space showing British products, 26,- 
340 feet were devoted to machinery; 
10,500 to construction and _ road 
equipment, and 2,640 to electrical. 
Of a total of 20,420 feet of exhibit 
space used by the Germans, 10,- 
320 were devoted to machinery; 
1,340 to construction and road equip- 
ment, and 1,320 to electrical. The 
Germans also had _ considerable 
space devoted to household furnish- 
ings and appliances, and to textiles. 

More than one-third of the Bel- 
gium exhibit was in machinery. 
Practically the whole of the French 
exhibit was devoted to machinery. 
The Swedish exhibit was all trans- 
port equipment and machinery. The 
Italians devoted their entire exhibit 
to machinery. 

Another significant aspect of the 
Toronto Fair was the difference in 


(Please turn to page 288) 
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Distributors of Carpenter Stainless Tubing and Pipe 


ATLANTA, GA. KINGSPORT, TENN. 
J. M. Tull Metal & Supply Slip-Not Belting Corp. 


— LOS ANGELES, CALIF. 
BALTIMORE, MD. Electric Steel Foundry Co. 
Horace T. Potts Company McKEESPORT, PA. 
BEAUMONT, TEXAS A. B. Murray Co., Inc. 
Standard Brass & Mfg. Co. MILWAUKEE, WISC. 
BUFFALO. N.Y. C. A. Roberts Company 
Service Steel Division NEW ORLEANS. LA. 

Van Pelt Corporation Standard Brass & Mfg. Co. 
CAMBRIDGE, MASS. NEW YORK, NY. 
Brown-Wales Company Peter A. Frasse & Co., Inc: 
CHARLESTON, W. VA. PHILADELPHIA, PA. 
McJunkin Corporation Horace T. Potts Company 
CHICAGO. ILL. PORTLAND, ORE. 


Electric Steel Foundry Co. 


ROCKFORD, ILL. 
C. A. Roberts Company 


C. A. Roberts Company 


CINCINNATI, OHIO 
Service Steel Division 


Van Pelt Corporation ST. LOUIS, MO. 
C. A: Roberts Company 
CLEVELAND, OHIO 
The Cleveland Tool & ST. PAUL, MINN. 
Supply Co. C. A. Roberts Company 
DETROIT. MICH SAN FRANCISCO, CALIF. 


Service Stee! Division Electric Steel Foundry Co. 
Van Pelt Corporation SEATTLE, WASH. 

Electric Stee! Foundry Co. 

ELIZABETH, N.J. ost Skee + 


Schnitzer Alloy Products Cp. SHREVEPORT, LA. 
Standard Brass & Mfg. Co. 
HARTFORD, CONN. 


SPOKANE, WASH. 
Peter A. Frasse & Co., Inc. Electric Steel Foundry Co. 


HOUSTON, TEXAS TULSA. OKLA. 
INDIANAPOLIS, IND. YORK, PA. 
C. A. Roberts Company Horace T. Potts Company 


( arpenter 


Whenever you see this a fe. | 
remember 


“One call does it all” 


fd 


Whatever your problem, you can count on your 
Carpenter Stainless Tubing Distributor for the right 
answers on design and fabrication...on selecting 
proper analyses and sizes...on corrosion resistance 
...0Nn production techniques. You can count on him 
to supply you with a wealth of helpful technical data 
that will save you time and trouble in selecting, order- 
ing and fabricating your stainless tubing. 


You can count on him, too, to give you time-saving 
delivery on your stainless tubing or pipe requirements. 
If he can’t immediately supply your exact needs from 
the many analyses and sizes in his large warehouse 
stock, he’ll get you a positive delivery date . . . or even 
suggest a suitable alternate type or size. Because 
Carpenter Distributors are located in principal cities 
from coast to coast, you can get the kind of service you 
want, when and where you need it. So make one call 
do it all next time you need stainless tubing—call your 
Carpenter Distributor. 


The Carpenter Steel Company, Alloy Tube Division, Union, N. J. 
Export Dept.: The Carpenter S‘eel Co., Port Washington, N.Y. 
““CARSTEELCO” 


SESS ae a 


* guaranteed on every shipment 


Avucust, 1953 Please mention PURCHASING Magazine when writing to advertisers. 287 











Precision 
Engineered 
ior Top 


eCieiehias 
by 



































OVER 4000 TYPES OF 
CASTERS & WHEELS 
FOR EVERY USE! 


DARNELL CORP, Wry, 


60 Walker Stroet, New York 13,N.Y. 
36 North Clinton, Chicago, Illinois 


DOWNEY, (LosAngeles County) CALIF. 








International Competition 
For North American Trade 
(Continued from page 286) 


selling approach of the sellers of the 
various nations. 

A Canadian Government official, 
commenting on the difference be- 
tween the British and the North 
American tradition in trade, pointed 
out that in Britain a purchasing 
agent might describe his supplier 
as a “good place to buy”. The North 
American tradition would suggest 
the comment that a particular sup- 
plier had “an aggressive sales 
policy”. 

From the activities of the various 
exhibitors at the Fair, it appeared 
that the German and Japanese ex- 
hibitors were quicker to adapt 
themselves to the North American 
tradition in trade. The Germans and 
the Japanese were more aggressive 
in showing their wares — were 
quicker in answering questions and 
following up with a sales approach. 

The British exhibitors maintained 
the solidity and calm for which they 
have long been noted. The Britain- 
will-deliver-the-goods attitude was 
fairly apparent, and nonetheless for- 
midable for its conservatism. The 
French and Belgian approach was 
more shy than conservative, and 
many of the exhibitors from other 
lands seemed somewhat confused by 
it all. 

Actually, it is a valuable expe- 
rience to go to the trade fair — 
for buyers and exhibitors alike. 
Some purchasers find just what they 
want, and buy in considerable 
quantity. Some sellers do a big 
business. But for all, it is a valuable 
window on the marketplace—where 
buyer and seller get together and 
look at the products created by the 
world’s ingenuity and toil. 
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Materials Control System 
For Requirement Buying 


(Continued from page 98) 


The materials planner indicates 
parts received, by drawing a line on 
this chart through the quantity re- 
quired for the lot. He makes no 
entries on the “schedule require- 
ments card” except this line and the 
amount applying against the next 
lot if the amount received does not 
cover the quantity needed. By 
glancing over his cards, he can de- 
tect shortages at once, and concen- 
trates his efforts on the receipt of 
short items. Since he works con- 
stantly with these requirements 
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FIRE BRICK CEMENT 
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NATIONALLY USED FOR BONDING 
STOPPER ROD ASSEMBLIES 


Stopper Rods being assembled. Note 


the liberal application of ADAMANT 
to the Stopper Rod pin. 
ADAMANT—Ready-Mixed and easy to use 
—available in air-tight drums of 100, 250 
- and 500 Ibs. capacity. 
ADAMANT Folder and/or list of users’ 
names gladly sent upon request. 


789 S. Swanson St., Philadelphia 47, Pa. 


171 Eastern Avenue, Toronto 





BOTFIELD REFRACTORIES CO. 


In Canada, Canadian Botflield Refractories Co., Ltd. 








MAKE 
INDUSTRIAL 

HOSE 
LAST LONGER 


For full information write for 
the Sherman industrial brass 
fittings catalog. 
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cards, the receiving record entries 
serve aS a repeated reminder to 
keep checking on deliveries and in- 
ventory control. 

Whenever a change in schedule 
order, addition of new models, or 
cancellation of a model occur, this 
is accomplished by cutting the card 
and rearranging by inserting the 
pieces of the card under the chan- 
nels on the schedule requirements 
card in the revised order. It is not 
necessary to recalculate require- 
ments, unless the lot is divided. If 
the materials are shown “in” on the 
lot moved, these quantities are re- 
distributed according to the new 
line-up of requirements. 

Setting up and meeting parts re- 
quirements for the work schedules 
under this system is accomplished 
so quickly that we have never had 
any difficulty in keeping up with 
the rapidly changing production 
schedules with which we have had 
to contend in the past few years. 
Efficient production scheduling has 
been an indispensable part of pro- 
duction dependability, which we 
have always striven to make a Gib- 
son trademark. 
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Can Contracts Be Rescinded? 
(Continued from page 124) 


standing being that the defendant 
(Dimos) would give it a trial and if 
it proved satisfactory he would 
purchase it. The defendant (Dimos) 
was given ample opportunity to test 
the equipment. The test period was 
extended from the fall of 1948 until 
the weather became warm in the 
summer of 1949. Such a contract 
may be characterized as an execu- 
tory contract which would become 
an executed contract either upon 
confirmatory action on the part of 
the buyer or by unreasonable inac- 
tion on his part. Inaction on the part 
of the buyer in a case of this kind 
may transform a sale on approval 
or trial into an absolute sale. Where 
there is a sale on trial, there is no 
sale until the approval is given, 
either expressly or by implication, 
resulting from keeping the goods 
beyond the time allowed for trial, 
which is a reasonable time if not 
expressly fixed; and the failure to 
return the goods within the time 
specified for trial or with a reason- 
able time makes the sale absolute.” 


Delay Implies Approval 


For comparison, see Wood Reap 
& M. Machine Company, v. Smith 
50 Mich. 565; Brown v. Austin- 


(Please turn to page 290) 
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OFFICE FURNITURE 





BRUSHES |RONING BOARDS 
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WATERPROOF 

CASE LINERS ® CEDAR CHESTS 
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WALLBOARD 


INSULATION 
BATT BAG 


DIVANS 


CASKETS 


MATTRESSES 


TAKES THE RAP 
OUT OF WRAPPING 


The Bemis Paper Specialty Man has more clever ways than 
a magician when it comes to cutting packing costs. If you 
now wrap in paper, it’s likely he can show you practical 
ways to convert to special paper bags . . . some with self- 
seal closures . . . that can save packing time in your plant 
and lower packing and shipping costs for you. 


Shown here are just a few of the products that use Bemis 
paper specialty packing to a big advantage. 


& 
Paper Specialty Plants 
1054 S. Vandeventer, St. Lovis, Me: 


Albion, New York 


ye 
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Can Contracts Be Rescinded? 
(Continued from page 289) 
Western Company, 111 Va. 209, 
Buckstaff v. Russell, 79 F. 611; 
Roach v. Warren-Neeley & Com- 
pany, 151 Ala. 302; House v. Beak, 
141 Ill. 290; Greacen v. Poehlman, 
191 N.Y. 493; Ide v. Brody, 156 II. 
App. 479; Fountain v. Jones, 181 
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SOCKET SCREWS 









N.C. 27. 
a it All of these higher courts held 
a EE ase a that when goods are manufactured 


pe 


or sold, and delivered subject to 
approval, it is incumbent on the 
purchaser to express disapproval 
within a reasonable time or within 
the time limited by the contract, 
and the absence of such expression 
is sufficient evidence of approval, or 
at least of a waiver of the right to 
insist upon approval as a condition 
precedent to a recovery by the 
seller. 

And again see Haxall Brothers & 
Company v. Willis 56 Va. 434. This 
court said: 

“It is inconsistent with the nature 
of the right or privilege thus given 
the purchaser, that there should be 
any unnecessary delay in the exer- 
cise of it. The seller in the meantime 
is deprived of the use of his property 
and perhaps of the opportunity for 
resale . . . These considerations are 
sufficient to require promptness and 
forbid needless delay on the part of 
the purchaser. If it appears that he 
had ample time and opportunity to 
test and examine the article, and 
ascertain its quality or capacity with 
reference to the warranty, and might 
conveniently have done so, but 
neglected to do it, such neglect 
should be regarded as a waiver of 
the right to rescind, and as an elec- 
tion on his part to retain the mer- 
chandise.” 





and available only in 


Blue Devil 


DIAGONAL KNURL 
SOCKET CAP SCREWS 


FORGET FINGER FUMBLING 
“Diagonal Knurl” heads are a 

‘real time- and work-saver especially designed 
‘for hand assembly operations. Now you 

can avoid delays due to sweat, grease and 
other similar assembly hazards. 

“Diagonal Knurl” is exclusive with 

Blue Devil . . . furnished only on cap screws 
up to and including 1” diameter. 


a o- S 


High Density, High Tensile 
Super-Smooth Teflon Sheets 


New manufacturing techniques, 
perfected by the Ethylene Chemi- 
cal Corp., Summit, N. J., have re- 
sulted in making available high 
tensile and super-smooth Teflon 
sheets of extremely low porosity 
and high density. The sheets are 
approximately 29’ x 29” and are 
available in any thickness from 
.050” to 2”. The high tensile Teflon 
sheets find applications as gaskets, 
valve seats, diaphragms and wher- 
ever high density and low porosity 
are important. There are also avail- 
able stress-relieved sheets for ap- 
plications where the highest dimen- 
sional stability is required, particu- 
larly at high temperatures. 


650_ Avondale Avenue, Chicago 31, Illinois 
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Need Some Help With Your Preserving ? 
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Koppers can make wood serve you better 


There are many ways in which wood 
can be rendered more useful. 
Chemical impregnation, for in- 
stance, can radically change the 
characteristics of wood, making it 
resistant to decay, to marine borers, 
and to insect attack. Fire retardance 
may also be added to the resistant 
qualities of wood. 

Our Technical Laboratory has 
developed a variety of wood pre- 
serving treatments for specialized 
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needs. For example, wood can be 
treated so that it resists acids, is 
actually harder, is dimensionally 
more stable, absorbs less moisture. 
etc. With suitable treatment, wood 
stands up better under repeated 
steam sterilization, abrasive wear, 
and other destructive conditions. 


y ON 
KOPPERS 


Whether it be pressure-creosoted 
posts, poles, piles, ties, or some 
specialized treatment, Koppers has 
the answer to preserving wood for 
maximum service life. Don’t hesi- 
tate to bring your wood problems to 
us. We will welcome the chance to 
serve you. 


PRESSURE-TREATED WOOD 





Ww 


KOPPERS COMPANY, INC. 
Wood Preserving Division 
Pittsburgh 19, Pennsylvania 
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UNIFORMITY . . . from start | "ssn." 
to finish with @ SAS E\N G2 


‘SPECIAL PROCESSED * 
COLD HEADING WIRE 


where none was thought to exist. 
He must be so familiar with the 
other available processes or prod- 
ucts or equipment, that he can satis- 
factorily substitute his own product 
to the benefit of the customer. 

In other words, it is a salesman’s 
job to be constantly on the offen- 
sive without being offensive—pursu- 
ing his objectives in a thoughtful, 
intelligent manner. It can be an 
exasperating, difficult job because it 
means setting up definite standards 
of solicitation and service and as- 
siduously adhering to those stand- 
ards every day. 

By so working, a definite routine 
can be gradually built up that, over 
a period of time, will keep a steady 
flow of orders—and repeat orders— 
coming in without using up all of 
the salesman’s time for the immedi- 
ate effort. Then, by having his head 
above water, he can think construc- 
tively, change his routine for the 
better as experience may indicate, 
and think up new angles. Routine 
is the great time saver, but he is 
still able to issue a challenge to his 
imagination. That is where the real 
fun of selling comes in. 

To maintain his own enthusiasm 
and effectiveness, the salesman must 
sell himself on the sincere belief 
that his product is superior to all 
others. It is consequently a part of 
his duty, both to his company and 
to himself, to submit to his manage- 
ment suggestions for improvements 
in both design and fabrication as 
When you use Keystone “Special Processed” Cold Heading ae, ee ete nit 
Wire, you get uniform response every step of the way salesman is to neglect a customer. 

i i ing, threading and final heat treat- In serving the customer, he serves 
through Sirasing, CReNRY, 7 himself and his company as well. 
ment. Purchasing people, being inher- 
ently realistic, and being thoroughly 






Uniform, strength-giving grain flow characteristics are clearly 


: familiar with marketing principles 
indicated in the above macrograph of a ahepttett cap through daily exposure to all sorts 
screw made from Keystone “Special Processed’’ C1035 Cold of selling as well as their own prob- 
Heading Wire. The long, continuous fibres tell the “inside lems of pape ey wer 

; ; oO 
story” of efficient cold heading which results in longer die pene paneer = ge. alee: 


buying and selling. At the same 
time, they recognize and appreciate 
the extra attention that makes a 
customer or a prospect something 
more than a mathematical statistic. 
, The ideas presented in this article 
INDUSTRI ae are typical of a constructive sales 
approach to accomplish that objec- 
tive—the means by which the sales- 
man can be spared the gruesome 
fate of “no orders today” and can 
substantially “beat the percentage” 
to the benefit of all concerned— 
except the laggard competitor. 


life, lower production costs and finished products of the 
highest quality. 


Keystone Steel & Wire Company 
PEORIA 7, ILLINOIS 
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_. with TYCOL lubricants on hand! 


Heavy-duty cutting operations? Here’s what happens 
when you switch to Tycol Afton oils! A well-known Engineering 
Company (you’d recognize the name instantly) recently 
tested cutting oils used to shape 14” gears on a Gleason Bevel Gear 
Generator. Their findings: after the first rough cut around, with 
competitive oils, they had to grind a full 1” off the cutter. With 
Tycol Afton 8, they hobbed two gears and took off only .013”. Afton oils 
are non-corrosive... and so stable they’re widely recommended as 
hydraulic oils! They serve a triple function as coolants, lubricants, 
and hydraulic media on the same machine... the heavier the cut — 
the better they perform. It will pay you to find out why — by 
contacting your local Tide Water office! 


Over 300 Tycol industrial lubricants are at 
your disposal . . . engineered fo fit the job! 


REFINERS AND MARKETERS OF VEEDOL... THE WORLD’S MOST FAMOUS MOTOR OIL 
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STRONG, INERT AND 
HEAT RESISTANT GLASS 














““SILVERFLEX” PROCESSED 
BRAID FOR NON -FRAYING 








SILICONE RUBBER EQ@/AZS PERMANENT AND 
EXTREME FLEXIBILITY 








ANO RESISTANCE TO 
ASSEMBLY ABUSE 
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INSULATION OF WIRE LEADS 
OVEFLEC 
f silicone rubber treated flexible glass tubings 
and sleevings are made in NEMA Grades A-1, 
B-1, C-1, and C-2, in sizes No. 24 through 1” in standard natural 
white color. Other Dieflex products guaranteed to meet or surpass 
all applicable NEMA and ASTM standards include varnished 
cotton tubings and saturated cotton sleevings, varnished glass 
tubings and saturated glass sleevings, “Vinylglas” vinyl-coated 


glass tubings and sleevings, and silicone varnished glass tubings 
and saturated glass sleevings. 


ASK YOUR NEAREST IMC OFFICE FOR MORE INFORMATION, TODAY 
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The PA’s Part In 
Standardization 


(Continued from page 95) 


restrict the vision of our engineers, 
we have defeated our purpose. In 
such at atmosphere, radar, guided 
missiles, and other advanced prod- 
ucts of today would have been suf- 
focated in their cradles: 

So, while we must not stand in 
the way of progress, we must neg- 
lect no opportunity to bring to engi- 
neering all the facts in connection 
with standard items available for 
their consideration in place of spe- 
cials. Engineers often do not realize 
a new item exists, simply because 
it has not been brought to their 
attention. None of us can know 
everything; it is our job to keep the 
engineer posted on such standard or 
new items. Purchasing can make a 
great contribution by working 
closely with design engineers in the 
early stages of design, so that when 
a new product is adopted for gen- 
eral manufacture, the problem of 
purchasing materials for it will have 
been minimized through a proper 
consideration of standardization as 
a time when the most good can be 
accomplished. 

Business is finding that there are 
tremendous savings to be gained 
from palletizing and the whole ma- 
terial handling operation. Tied 
closely to this is the matter of 
standardization of packaging. If you 
start with the use of a standard 
bolt, transformer, or what-have- 
you, the next step can be the stand- 
ardization of packaging, although 
you may have five or six suppliers 
producing the item. If they can 
standardize on the article, there’s no 
reason why they can’t also stand- 
ardize on the packing for it. 


Non-Productive Items 


In a company with multiple plants, 
such as ours, it is only natural that 
each plant will have different ideas 
about the non-productive items they 
use, such as paints, lubricating oils, 
fuels, electrical fittings, hardware, 
and what-not. Without standardiza- 
tion, confusion and inefficiency re- 
sult. 

We have in our company a sep- 
arate division called the Plant En- 
gineering Department, charged with 
the responsibility of standardizing 
such non-productive items. But it 
was our purchasing people who 
pressed for the introduction of such 
a standardization program. We 
started in a very modest way on 
such things as office equipment— 
fans, typewriters, etc.—then went 
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on to more ambitious programs on 
paints and oils, office partitions, 
desks, and other items. Here the 
ability of our purchasing people to 
work in harmony with others was 
of particular importance, because 
individual prerogatives and reactions 
come to the fore when you attempt 
to standardize. 


Over-All Profit 


Good management is impossible 
without good, scientific purchasing. 
The engineer creates, the production 
manager produces, the sales man- 
ager sells; but unless the purchas- 
ing agent acquires the right mate- 
rials at the right cost, their efforts 
go for naught. Tying up large funds 
in inventory may create a haz- 
ardous cash position, obsolescence 
losses, costly handling. So the pro- 
curement director should make his 
contribution to the over-all profit 
of his company by playing a part in 
inventory control, in avoidance of 
obsolescence, in economical mate- 
rial handling—all in addition to the 
specific function of actually buying 
the materials. 

That’s why, again, it is so impor- 
tant for him to have a keen interest 
in standardization. Standardization 
is directly related to the size of the 
inventory you have to carry. If you 
have protected yourself by utilizing 
one item for ten different applica- 
tions and one or two of those uses 
are eliminated, you have avoided 
obsolescence because you still can 
use the item in the other eight or 
nine places. 

Standardization is not new, but 
much remains to be done. Through 
aggressive interest in the subject, 
the purchasing department can help 
to speed the work of standardiza- 
tion. Suppliers very often can be 
influenced to become more effective 
in promoting standards. The pur- 
chasing department should encour- 
age suppliers to make such sugges- 
tions. It then remains for the pur- 
chasing manager to see that these 
constructive suggestions are pre- 
sented to the interested people in 
his organization in a clear, specific 
manner. 

It matters little whose idea or 
suggestion it was; there is plenty of 
glory to go around. The important 
point is to see that the company 
benefits. Very often a project may 
seem too difficult or complicated— 
unti! discussion unravels the mys- 
tery. Big dividends will result from 
aggressive action on this all-impor- 
tant subject, and will add another 
rung on the ladder of efficient, con- 
structive, scientific purchasing. 
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Cost-Minded 
Production 
MEN 
Specify 
Wallingford Steel 
because... 
They Know It 
Gages Uniformly, 
is Correctly Tempered, 
Draws Easily, 
Punches Cleanly 
and 
Lot after Lot 
isa 
Consistently Dependable 
Product 
Available 
.002 and heavier 
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applies 

also 

to 
“fabricated” 


wire 
cloth 
inserts 


Our slogan, Newark for Accuracy, has long been known to users of bulk wire 
mesh cloth, wire space cloth and wire filter cloth. It is now becoming more and 


more familiar to users of parts fabricated from wire cloth made by a fast- 
growing division of our company. 


These parts, similar to those illustrated, are fabricated or assembled for our 
customers by skilled workmen in our large department specializing in this work. 
We are equipped to handle small lots or in production quantities of anything 
from large jet intake screens to tiny fuel pump strainers. 


We shall be glad to quote on your requirements; and, if necessary, our experi- 
enced engineers stand ready to assist you in the design of the part so as to 


make the best use of the mesh and to assure the most economical manufacture 
of the, part as a whole. 


Remember, since we weave the cloth used, and do all the necessary cutting, 
fitting, stamping, punching, forming, binding, welding and soldering, there is 
only one responsibility . .. OUR responsibility . . . to deliver parts that live up 
to our slogan — Newark for Accuracy. 


sewark 


ire Gloth 


COMPANY 
351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
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Quotations And Offers 
To Sell 


(Continued from page 93) 


undoubtedly the law that the dealer 
would have been bound to deliver 
any reasonable amount the customer 
might have ordered. The language 
is not such as a business man would 
use in making an offer to sell to an 
individual a definite amount of 
property. 

“They did not say, we offer to sell 
to you. They use general language 
proper to be addressed generally to 
those who were interested in the 
salt trade. It is clearly in the nature 
of an advertisement or business 
circular, to attract the attention of 
those interested in that business to 
the fact that good bargains in salt 
could be had by applying to them 
and not as an offer by which they 
were to be bound, if accepted, for 
any amount the persons to whom it 
was addressed might see fit to 
order.” 


* “3 ¥ 


Lincoln Electric Announces 
New Reconditioning Operations 


Straight line mass _ production 
techniques and economies are now 
being applied by The Lincoln Elec- 
tric Company of Cleveland, Ohio, 
to the reconditioning and rebuild- 
ing of are welding equipment. The 
new rebuilding techniques are em- 
ployed in a new operating division 
established by Lincoln as a result 
of studies undertaken by plant en- 
gineers following the company’s 
move into its new $10,000,000 plant. 
The new division of the company 
called the Linc-conditioning Divi- 
sion, with $500,000 in space and 
equipment, utilizes conveyor lines 
and line operations to realize ef- 
ficiencies in rebuilding welders, 
work which is normally done on a 
one-at-a-time basis. 

The new division, under the su- 
pervision of Robert Dalzell, will re- 
build for users of Lincoln equip- 
ment their engine driven motor 
generator and AC welders. By re- 
building welders in production lots, 
assembly line methods of dis- 
mantling, reconditioning and re- 
assembly can be used to achieve 
production economies that are im- 
possible if only one or two machines 
are processed at one time. 

Because the same _ specialized 
skills and tools that are used in 
manufacturing are also used in re- 
building, new machine guarantees 
are placed on all welders that are 
Linc-conditioned. A _ firm price 
covers the rebuilding of Lincoln 
welders in this new division. 
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of ¢ Built to Military 
Specifications 
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-" Attention manufacturers of portable equipment, carry- 
o ing cases, parts boxes, etc.! If your product requires 
to side-carry handles, install the best—the Bendix-Friez 
alt handle. This superior handle was developed to meet 
2m strict military requirements for many specialized equip- 
ment uses. Ruggedly built of aluminum and stainless 
ey steel in a sturdy design, it knows no equal for long, faith- 
for ful service. Can be riveted or welded to any kind of 
it container . . . or depressed in the surface, if desired. 
to Unique “snap-back” feature stops rattle from shock and 
vibration. Prompt attention to both large and small lot 
orders. Try us today. 
oa a 
Bendix = Friez 
by FOR FULL DETAILS, WRITE: When aiidlilitues Oe nanan itl 
| Ww uni 
¥ FRIEZ INSTRUMENT DIVISION OF Penghy tor ot ie ee ee 
Ww 1456 Taylor Avenue, Baltimore 4, Maryland aviation conpenation exclusive VALLEY features in mind! 
C= xport Sales: Bendix International Division, 205 East 42nd Street, New York 17, N.Y. 
io @ Specifically designed for ‘round-the-clock’ duty in high 
a° ! temperatures. 
' 
he @ Drip proof and splash proof, semi-enclosed construction 
n- Quick Prices Quality Production protects motor from harmful liquids and flying particles. 
on coe 
ilt Prompt Delivery for Every Need! @ Fully enclosed ball bearings reduce friction 75% to 
é : provide a saving in power. 
n- Complete facilities to produce the fin- 
y's os “8 reer A agli: . Tully @ Built in % to 75 horse power sizes for wide adaptability 
nt. equipped shop to make the tools and in your power planning. 
ny dies required. Metal name-plates, 
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*: tion plates, panels, and metal com- VALLEY Motors, stay on the job 
nd 7 ponents are promptly available. We longer, even under heavy and con- 
' handle any process, any metal, any ° 
rs j colors . . . decorative bezels, escutch- Ceeees pews demands. Thus for 
f- : eons, and intricate formings. You are economical power that will last the 
rs, 2 invited to take advantage of the skill life of your equipment — always 
4 of our designers without obligation. P 
a | Send for free booklet showing Mayer’s specify VALLEY. 
unsurpassed facilities for designing 
: and producing quality plates eco- 
u- nomically. Write us today! 
6? GEORGE J. MAYER CO., “Since 1884” 
p- / 546 East Market Street « Indianapolis, Indiana ; r 
or Sales Offices in Leading Industrial Centers ——_ TOTALLY ENCLOSED 


FAN COOLED 
P ts 


—_ttiomed the latest development in Air-Cooled, 
Ball Bearing motors. Totally enclosed 
to assure protection against dripping 
or splashing liquids, metal chips, and 
damaging dust. 2 to 60 h. p. 
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SPECIAL CONTAINERS 


The Alaskan Air Command would like 
to obtain information leading to possible 
source of procurement of air transporta- 
ble containers for perishable foodstuffs. 
The availability of a commercial type 
item of this nature is unknown to this 
headquarters. (Specifications attached.) 
It is anticipated that this command will 
have a requirement for approximately 10 
of this type container. 


Major J. Riley Fowler, USAF 
Director of Procurement 

Hq., Alaskan Air Command 
Seattle, Washington 


@ The specified container is of 
heavy gauge sheet metal, stainless 
steel lined; maximum allowable di- 
mensions, 9’ x 4' x 4'; wheel 
mounted and with recessed handles ; 
insulated to maintain contents at 
temperature range of 34 F to 40 F 
under outside air temperature con- 
ditions varying from —40 F to 
—100 F. Our inquiries indicate that 
this item would require special fab- 
rication. Suggested sources in this 
area: J. S. Carswell Co., New York; 
Dravo Corporation, Pittsburgh; 
Rheem Manufacturing Co., Balti- 
more; Stainless Metals, Inc., Long 
Island City; U. S. Steel Products 
Co., New York. — Ed. 


LEGAL RECOURSE 


If a supplier offers a new product— 
say, a new super-type precision bearing 
—and accepts your order at a quoted 
price, and he reneges after filling your 
initial order by increasing his price by 
as much as 300%, is there any legal re- 
course to recover tool and other design 
expense expended in order to use the new 
type bearing if the new bearing cost 
makes the manufacture of your product 
prohibitive? 

C. M., Minn. 


@ In the absence of additional 
pertinent factors, beyond those cited 
in this communication, the answer 
is No. ; 

Our legal adviser cites the 1951 
decision of the United States Su- 
preme Court (342 U.S. 143, page 
155): “In the absence of any pur- 
pose to create or maintain a mo- 
nopoly the (Sherman Anti-Trust) 
Act does not restrict the long rec- 
ognized right of a trader or manu- 
facturer to engage in an entirely 
private business and freely to exer- 
cise his own independent discretion 
as to the parties with whom he will 
deal.” Also, the 1952 decision of the 
Federal Court of Appeals (200 Fed. 
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2d 911): “It has been stated time 
and again that a manufacturer has 
the unquestioned right to refuse to 
deal with anyone for reasons suffi- 
cient to himself.” 

On the basis of these decisions, 
he gives the following opinion: “In 
the statement of facts in your letter 
there is no reference either to 
monopolies, discrimination, restraint 
of trade, or contracts in the pur- 
chase of these goods. Lacking any 
of these or similar features, the 
supplier, it seems to me, had as 
much right to set whatever price 
he saw fit to set, as the purchaser 
either to pay it or refuse to do so.” 

The original quotation and trans- 
action stand on their own merits, 
and the supplier evidently fulfilled 
his obligations in that respect. There 
is no indication that there was any 
assurance given that the price, or 
even an approximate price, would 
apply on future orders. The subse- 
quent excessively higher quotation 
might stem from a number of rea- 
sons: there might have been a ma- 
jor error in the original price calcu- 
lation; it might have been a de- 
liberately low price quoted for 
“break-in” purposes; it might be 
simply that the supplier did not 
care for further business on the 
item and took this means to price 
himself out of the market. None of 
these reasons provides grounds for 
legal action or recovery. Hindsight 
indicates that prudent purchasing 
policy would have been to secure 
contract protection or written as- 
surance of continuing supply and 
reasonable price stability before 
undertaking major tooling expendi- 
tures based on adoption of the 
product.—Ed. 


INSPECTION FORM 


Can you recommend a staple form that 
could be used by an inspection section so 
that the Purchasing Department would 
have complete knowledge of what material 
is being checked and also what material 
is being held? We are having difficulty in 
keeping our records current so that we 
would have complete control of all the 
material in the factory. Therefore, if we 
had some type of inspection report we 
would have the information on hand, 
advising the office if the parts were being 
reworked or scrapped. : 

J. Jean Dolgin, Pur. Agt. 
Supreme Tool & Mfg. Co. 
Milwaukee, Wisconsin 


@ Many different procedures have 
been devised for handling this prob- 
lem, variations depending largely on 
the way in which the inspection 
function is set up in a particular 
company. From past issues of Pur- 
CHASING, specimen forms have been 
sent, showing inspection forms as 


used by Allis-Chalmers Mfg. Co., 


Milwaukee; Hughes Tool Co, 
Houston; Littlefuse, Inc., Chicago; 
Pitney-Bowes, Inc., Stamford, 


Conn.: H. A. Selmer, Inc., New 
Castle, Ind. ; Victor Adding Machine 
Co. Chicago; and Willson Products, 
Inc., Reading, Pa.—F. 





VINYL COATING 


Please refer to your May 1953 issue, 
page 193, Cost Saving Item 191. We will 
appreciate your advising if this vinyl 
coating will hold up as a coating inside 
a tank truck or tank trailer when haul- 
ing sodium hypochlorite. Would it be 
equal to a rubber lined tank? 

R. W. Fitzjarrald, Pur. Agt. 
Oil Equipment Division 
Progress Manufacturing Co. 
Arthur, Illinois 


@ For technical and application 
data on this product, readers are 
referred to the manufacturer: Pruf- 
coat Laboratories, 63 Main St., 
Cambridge, Mass.—Ed. 


STANDARDIZATION 


The Management Review of the Amer- 
ican Management Association, May 1953 
issue, cites a recent survey made by 
PwrRCHASING Magazine to measure in- 
dustry’s progress to date in the field of 
standardization and to evaluate the out- 
look for future advances. Will you kindly 
give me the exact reference, and may I 
have your permission to quote from this 
survey, giving full credit, of course, to 
your magazine as its source? 

William R. Spriegel, Dean 

College of Business Administration 
The University of Texas 

Austin, Texas 


@ Reference is to the Purchasing 
Opinion Poll in our March 1953 
issue, on the topic, “What Are the 
Opportunities for Standardization 
in Industry?” The survey has been 
widely noted and quoted, and we 
are glad indeed to give the per- 
mission requested.—Ed. 
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Half the new cars have coil springs made of 
U-S-S Carilloy Precision Rolled Coil Spring Rounds 
































e e they are twice as accurate as ordinary hot-rolled bars 
- J J e e 
n ° require little or no centerless grinding « they cost less to use 
n 
ir 
% @ In the early days of the development of coil springs for front 
n Po set —— suspensions of automobiles, the only steel that was available 
| was an ordinary hot-rolled bar from which as much as .035” 
s of metal per side had to be removed by grinding to insure free- 
ey dom from harmful seams, pits, and decarburization. This cost 
ey money, was wasteful and time consuming. 

, This seemed to be an expensive approach to a simple problem, 
d, so United States Steel equipped one of its mills to produce 
Ww hot-rolled bars to eliminate harmful defects and most of the 
ne grinding expense. They devised a method for rolling a bar to 
S, half the standard tolerances, with half the amount or less of 

decarburization, which made it attractive to use the material 
“‘as furnished” or with a small amount of centerless grinding. 
We call this bar a Precision Rolled Coil Spring Round. It has 
performed excellently when used “‘as furnished” or with a small 
amount of grinding. 

; This exclusive development has paid off in two ways. It paid 
1 us because the CARILLOY Precision Rolled Coil Spring Round 
is now used in over half of the coil springs in new automobiles. 
te But, most of all, it has paid off for the automobile manufac- 
1. turer in that his costs are reduced with performance of the 
« highest order. Today we are still hard at work developing new 

and better alloy steels for other new uses in automobiles; for 
example, in automatic transmissions, power steering units and 
st. other new and vital automobile parts. 
| Our experienced engineers and metallurgists will be glad to 
consult with you on any steel or fabrication problem. Just write 
to United States Steel, 525 William Penn Place, Pittsburgh 30, 
Pennsylvania. 
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his have been proved in severe laboratory tests, as well as 
actual service on America’s best automobiles. They per- 
to form so well that half of all automobile coil springs are 
now made of CARILLOY steel. 
ion UNITED STATES STEEL CORPORATION, PITTSBURGH + COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
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G. E. Will Have New Integral 
Motors Completed by Late Fall 


General Electric has announced 
that it will build polyphase motors 
with the new frame standards re- 
cently approved by the National 
Electrical Manufacturers Associa- 
tion. 


The company estimates that its 
new 182 and 184 frame polyphase 
motor designs will be completed and 
samples available by late fall of this 
year. Larger frames will be made 
available at later dates, and quan- 
tity production of the new motors 
will follow shortly after the avail- 
ability of samples. 

According to G. E. engineers, the 
new motor frame assignments will 


allow better utilization of space 
within motor frames and result in 
greater horsepower per frame size, 
by taking advantage of better ma- 
terials and advances in the art of 
motor designing. Performance char- 
acteristics such as torques, starting 
currents, and temperature rise will 
remain unchanged, they said. 


7 g¥ F 
Booklet Offers Information On 
Industrial Instrumentation 


More than 300 technical case his- 
tories and general information ar- 
ticles on industrial instrumentation, 
covering all of the major industries 
have been compiled and put into a 
booklet by the Industrial Division 
of Minneapolis-Honeywell Regula- 


tor Company, Wayne and Windrim 
Avenues, Philadelphia 44, Pa. The 
compilation is arranged alphabeti- 
cally. 

The index, covering editorial con- 


tent 
tion, 


1952, 
automatic control applications in 


such 


leum, chemical, textile, nuclear en- 
ergy, plastic, ceramic and glass, food 
processing, meat packing, aviation, 
liquor, rubber, dairy, public utility, 
metal finishing and research. Plant 
installations in some 162 industrial 
firms are described in the case his- 
tories. The index can be obtained 
by writing to Minneapolis-Honey- 
well. 



































in the firm‘s quarterly publica- 
Instrumentation, from 1942 to 
describes instrumentation and 
































industries as the steel, petro- 













































- BUYER'S & SELLER'S MART 


_ Employment and Business Opportunities 


Contract Work 2 


Equipment For Sale 














Undisplayed (set solid) 
Positions Wanted 


Displayed 


Send orders ‘to: : CLASSIFIED DEPARTMENT 


REQUIREMENTS 


Figure forty-four letter spaces (five average words) to a line. 


for twelve consecutive displayed insertions. 
Forms close 15th of month preceding date of publication. 


minimum charge 4 lines, prepaid. 


replies forwarded with- 














vee 90¢ line Undisplayed (want-ad style), 
i eta: wR eC 45¢ line Add one line for hon enaiiee olin: 
out charge. 
cescesss Gee ie Discount of 10% 
is PURCHASING re 








205 East 42nd Street, New York 17, New York 








POSITIONS WANTED 


Purchasing Asst. College Graduate 1 year exp. 
Laundry supplies; Printing; Stationery supplies. 
Inventory control, office procedure, type. 23 
years of age, draft-deferred. Adaptable. Desires 
New York City position. Box 1386, Purchasing, 
205 East 42nd St., New York 17, N. Y. 


EXPERIENCED INDUSTRIAL PURCHASING 
AGENT over 13 years’ experience. Have worked 
with Traffic—Material Control. Desire permanent 
connection with progressive Manufacturer. Age 
38. Prefer Midwest. Write Box 1385, Purchasing, 
205 East 42nd St., New York 17, N. Y. 





Satisfied for the present but not for the future. 
Seek Purchasing Agent or Assistant's position 
where | can use my experience to an advan- 
tage. Presently employed in mechanical and 
construction field. Familiar with materials, equip- 
ment, contracts, inventory control, expediting and 
warehousing. Young, aggressive, sincere. Request 
interview or will furnish resume. Write Box 
1389, Purchasing, 205 E. 42nd St., New York, 
N. Y. 





Assistant Purchasing Agent. 3 years of General 
Manufacturing experience in Purchasing. Age 25. 
College Grad. Vet. Will Relocate. Write Box 
1388, Purchasing, 205 E. 42nd St., New York, 
N. Y. 
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PURCHASING AGENT AVAILABLE : 


Owing to consolidation manufacturer soft and 
hard goods finds it necessary to let out top- 
notch purchasing agent whom we recommend 
highly. Has heavy experience buying packaging 
supplies, window displays, printing, chemicals, 
plastics extruded and molded rubber, electrical 
parts, steel, aluminum, metal stampings, cast- 
ings, factory supplies and hardware. Familiar 
inventory control in a multi-plant operation. 
This man is available immediately. Prefers posi- 
tion within greater N. Y. area. Write Box 1387, 
Purchasing, 205 E. 42nd St., New York 7, N. if 














ABRASIVES WANTED 


Rolls, Sheets, Bands, Belts, Mounted 
Wheels, Grinding Wheels. Rotary Files, 
Snap Gages, etc. 


For Best Prices and Quick Deals 


Write, K and K Sales 


525 W. 76th St. Chicago 20, Ili. 
Phone RAdcliffe 3-1818 





Chemical and physical properties are O.K. 
Rejected because of appearance only. Very 
good for schools and industrial training 
programs. 


Harnischfeger Corporation 


250,000 Ibs. 


Low-Hydrogen Electrodes— 
Rejects 
6¢ per Ib. F.0.B., Milwaukee 


(average retail price 25¢ per Ib.) 








4400 W. National Avenue 
Milwaukee 46, Wisconsin 
























f _ FAMOUS MP ALUMINUM 
Pees a | CLIP 
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BOARDS 
SHEET 
HOLDERS 


Sizes: legal, letter, note and pad 
Write for PA discount sheet 


METAL PRODUCTS ENGINEERING, INC. 


4000 Long Beach Avenue, Los Angeles 58, California 


























THE LEARNER COMPANY 


FOR SALE 


GOOD USED CAST IRON 
FLANGED GATE VALVES 


26 — 30’ — RISING STEM 
5 — 30’ — NON RISING STEM 
2 — 36” — RISING STEM 
65 — 42” — RISING STEM 
1 — 48” — RISING STEM 
14 — 24” — HYDRAULIC 
4 — 20’ — HYDRAULIC 


WRITE 


























3675 ALAMEDA AVENUE 
OAKLAND 1, CALIFORNIA 
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